ELECTRICAL 
Wholesaling Bias 


THE INDUSTRY'S SALES & MANAGEMENT MAGAZINE page 48 


ee 
A McGRAW-HILL PUBLICATION PRICE 40 CENTS 


MARCH -1959 


He Sells Lighting— Only 
page 7/0 


Home-made Techniques 
Help Sell Lighting 


page 68 


Sellingiifidustrials 
— Crea ely page 54 





Industri@ls: 
A Salesmwhan Specialty 
page 56 


‘Inside’ Story on Selling Industrial [4E%digeute 





Another 
APPLETON 
“FIRST” 


Elirmminates Welding! 


Up to now when a tight box-hub seal was wanted, 
threaded hubs were attached by the costly, complicated, 
time-consuming method of welding. This gave a rough, 

frequently off-center result. Today, with APPLETON 

Uni-Seal Hubs, you get a liquid-tight connection 
without welding . . . simply, easily and always uniformly 

centered. Application requires only a single wrench! 
Always a perfect ‘‘cold-weld" seal! And the 
wedge adapter is almost flush with 
inside box wall for maximum 
wiring room. 


These 4 Exclusive 


— 


New Locking Edge on Body! 


An insulator insert provides complete protection Puts continuous pressure on wedge adapte 
against damage to wires trom metal edges No 
reduction in inside throat diameter, The complete 


answer where vibration is a problem 


vibration! No lock nut needed 


ground 


Benefits 


Bites Note adapter surface angle 
into outer box wall to eliminate loosening through 
Assures positive 


UNI-SEAL 


Rigid-Conduit 
HU 


Potent Pending 


Unparalleled ease of installation and positive liquid- 
tight, dust-proof protection are built right into this 
new APPLETON Uni-Seal Hub. An exclusive wedge 
adapter pulls up tight in the knock-out hole to give a 
lasting metal-to-metal ‘“‘cold-weld” seal with full assur- 
ance ofa perfect ground. Lasting resistance to vibration! 
Maximum wiring room because wedge adapter tightens 
down almost flush inside box! Insulated throat to pro- 
tect wiring! Single wrench installation! So ... for 
cost-cutting wiring installation, specify APPLETON 
UNI-SEAL Rigid Conduit Hub! 


HOW IT WORKS 





S333 % ae 


Wedge adapter with threaded shank is inserted through 
junction box hole. Threaded hub with special locking edge 
on body is screwed down on adapter threads until box 
metal is firmly gripped between adapter 
wedge and locking edge. A pull or two on 
the hub with a single wrench locks the hub 
in position permanently witha perfect metal- 
to-metal ‘“‘cold-weld” seal that does not 
vibrate loose. Rigid conduit is then screwed 
into hub. 


Also available in 
a Union type. 
Pat. Pending 


YOURS...with APPLETON 
@ 


aS 


: ased W y R 


are 


New Wedge Adapter 


Interior view of wiring box with installed UNI-SEAL 
Rigid Conduit Hub showing how wedge adapter 
tightens almost flush to provide maximum wiring 
No weid' No wrench required inside box 


how design permits 
it to tighten almost tlush with inner box wall 
Maintains positive ground and a constant, liquid 


tight, ‘‘cold-weid" seal when pulled down room 


APPLETON ELECTRIC COMPANY 


1701 Wellington Avenue 


Industrial 
Lighting 
Equipment 


Also 
Manufacturers 


of: Malleable tron 
Unilets 


* Chicago 13, Illinois 


. Automatic 
Eagle Claw Reelites 


Switch Boxes 








this is the exclusive ECON 


Super Safety Zone! 


heart of the ECON*® DUAL ELEMENT FUSE! 










It’s called ECON-ALLOY A fast acting, 
cost cutting, thermal element that permits 
harmless and temporary overloads up to 
500%. 











W) E , p ELECTRICAL ECON-ALLOY GIVES COMPLETE PROTEC- 
1Y risk costly work stoppages due tO teMporary — WHOLESALERS TION when overload exceeds predeter 
or harmless overloads when vou can have the ee eee mined time and capacity limit by changing 
ase PITS fF ECON D 1 EI very 4 Ke directly from solid to liquid completely 
complete p ytection ol KE i ual IMiement tT are te } your breaking the circuit! 
Cartridge Fuses Econ-Alloy Thermal element tomers how f 
The heart of the Super Safety Zone) permits ade by Economy pay 
overloads up to a predetermined time and capacity , i Me ee ak ’ 
limit then gives complete prot ' Fusible Links 
joined to the Econ-Alloy thermal element give 
instant protection on short circuits! Next time you 
buy, specify ECON® Dual Element Cartridge 
Fuses for complete protection! 


Available in Knife Blade or Ferrule 


type from 0 to 600 amperes, 250 and 600 volt 





Underwriters’ Laboratories listed | FUSES 
eee 


Write for ECON® Dual Element Catalog S-60 


ECONOMY FUSE AND MFG. CO. 
2717 Greenview Avenue, Chicago 14, ilinois 


/> / ~ fg 
SSF VEY SIS OF ® 


ASK YOUR ELECTRICAL WHOLESALER FOR ECONOMY FUSES... THE COMPLETE FUSE LINE 
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March, 1959 


memo 


TO OUR DISTRIBUTORS 


Through these monthly memos, we've been talking things 
over with our distributors for several years: From all 

; ndications, these memos are being read. In fact,l seldom make 
a “swing around the circuit" without having one or more 

of them brought up for further discussion. That's good. 

As we 100k back on this series of memos, there's only 

one thing We can criticize--we' Ve done all the talking. 
So--now and then, as @ re of pace, we're going to 


chang 

tin MR 

turn this page over to our distributors and let them 
do the talking. n such occasions, instead of the 
familiar "MEMO TO OUR DISTRIBUTORS ,” you'll be seeing 


"ONE OF OUR DISTRIBUTORS sAYS--" 


Be on the lookout for ©° and observations your 
rellow-distributors will be offering 1” the months ahead. 
And if you'd like to be among the contributors, drop 

me a line and we'll schedule accordingly - 


Sincerely 


J 


W. J. Moriarty 
Manager, Distributor Relations 


; Y a Pr.) i a . 
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Vanufacturers’ 


Donnybrook ? 


Its “loaded” 


with good will. 


{ test case 
for a_ contro- 


versial line. 


Lives in a 


glass house! 
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The curse of the 
electrical supplies 


salesman ! 


But not when he uses 
NATIONAL PRICE SERVICE 





for 
-Up to the minute 
net prices 


- Illustrations 

- Comparative catalog 
numbers 

. Descriptions 


. Zones where applicable 


All in one carefully organized, compact 
binder or with carrying case or desk rack 
fo suit your preference and ..........esess+0+ 


without extra cost. 





HENDERSON-HAZEL CORP. DEPT. B93 


13601 Euclid Avenue, Cleveland 12, Ohio 


Please send mplete details about 


NATIONAL PRICE SERVICE to us 


mmedotely Dligahon 
Nome 
Title 
Company _ 
Address 
City SS - 
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Credits and Collections 


One thing’s good about March 
winds. They clear the air. And that’s 
what we're aiming for in this issue on 
a number of topics important to you 

Leading off is an incisive editorial 
ina swiftly burgeoning battle between 


aluminum conduit and steel pipe. The 


Stakes are big. The effect on your 
operation is something to think deep 
on. See 

“Everybody talks about 


but talking takes time out from giving 


page ‘ 


service, 


it That's how one distributor feels 
about “the only thing we really have 
to sell Interested? Check page 44. 


Please pardon the expression but in 
this issue, we’ve got the “inside” on 
a rapidly developing item. We're talk 


electronics, and 


industrial 
grouping is being 
Electrical Sup 


from the in 


ing about 
this product 
sold successfully by 
plies, Hartford, Conn 
side, out. For details, turn to page 

“Specialist” is a moot term in oul 


how 


Si) 


business. It’s often misused and some 


times abused. But we're sure youll 

gree it describes salesman Don 
Travis, after you read Industrials 
Are His Specialty” on page 5¢ 


What kind of a year will it be for 
housewares? We hope it won't be “a 
vear like all years at least, not the 
Madison 


past few years Electric 
is betting its a year of decision and 
has geared to make the most ol sell 
ing opportunities. For its blueprint 


ee page 6U 
introduced a 


Incidentally, we've 


issue. The title 


new column in this 

“High Voltage.” The purpose: to keep 
you current on what's really new in 
the electrical world, particularly in 
our industry. Check page 2/1 


Best suggestion of the month comes 
to us from NAED’s Tom Preston. To 
wit: “What this country needs is a 
credit card to take care of all the 
credit we run up on all our other 
credit cards.” 

Tha’s all! 
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-STAR-LINE CONNECTORS 


WITH NEW MOD. 2 INSERTS FOR 
HIGH-SPEED, RELIABLE TERMINATION 

















and 
PUSH IN 


— 



























1. Individual contacts are crimped to wires outside connector by a 
semi-automatic tool, then, for assembly, inserted one by one into in 
sulation with crimped joint intact 


2. Contact retention ability of resilient insulation exceeds the require 
ments of MIL C-5015-D even after many reassemblies 


3. Failures due to faulty wire termination are eliminated by the single 
crimped joint which is stronger than the wire itself and superior 
mechanically and electrically to a solder joint 


4. Simplicity of wire termination greatly reduces errors in circuitry 
Changes in circuitry are simple and speedy 


5. Upto100 poles for wires sizes 16, 12 or 10, wit! 
mental resistance, or ability to meet and exceed 


A, B, C, E and R. 


6. Two-piece Mod. 2 insert is interchangeable within Standard Pyle 
Star-Line barrel shells with three-piece Mod. 1 insert 

Mod. 1 inserts for wire sizes up to 4/0 are available for disconnect and 
for current rupturing service 


acrifice inenviron 


MIL ¢ 015-D in Class 











Environmental Limits of Pyle-Stor-Line connectors 
Temperature 80 F. to 225 F 
Pressure | 300 PSI External, 200 PSI Internal 
Chemical Resistance | Most acids, most alkalis, oil 
Corrosion Resistance | Salt Sproy: 300 days without failure 
Dust Resistance Exceed requirements of Mil C-5015D 
Mod. 2 Insert, 19-Pole Shock Resistance | 50G Minimum 
with metal housing removed Vibration | Exceed 20G to Method ft of Mil C-50150 
Humidity & Moisture Resistance Exceed Class E. Spec. of Mil C-5015D 
Air Leakage | Meet Class E Spec. of Mil C-5015D 








THE asminecd Write for complete specifications: 
1352 North Kostner Avenue, Chicago 51, Illinois 
LE TI L Branch Offices and Agents in Principal Cities of the U.S. and Conode 
Railrood Export Department: international Railway Supply C 30 Church St, New York 7, N.Y 


COM PANY Industrial Export Department: Rocke international Corp., 13 E. 40th St, New York 16, N.Y 


Canadian Agent: The Holden Co., itd., Montreo 


WHERE QUALITY IS TRADITIONAL CONDUIT FITTINGS « MOTOR CONTROLS + SWITCHES + LIGHTING FIXTURES » FLOODLIGHTS 
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NOW... all 
ETP 


fittings 


rot to LASTING 


PERMANENCE! 


PP * he maf 


... AT NO INCREASE IN PRICE! 





Concrete tight! Every size connector and 
coupling up to 2°’. Why settle for ordinary 
fittings when ere gives you all this: 


@ New sparkling Zinc Chromate over 
ating for lasting permanence. Salt 
pray tested to retard corrosion 

@ Exclusive pre-set, deep-slotted 
TAKED ews. No backing out for 


@ Concrete tight with heaviest gauge 





wall thickne UL. file card £24788 
@ Pre: bevelled edges with extra 
neavy ty Knut 
% € piece 1 tubular stee annot 
pen or spread. Sized for uniformity 
] 1%” (one 
pe) and 112” and 2” (two 
ew type 


CONNECT WITH FOR ECONOMY 


ETP 


— « 





ELECTRIC TUBE PRODUCTS 


74-16 Grand Avenue, Maspeth (N.Y.C.), N. Y 





LETTERS TO THE 


EDITORS 





More on Discounts 


Dear Sirs: 
Our industry 
form cash discounts 


certainly needs uni 
Worst offenders 
“net” people are those who 
25th 
dates depending on when they bill 
you. This really “touls up” our pay 


beside the 


insist on Oth and discount 


ment schedules 

Results to date trom oul 
for uniform make me 
sick. Except tor very few construc- 
tive changes, all the 5% 
have been happily 
in a spirit of cooperation! 

Maybe we should have left well 
enough alone! What happened to the 


clamor 


discounts 


discounts 
changed to 2% 


aluminum 
man- 


motor control, pole line, 


wire, appliance, and other 
ufacturers who are still net? 

Don't they want to help straighten 
out the of multiple dis 


counts, or are they listening 


confusion 


above 


to their wholesalers? 
R. B. MULLER 
IWIN STATE ELECTRICAL SUPPLY 
co IN¢ 
WHITE RIVER JCT., VI 


Dear Sirs 
I was pleased to note from the item 
in the February 


plan to keep up a constructive clamor 


issue (p.8) that you 


on cash discount 
W e were please d to word 


trom the Rockbestos Products Corpo 


receive 
ration that they have changed thei 
cash discount trom 42 to 

In making remittances to manufac 
turers who do not have the 2 dis 
count, we ask them, “Why not change 
Oo a uniform cash discount 

We greatly 
in our behalf and sincerely trust that 


appreciate your efforts 


eventually the uniform cash discount 
vill be ichieved 

IREASURER 

ORTHLAND ELECTRIC SUPPLY CO 


MPLS 


Kudo 


Dear Sirs 

The sixteen page 
Distributors 
nual Outlook and 


issue is most appreciated 


MINN 


report on “How 
Forecast 1959”, (“An 
Review’) in your 
January 

This detailed analysis was of such 


interest that we would like to secure 


an additional 60 copies for dis 
tribution to our sales personnel . 
WILLIAM A. WULLI 

THE PYLE-NATIONAL CO 
CHICAGO, ILI 
Goes Way Back 
Dear Sirs 

The advertising and = sales pro 


motion department of the General 


Electric Company would like permis 
sion to reprint the article “Angles on 


Selling Motor Replacements” which 
appeared in the May, 1953 issue (p 
82) of your magazine 

R. CROFTS 


GENERAL ELECTRIC CO 
ADVERTISING & SALES 
PROMOTION DEPT 
SCHENECTADY, NEW YORK 
McGri Hill Publishine 


permission has been 


e Subject to 
Co requirements 


granted 


Re: Truck Sales 


Dear Sirs 

Several years ago you ran an art 
icle about several southern electrical 
wholesalers who used truck-salesmen, 
who operated trucks or trailers which 
staple electrical 


were loaded with 


items, and who made sales directly 
from the truck or trailer to the con 
tractor Or dealer 

definite 


These men _ had certain 


routes which were covered on a more 


or less fixed schedule. The men took 


orders for items not carried on the 


trailer, to be delivered on the next 
trip 

I cannot find 
the magazine 
Operation, and as I am 


among old copies ot 
the one describing this 
most anx- 
icus to get this information, I wonder 
if you can help me, either by sending 
copy of that old magazine, or a 
article tselt 


HENRY POPKIN 


copy of the 


THE ELECTRIC SUPPLY CO 


LIMA, OHIO 


e Jearsheets are nf a 


Still Making Rounds 


Dear Sirs 

We received from one of our major 
suppliers a reprint from ELECTRICAL 
WHOLESALING entitled “Ask and You 
Shall Receive” (Oct. *58. p. 60) 


This is so well-written and brings 


out a current selling situation so well 
that we would like to have enough 
to pass out to all of ou sales and 
Service people 

Would it be possible tor you to 
furnish us with one hundred nd 
fifty reprints of this article 

W. T. Brow 


GENERAL SALES MANAGER 


f 
rf 


RAYBRO ELECTRIC St 
rAMPA, FLA 


Reprints Wanted 
Dear Sirs 

W e would 
‘Distributing Electrical Prod 


appreciate receiving a 
copy of 
Continued on Page 114 
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PAN Gil ited DN | YAY 


10 enclosures...5 stab-in units 
replace 208 devices...meet all 
requirements through 200 amps! 





For the first ov. ve mised — — because there are no fixed circuits. Now y 
to your exact requirements. Just stab-in circuits where you want them —wt t 
) 10 enclosur 
| rated for sé 
Exclusive ‘‘pictu f 
F 1S} sequen 


Exclusive Seé e bussing 
Step-type insulated neutrals 
Narrow width—shallow depth 
YUL approved for both coppe 
| 


Now you can afford to carry your own stock and meet all your fusit 
proof! Write for Bulletin 1-215, Federal Pacific Electric Company, Genera 





GO reverac PACIFIC ELECTRIC COMPANY 
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TIMES and TRENDS 





Aluminum vs Steel 


\ classic collision of the irresistible force and the immovable object seems 
to be in the making. In head-on contention are hustling, now competitively- 
priced aluminum rigid conduit and steel rigid conduit, whose place in elec- 
trical construction has been as solid as its substance. The market stakes 
involved are substantial, with unit volume for rigid steel conduit last year 
estimated in excess of 370,250,000 feet. 

The event that gives enormous thrust to aluminum conduit was the an- 
nouncement in mid-February by a major producer (page //), that based on 
a new price schedule, the per-foot, delivered price of its aluminum conduit 
averages Only 2 to 3% above steel conduit. Previously priced approximately 
20° higher than steel, aluminum conduit offered a labor-saving advantage 
as its chief appeal. Even at this premium rate, it was gaining attention if 
not adherents. Now, aluminum is challenging steel directly. 

The pressures and problems of this challenge are bound to weigh heavily 
on electrical distributors. What customers decide to specify and buy will 
provide some final solutions. So will the relative profitability of the two prod- 
ucts. But in the meantime, the air is full of vexing questions. 

Is the new price differential going to hold? Should I take advantage of 
consignment terms on aluminum conduit until the customer buying pattern 
becomes clear? Where am I going to find warehouse space to handle alumi- 
num conduit in addition to steel? What am I going to have to stock in the 
way of aluminum fittings? In the absence of price protection, is my invest- 
ment in steel conduit going to be in jeopardy? 

This last leads to the biggest question of all: how are the steel conduit 
producers going to react to the aluminum challenge? Are they going to 
simply sit by? Are they going to get into the aluminum conduit business? 
Or are they—and this seems most likely—going to fight to hold their markets 
for steel conduit? If the answer here is in the affirmative, and the battleground 
is price rather than product merit, then the struggle will become sanguinary 


indeed 


Another Competitor 


Throughout the world of business the competitor is carefully studied. His 
actions—past, present and potential—are analyzed in terms of our own 
capabilities to initiate and to counter. In time his strengths and weaknesses 
become quite plain, and we are better able to plan our successes. 

A competitor we ought to keep an eye on, in addition to the guy down 
the street, is Soviet Russia. For it is a sure thing that the Russians are studying 
us. Said Nikita Khrushchey at the recent 21st Communist Party Congress in 
Moscow, as quoted in the New York Times: “The level of production in 
the United States is the ceiling which capitalist economy has managed to 
reach . To surpass the level in the United States means to exceed the 
highest indexes of capitalism. The fact that we are now setting ourselves this 
task shows how much our forces, our possibilities have grown. 

When next you consider your competition, add the USSR to the list. Its 
presence there should serve to remind that here’s a competitor who is de- 
termined not simply to best us but to bury us. This should become a built-in 
needle that spurs us to make capitalism work even better. 


qe 


EDITOR 









Featured in Homes of al! Leading Builders 











| NILCUM ALY 


ery or playroom 





A i Saver far howe 4 Homemakers | 
iL nll ad 





Talk to any room without wasting time 








Sound Investment that poys dividenas in Faster Home Soles! 


Nulone 
INTERGOM & KADO SYSTEMS 


EASIEST TO INSTALL 


MODEL 2016 


wordt IM Delure 


Beautiful Copper Anodized or Stainless Brushed 


Chrome master contro! panel 


seven tubes plus 


Silicon Rectifier. The only AM-FM home radio 
shielded to meet FCC specifications. For AM 
and FM broadcasts, 8 station selector switches. 


Set includes Master Control, 


3 inside remotes, 


1 outside remote, plus all wire and antenna. 
Complete — only $179.50 list. 


EASIEST TO OPERATE 


MODEL 2012 


: Se 
“ae wt 


Natorne 


sed 


Standard AM 


Never before a 


this at such low 
Aluminum Enamel 
8 station selector switches 


luxurious intercom-radio like 
cost. Copper Enamel or 
master control. Six tubes, 


also phono-jack 


connection. AM Broadcast range 540 to 1650 KC. 
Set includes Master control, 3 inside remotes, 


1 outside remote, 
Complete 


plus all wire and antenna. 
only $129.50 list. 


& Heasons Why NuTone Intercom & Fatlo is Your Best Buy.. 


FULL TIME INTERCOM 
Radio or Recorded Music never 
kills intercom reception. 


SIMPLE SETTING AT MASTER 


No back and forth walking to dis- 


tant rooms to adjust speakers. 


4 
a 


CHOICE OF AM and FM 
For static-free reception Deluxe 
Systems have FM and AM Radio 


6 
AUTOMATIC ACOUSTIC LEVEL 


Intercom always heard above Radio 
or Recorded Music. 


3 


VARIABLE ROTARY CONTROLS 
Gives infinite volume settings 
instead of only 2 or 3 levels. 


7 


NINE PRIMARY STATIONS 
If more stations are desired 


speaker circuits can be doubled. 


4 


$500,000.00 GUARANTEE BOND . . 
NuTone backs its Intercom-Radio 
with this unusual factory policy. 


8 


FINEST INTERCOM FIDELITY 
Voices easy to recognize without 
distortion. No annoying hum. 











TOP OF THE NEWS .. . and its significance to you 





2% Cash Discount 
—the Going Trend 


New President 
For WESCO 


T&B Stock 
On Open Market 


Copper Up a Penny 


Porter Acquires National 


Look Award Winner 


Forecast of New 
Orders for Machinery 


Price Schedule 
For Conduit 


A Qualified Denial 


Mark-up In 
the Making 
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Rockbestos Products Corp., New Haven, Conn., has switched from 
12% discount to 2%. According to the company’s vice president in 
charge of sales, H.O. Anderson, “we made the switch because it’s 
the current trend in business.” For distributor reaction, see Letters 
to the Editor, page 6 


B. H. Boatner, veteran of 30 years service with the company, has 
been named president of Westinghouse Electric Supply Co. He suc 
ceeds John F,. Myers, who is retiring (see People in the Nes 


page 146) 


rhe Thomas & Betts Co., Inc., Elizabeth, N.J., has applied to the 
SEC to place 300,000 shares of common stock on the open market 
(par value—$1.00 per share). As we go to press, it is still in regis 
tration. Feb. 25 was the date it was to be available at under $20.00 


per share 


t 


Copper prices in mid-Feb. were raised one cent more to 30 cents 


per Ib by large U.S. mine producers. Producers noted they were sold 
out for Feb. delivery when the March books weary even bee! 
opened 


H. kh. Porter, Inc., has acquired National Electric Products Corp.. 
Ambridge, Pa., and its subsidiary Nepco of Canada, Ltd Wood 


) 


, ’ 
stock, Ontario (see page /3 lor a coMmpie! ( Crave ) 


Winner of last year’s Look Merchandising Award Plaque was Charles 
EK. Argast vice president, Farrell-Argast Electric Co., Indianapolis 
Ind. Plaque was presented at the 15th Annual National Wirin 
Sales Conference in New Orlean 


Manufacturers of engines and turbines are forecasting a big increase 


over 1958—49°¢, Builders of metalworking machinery expect thei 
new orders volume to run at high speed throughout 1959, averagin 
about 39 bove the relatively poor year for busin in IYSS 
Office machinery companies are anticipati in of 2 in new 
business this year. Manufacturers of pump d compressors al 
looking forward to a gain of 20 Only two of six groups reviewed 


in the McGraw-Hill Forecast Index of New Orders for Machinery 
forecast a gain of less than 20° They are: construction and mining 


machinery. 


A new price schedule has been published tor aluminum rigid con- 


auit tor electrical installations. According to the Katser Aluminut 
nd Chemical Salk Inc I | result f t penetration 
market previously supplied almost entire b teel. At press 
’ | } . ' | ’ ‘ | 
npany r-it a \ 


Next month EW will attempt to give you a detailed round-up of the 


NRECA convention, and try to unravel the contusi er! 
whether or not there /s a trend t ird co-op competition th tl 
electrical industry across tl board. REA H 

qualihic t with t i“ 

May Ist is date for 2-time markup, anno Norn ks. ger 
ral manager of the ¢ ( Flect Distribut \ 





TEXTURED 


OR 


FINISHES 
NOW ON 


Von-Metallic 


FIXTURES! 


Non-Staining 
Non-Corrosive 


1 


199AL-WT | 


192BR-WT 


168N-AL 
U. L. Listed 


WRITE FOR 
CATALOG 


UNION INSULATING CO. 


PARKERSBURG, WEST VIRGINIA 


From Where We Sit: 


© Inflation seems like more of a concern than a danger. 
But there may be new ways to inflate, via ''cost push." 


¢ Employment pick-up is lagging behind business re- 
covery. Outlook: slow continual rise during 1959. 


een eXtracted 


from the M 


ODAY _ there Ss mor rn 


nflat 


tion Du pi ibly less 


about 
danger Practica everyone 
vould hat asonable price 


employ 


ment 


‘ 


e Unemployment 
of the labor tf 
bly more 
n the 
ept briefly 
months) 
Manufacturing — \\; 


acity has inci 


Consumer credit 
one of the best 


consume! 


1 nths 
7h nonths 


Inflation Bound? 


it doesnt 


th 


Corl 


vhich 


COnNOMY 


vondrous 


Cost Push: A New Way? 

It is, Of course, quite possible that 
1 new economics is taking shape in 
vhich prices ip every year I 
espective of laws of supply and 
demand. We I yet met any 
businessmen wh believe thi will 
happen to t r own pl only to 
prices they pi t othe 


t 
bh 


But economists generally ave bee! 


companies 
impressed with the 1 nd in many 
prices even during the late 


Economic Ad 


sonable 


recession 
Ihe President 
s. who 


informed 


know! 


} 
n 


tion whic 
up prices 
it or not 
[here 
new round 
n 1959. New 
%« Signed la 
ncluding steel. And 


ll provide 


ndustries 
porate profits 
particularly inviting irget for 
labor 

From the low annual rate of $32 
billion in the first half of 1958, profits 
before taxes increased to a rate of 
about $45 billion in the final quarter 
of last vear. Right now they are run- 
ning even higher, and they might be 
close to a $50 billion annual rate by 
midyear. Aside from being a large 
round number—in fact, the largest 
ever recorded—there is nothing sinful 
about a $50 billion rate. It would be 
no higher as a percentage of national 
income than profits in 1948, 1950, 
1951, 1952 or 1955. 


The point 


memory 
yresent Congres 


senhower 


Stabilizers 
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Cat. No. 
4720 
3-wire 15 omps., 
125V Rubber Cap 


The First and Only 


Twist-Lock 


APPROVED FOR 


GROUNDING 


PURPOSES ONLY 


————————— ee 





A Complete New Line—Non- 
interchangeable With Regular 





“Twist-Lock” Units 


The “Twist-Lock” Equivalent of 
the 5262 Line of Straight 
Blade Grounding devices 


For Applications That Require 
Positive Grounding Plus 


Positive Locking 





Elbow-shaped Grounding Slot 


Prevents Insertion of 





Regular “Twist-Lock” Caps 





—>| <+ 








Cat. No. 

4700 Cat. No. 
3-wire, 125 Volts 4730 
Duplex Receptacle 3-wire, 125 Volts 

Connector Body 


Cat No t Cat No Cat No 


4723 


Bakelite Cop & 


4726 


' 
Armored Cap } | 
} 


4720 


Rubber Cap i | 











New 3-wire caps are supplied with distinctive elbow-shaped grounding blade. Caps will fit 470 
| _Series connector bodies or receptacles only. They cannot be used with regular Twist Lock devices 


— EE ——__—~ 


i 





engineering 
news 


HARVEY HUBBELL, INCORPORATED 


Engineering Department 


WHY A 4700 LINE? 


Ever since the advent of National 
Electrical Code uirements for the 


Standard 7580 Type 
10 omp 
15 amp 


NEMA Grounding Type 
15 amp., 125 volt 


125 volt level, a definite need has 
existed for a locking receptacle meet- 
ing these requirements. 

To answer that need Harvey Hubbell, 
Inc. has developed a new “Twist-Lock” 
receptacle that meets all of the code 
requirements and those of Underwrit- 
ers’ Laboratories, Inc. for 125 volt 
grounding as well as provide a vibra- 
tion-proof locking connection. 

The 4700 line, as is the well known 
N.E.M.A, standard grounding recep- 
tacle, is equipped with a ground con- 
nection terminal, hexagonal in shape, 


New 4700 Type 
15 amp 125 vo 


—_> Elbow-shaped 
wi Grounding Slot 


green in color and electrically con- 
nected to the mounting strap or yoke. 
It provides, too, split circuit conven- 
ience, removable washer type plaster 
ears, re plate back wiring, all 
completely enclosed in a husky molded 
phenolic casing. 

The Hubbell 4700 receptacles. caps 
and connectors are non-interchange- 
able with any “Twist-Lock” presently 
in use. There can be no conflict of 
ratings or electrical service. The 4700 
has only one rating: 15 amp., 125 volt 
A.C. It cannot be mis-applied electri- 
cally, as its sole function is to provide 
for equipment ground connections on 
single phase, 125 volt circuits—ex- 
actly the same job as the N.E.M.A. 
grounding receptacle performs with 
the additional all-important feature of 
providing a LOCKING connection 
that cannot accidentally disconnect 
and interrupt power service. 


HARVEY HUBBELL, incorRPORATED 


BRIDGEPORT 2, CONNECTICUT 


WIRING DEVICE OFFICE AND WAREHOUSE LOCATIONS 


Bridgeport 2, Connecticut 
State and Bostwick Streets 


Los Angeles 12, California 


103 North Santa Fe Avenue IN CANADA 


San Francisco, California Scarborough, Ontario 


Chicago 7, Illinois 
1675 Hudson Avenue 1160 Birchmount Road 


37 South Sangamon Street 
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NEW PRODUCTS 





Lighting Fixtures 


For residential and commercial use 
—feature perforated shades 


New 5-unit addition has been ma 
Spiralite They 


1400 


Company 
pole lamp (M 
(M-1577); pulldown (M 
to ceiling unit (M-1575 ind 
pendant (M-1572). e Thomas 
tries, Inc., Louisville, Ky. 


sing! 


Indus- 


Improved Power-Groove 
Claimed: 25° lighter in weight 

15°, more light than predecessor 

New 


aid to have 


improved Power 


more 


YO-in tube 
nerease il 
1S5-w (ethic 
vatt); LO 
early spring 


followed b + Te »-TI nvths G 


General Electric Co., Large Lamp 
Dept., Cleveland, Ohio. 


— 
“A” 


Ground Adapter 

Used 3-wire 
grounding devices to receptacles is 
required 


when connecting 


Ni 


Heating-Lighting Combo 

Motels, ticket and guard 
booths and rest rooms get heat and 
light 


offices 


lectri radiant ne 
lighting. Called 
1 OOUO-w of 
lighting 


tates if 


built-in 
rated at 


plus 200-w of 


radiant heating 

banked on th ; 
mildly fan ie 1 

4 iral t ted. R 

able to heat large I 


Bathre 


sides. Company 


Klectric Mig. 
Co., Inc., Long Island City, N. Y. 


forced and 


with good efficien om, fi 

n ittic ind | 
ind workshops ( mon ses ° 
Available in 120 OS Color Coding 


ind 1() 
UL approved. e Berko Electric Mfg. 
Corp., Queens Village, N. Y. 


Eliminates possibility of different 


strengths on same string 


( mn 


Transformers ” 


ad sockel 


20 new models—covering 480 vo!t- new NEMA 
age transformations savs it 


positively disting 


Company has announced new line of nsulators from 
buck 
I wenty 
480 voltage transformations. All have ind 


dual rated 


and boost colored 15-ton 


model iVailabl COVE iv making identification 
eliminating pos 
primary with 12 24 tors of — differs 


Elec- led into the same st 


Vv secondal e Jetlerson up ( t 
B. Chance Co., Centralia, Mo 


tric Co., Bellwood, Ul. 


14 


Bathroom Built-in 


Heater-lighter unit has 
snap-off glass for relamping 


snap-on 


Company says new bathroom ceiling 
infra-red 
Moisture 


longer life 


built-in has instant radiant 
heat plus complete lighting 
proof and suspended for 
nanufacturer also says. Uses 100-w 
bulb and has snap-on, snap-off glass 


Markel Electric 
ms ee 


for relamping. e 
Products, Inc., Buffalo, 


Cable Reel Packing 

Maker claims: faster unpacking, 
less handling wait—equal protection 
Ne W re 


peen 


type of cable reel packing has 


48A 


been 


announced for reel sizes 
69B. P 


thoroughly 


through oduce Says 1S 
shipments 


resilient 


M 
emoval, less 
tht, quick ’ e Reynolds 
Vietals Co., Listerhill, Ala. 


t , lISpos 


WES 








Electric Fence Insulator 


and polyethylene 
loss in electric 


Uses porcelain 


combat voltage 


installat 
lvethvlene (st 
celain insulator 


polyethylene ) 


ind w 
no need 

iN¢ leukuge d C4 ween con 
fuctor head. e Porcelain 


Products, Co., Carey, Ohio. 
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MULTI 


DEPENDABLE 
LIGHTING 
EQUIPMENT 
ALWAYS 


QUALITY 
PORCELAIN 
ENAMELED 
REFLECTORS 


> 


ALUMINUM 
REFLECTORS 
ALZAK 
FINISH 


> 


MULTI 
QUALITY 
THROUGH 
THE YEARS 
INSURES 
CUSTOMER 

SATISFACTION 


> 


PREFERRED 
BY THE 
ENGINEER 


WHOLESALER 


CONTRACTOR 


MAINTENANCE 


SEE OUR CATALOG 


IN SWEET'S 
RCHITECTURAL 
ai83 

x 


OR WRITE FOR COPY 


FOR COMPLETE 
CATALOG 
ADDRESS 

REQUEST TO 


i 


FLOODLIGHTS 
GIVE 
CUSTOMER 
SATISFACTION 


eng eee 
WHITE PORCELAIN 


ENAMELED STEEL 
ENCLOSED TYPE 


ALUMINUM ANCLE 
ENCLOSED TYPE 
ALZAK FINISH 


OPEN ANCLE TYPE 
WHITE PORCELAIN 
ENAMELED STEEL 


ELLIPTICAL ANGLE 
WHITE PORCELAIN 
ENAMELED STEEL 


ELECTRIC MFG. INC. 


4237W. LAKE ST. 


March 


CHICAGO 24 
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yy 
las 


Underground Connector 
Designed for industrial and res! 

dential distribution systems 

New 


according to the 


tapeless underground connect 
maker, especiall 


designed for residential an 


, 
\ TY) ) 
ystems Als« 


full insulation. joining 


distribution 


electrical cables. no extra 


low cost quickel nstallation: no ext 
bushings e Dossert Mfg. Corp.. 


Brooklyn, N. Y. 


Precision Switches 


Company claims unique contact 
mechanism in precision limit switches 
New 

; 


| mn to 
UCSIPMNea 14 


where many 


iting e Cutler Hammer Inc.. 
Milwaukee, Wisc. 


ting HUO-\ 


Bedroom Light 


Designed for hospital rooms, give 
light from direct and indirect source 


e The Simes Co., Inc... College 
Point, N. Y. 


Wire 

Aluminum clad copper wire 
high temperature conductor 
tions 


New 





- 
~ 


a 
- 
eee ee eee eo = @ « 
~ 
~ 


work faster and eas/er 


Blackhawk EMT Fittings have full, true, perfect threads for ease and speed of installation. 
Bodies of heavy steel — cadmium and zinc finished to eliminate corrosion on the unit itself. Blackhawk’s 
new EMT fittings are rain tight. Quality controlled at every phase of the manufacturing. In demand for 


electrical jobs large and small because they’re easy to use. 


Blackhawk’s new EMT fittings are a product of continuing Blackhawk research and automated methods of 
manufacture. Order a stock today to meet the demand for these quality made, EMT fittings. A complete 


range of sizes is now available. 


lackhawk Industries, Dubuque, lowa 
[adestries e Where the new ideas come from 
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Latrobe 
New 


TRU-LEVEL 


Steel Box Body 
Fully Adjustable 


FLOOR BOX 


Fullman's new No. 190 Tru-Level adjustable 

watertight Floor Box is a sheet steel, gal 

vanized octagon box developed for concrete 

or le floors, also wocden floors with con 
ete base 


and two 4 
and two KO's 


with 
three 


lt is 2'2 deep two 
KOs in s des 


n bottom 


and three 
easy tru-leveling 


A 2 threaded ad usting-ring 


screw legs make for quick 
A rubber collar protects tne adjusting 


tireads 


ring 


i series on-t 


permis job inter 
angeability with th standard 
tyles and sizes of receptacles, except for the 
) amp and the la ger of the 20 
hich are readily fitted at the 


various new 


| 
e 
Cc 
s 


amp s 
factory 


ries 


sw 


For up thru 30 AMP - 250 Volt 


Wire Twist Lock 


| “LATROBE” 
> «PIPE OR 
CONDUIT 
HANGER 


for hanging pipe te 


steel beams uf 


and dependable 
and | to 
Large sizes for larger pips 


Sturdy 
conduit 
to 4s thick 


LATROBE PRODUCTS 


ble F Boxes 


Pullman 


Manutacturing Co. 


i 2) 


LATROBE. 


JEFFERSON 


PA. 


1209 STREET 
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New Products 

Continued from page 15 
variety of electrical conductor applica 
tions in high speed industrial equip 


ment, consists of aluminum = alloy 


cladding over high conductivity cop 


per wire. Company also says applica 


tions range from magnet 


temperature lead-in wi 
res almost +1) 


area. At 


ty is close to 


room 
can els anodizec 

e Syivania_ Electric 
New York, N.Y. 


Aluminum surta 
for insulation 


Products Inc. 


Wall Plates 


Three-in-one assortinent including 
metal and plastic plates are offered 


added to 


line include 


New products 


company w 
switch ; 


ng dev ICC 


plate Irames 


arte! e General Electric 
Co., Wiring Device Dept., Providence. 
R. I. 


SI assortme 


Lighting Fixture 
Has removable reflector, comes ir 


single-unit package, has new lakeling 


am ny tI AACS gE € S14 
ition. eWheeler-Fullerton Light- 
Div., Franklin Research Corp.. 
Niass. 


ing 
Boston, 


Projection Lamp 


New concept in light sources 
motion pictures and slides is said to 


permit great improvements 








DYNACHROME 


U/L approved as oil proof... ca 


be submerged in oil without Shay : 


YELLOW 


to provide highest visibility and 
greatest safety factor. 


MARKED 


clearly with type, size and number 
of conductors, as well as catalog Write today for 
number, all for easy identification. new FREE catalog 


rN Well Built Wires Since 1899 


we> WHITNEY BLAKE COMPANY 


NEW HAVEN 14, CONNECTICUT — 
“ ana = 
TELEPHONE CHestnut 8-5515 TWX: NH84 
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) i7 
¢ yatile 


—_ 


with long-life Ceramic Condensers 





SYCVANIA 
. \sP + 
toeoT cor 
ae | 


— 








Robot COP” Automatic Reset. Built-in 
operated device cuts flashing or non-operat 


lamp out of circuit. When 


atica 


defective la 
placed, 


, thermal- 





SYLVANE 
cop-40 


re 











copPp* 


c 


Manual Reset. Circuit 


7 ror nor 


operau 


cut maintenance costs... 
protect against expensive 
ballast burnouts! 


Sylvania COP (*Cut-Out Premium) st 


ers offer money-saving advantages 


7 
atmt- 


The 


circuit-breaker device AUTOMATICAI 


cuts out tailing lamps— starter life is not 


“used up trying 


This 


time al 


to Start defective lan 
automatic 


dwork.. 


Starter feature 
. eliminates annoyar 


of flashing lamps, postpones the need 
lamp replacement, thus permitting ge: 


mp replacement at less cost 


Sylvania COP starters protect equip 
ment against ballast burnout fro 
cessive | 


You 


ers because 


eal produced by flas! nL ian p 


} 


get longer service with COP start 
likeall Sylvania 
have 


ceramic condensers 


don't break down due to temper 
moisture the cause of tailure tn star 
with paper condensers. Order a stock of 
COP starters today from your Sy! 


Representative or Supplier 


Hic 


D 

Der 4} 

In Cana 
P.O. Box 1] 


VSYLVANIA 


-.. fastest growing name in sight! 
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pag 
yuilt-in optical system (eliminates need 
and 
uniformity 


According 


tor condenser lens 


light 


n directing light 


reflector) eX 


ceptional wccuracy 


manufacturer, it may be a yea 
the lamps come into general use in 
e Westinghouse Electric 
Corp. Lamp Div., Bloomfield, N.J. 


projectors 


Convenience Outlet 


Designed to solve problem of elec 
rical outlets outside the home 
Convenience Outiets 
13 different patter 
or contempora 
styles of posts in 
black Ll 


yroot. Company 


in 
ilso stat 
IV. elect 


juipment etc plus lawn mow 


crease use Ol C 


cutters. e Progress Mee. 
Co., Inc., Philadelphia, Pa. 


id hedge 


Ballast 


Dimming ballast is said to have 
smooth flickerless control over 
range 


wide 


\ ntensil 
thin contri 


Co., Bristol, 


. Superior Klec- 
tric Conn. 


Chromate Plated Fittings 


New plating on fittings, available 
at no increase in price 


{ mp } I I 


ted Vil I oO omp ntti 
th no crease pr e klectric 
lube Products, Maspeth, 


PleE Mince Ie Be 


Queens, 


Vapor Floodlight 

Maker says thorough gasketing 
makes each unit we atherproof 
Manutactu 








Telephone Power Cable: Power Cable 
Cables varnished cambric rubber insulated 
nsulated 


YOU’RE KNOWN 
BY THE “COMPANIES 
YOU KEEP” 


...and you just can’t 


do better than 
ROEBLING 














Building Wires Portable Power Control Cables Service Cables 
and Cable Cables 


Your customers (more and more of them, every day) are 
being pre-sold on dependable Roebling Electrical Wire and 
Cable. For two simple reasons. One, Roebling Wire and 
Cable is being used today in more of the biggest, most im- 
portant installations than ever before. And two—hardly a 
month goes by without announcement of a major new 
Roebling product or product improvement! 


These are siens to look for. Because they mean Roebling 
is ageressive and can do more for you and your customers. 


} 


Most everybody knows about Roebling quality, of course 
It's unexcelled in every product. And Roebling technical 
service is equally famous. Roebling just won't let you or 
your customers get in trouble! The extent of Roebling’s line, 
moreover, gives you wire and cable products to meet an) 
demand that comes your way! 


Your customers are learning more of these facts every 
day from Roebling advertising that hits them squarely and 
hard in the area of their self-interest. It’s in your self-interest 
to sell the Roebling products that they want. Why not come 
aboard soon as a Roebling distributor? Easy to get the facts. 
Just write. Or, better still, phone! Electrical Wire Division, 


John A. Roebling’s Sons Corporation, Trenton 2, New Jersey. 


ROEBLING 


“ 
ae. 
Branch Offices in Principol Cities (i 
Subsidiary of The ¢ »rado Fuel and Iron Corporation 
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inuo 
the QUALITY line 





Presents a COMPLETE line 
of WALL and CEILING 
VENTILATORS featuring 





..» An Amazing MULTI-POSITION 


VENTILATOR with the 
AUTOMATIC Weatherlok SHUTTER 


Solves any installa- 
tion problem that 
arises. 


Now it is possible to 


correctly locate a 
fon for maximum 
efficiency. 
Easily Installs in 
Walls, Ceilings, 


Soffits or Cabinets. 
@) GF UL and CSA approved 










PLUS RANGE HOODS 
in 3 Push-button Controlled Series 


COMPLETELY ADAPTABLE 
FOR ANY KITCHEN 
INSTALLATION 









Features the “New Look 
contemporary design, engi- 
neered to Ventrola's 
famous standards of 
beauty, performance 
and dependability. 


Factory installed fan housing 


completely pre-wired 1600 Series 
ready to install. Includes Twin blower 
CONCEALED LIGHT FIXTURE range hood 
PUSH-BUTTON CONTROLS, ventilator 


FILTER ond REDUCER WITH 
POSITIVE BACK-DRAFT 


1400 Series 
SHUTTERS Solid top hoods 





“AS REFRESHING AS THE GREAT OUTDOORS” 
Ry 


products o 
VENTROLA 
MANUFACTURING 


COMPANY 


Owosso, MICHIGAN 


Write for COMPLETE Information <***~ 





See our BRAND NEW Bathroom Combination 5 
HATER, LIGHT & VENTILATING FAN—and 
a completely NEW BUDGET LINE of Venti 
lating Fans... the “VENAIRE” Builders’ 
Models in addition to Ventrola Ventilators 
and Range Hoods 
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HIGH VOLTAGE 





1984: What to Expect 


F WE haven't been changed to 


atom dust by the time 1984 
flashes into being we're n fe 
something right out of a pres¢ 


science fiction tale 


scientists predict that 1984—-hithe 


to cloaked with gloom by novelist 
George Orwell will ring up i 
astonishing curtain’ on mornings 
noons and nights become electronic 


e People will be living in manufac- 
tured, collapsible panel houses that 


have reversible change about Walls 
(think of spring cleaning!). The ne 
type dwellings will have plastic plumb 
ing, ultrasonic dishwashers that don’t 
use water, wall-to-wall and ceiling-to 
floor panel lighting (by that time light 
bulbs will be relics) and “spray 


t 
rugs and carpets 


e At night you will slip under an 
electric blanket that cools in the sum 


mer and warms in the winter. Whil 
were on the subject. heating and f 
conditionine—for 1984—will b n 


one unit 

‘Omar the Laughing House Trader 
will rival present day used ca | 
in dollar volume sales. People w 


able to trade-in their collapsible p 


houses for newer models 

e There will be a little box called an 
“Electronic Control Center.” Marvel 
of marvels. It will turn on the panel 
lights when you walk into a roon 


keep temperatures even around th 
house, melt snow on the drivewa 
water the lawn, figt out fr th! 
bills, change the wate our port 
able swimming pool veryvthir 


take out the 
baby ther 
too!) 


e Now for those mornings become 


electronic. Cotte juni ham | 
rad nap 
ye; n 
\ll ; +} } 
It n I 
th t | n } 
mi ) wt) 


e At 10:00 o'clock you are ready to 
leave for your four-day work week. 





(See Jus \ Lu 








| iT 




















entroducing 





























ROCKER-GLO 
the new ec 
SWITCH 


the beauty... the design... the performance 





youve hoped for am one switch 


After intensive testing, Pass & Seymour proudly 
presents ROCKER-GLO .. . the one switch that 
answers all your needs. 











A switch that is trouble-free and packed with eye- 
appeal. 

ROCKER-GLO does the job of all types of 
switches. It combines toggle action and press ac- 


tion with luminous and quiet features that answer 
all individual customer needs. 





























ROCKER-GLO 





SWITCH 


m | the switch 

Push-at tt th f | 7 
sh at obeys 

every touch! 


PUSH IT 
ROCK IT 
ROLL IT 
PRESS IT 


? : ... no matter how you 
Roll-at b Rock-tt operate ROCKER-GLO 

; you ll find the merest 
brush or flick provides 





smooth-as-satin rocker 
action...and ROCKER 


ROCKER-GLO SPEC LETC VETONS GLO glows in the dark! 


Available as follows: Check these features: 
ye Whisper-quiet 
® Despard Type with Strap 
y« Glows in the dark 
® Despard Type, Interchangeable 
. " 7 Dependable tant 
® Narrow Rocker for Tumbler Switch Plate - mee ray eines 
(the ideal replacement switch ) 
; Pa ' : Engineered t 
@ Single, Double Pole, Three way or Four Way vi slaatonte call ton ks 
15 or 20 Amps, 120/277 Volts A.C. 
ys Perfect for any decor 
» Easy-to-Wire Pressure or Screw Terminals ; 
y Easily installed 
® In One Color Only — Luminous Ivory 


Watch for your P&S salesman with your FREE 
sample or write and have him stop to show you 


the new Rocker-Glo 


SPECIFICATION GRADI 
ROCKER-GLO .. . the switch that LOOKS RIGHT 
FEELS RIGHT .. . and IS RIGHT for every type of 


wiring job. 





Dept EW -359 


Pass & Seymour, Inc., 
Syracuse 9, New York 





60 E. 42nd St., New York 17, N.Y. 
1440 N. Pulaski Ra., Chicago 51, Ill. 
In Canada; Renfrew Electric Limited, Renfrew, Ontario 






/ 
what does it mean in cable? 


Plenty! No one characteristic alone determines good cable. It’s the 
right balance of many qualities that counts. Carol has this balance. 
Look at these significant test results. 


A B c 








Electrical Insulation Resistance (1) 17 16 68 








Cold Bend °F (2) -~45 | —90 —50 





Abrasion Resistance (1) . 62 100 92 














Ozone Resistance (1) ] 6 18 12 
+ 





Note: (1) 100 indicates best—others % of best (2) cold bend—actual test temperature 


As can be seen, needlessly high cold flexibility can be built into 
cable ... but only at the sacrifice of more important electrical prop- 
erties. And in Brands A, B and C you will also note the lack of 
balance between abrasion resistance and ozone resistance ... which 
means these cables can crack long before they wear out. 


Carol, on the other hand, has not only the highest combined rating 
but is also the best balanced. As a result of years of experience and 
research, primary emphasis has been placed on the characteristics 
most vital in cable life and performance. 


To you, this means superior quality throughout ... extra quality and 
performance where it is most needed. 


when you call 
for cable— 


call for 


RENE 


CAROL 14/73 $0 NEOP 


PORTABLE CORDS + POWER SUPPLY CABLE + CONTROL CABLES + WELDING CABLE +« GOVERNMENT TYPES «+ CORD SETS 
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LIGHTING FIXTURES () DOOR CHIMES RANGE HOODS » FANS “<> RADIO INTERCOM 


for New for 1959 are many distinctive, exciting additions to 


Here, in the tradition of Progress to provide bett 


the money, is a complete assortment of lighting and 


every price range, decor and installation. Also available ft 


a are related electrical products, such as door chimes, radio 
complete 


systems and heater-light-air circulators. All are 


. 
line n full detail in catalogs designed for quick 
k available from Progress Distributors, or 


beautifu 


vrit 
W 


to MANUFACTURING COMPANY, INC. 
Philadelphia 34, Pa 


PROGRESS POWER-VENT MINUTE MOUNT 


Catalog 104 talog PY Riles stalog MM-59 aloe § ilies PROGRESS MANUFACTURING CO. 
92 pages describingthe = an unusually large line = 12 fi age 4 ve finest ir Dept. EW-3, Philadelphib 34, Po. 

y ! 7 f ventilating far trate the newest ; 

ange hood r t deas in budget light Comn { Please send mo the following eatologs. 

and Therm-O-Lite ng for e my home tial lig 1uipment 


(1) PROGRESS () POWER-VENT () MINUTE MOUNT MARCO 


[) Please send me name and address of nearest Progress distributor 
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‘ GENERAL ELECTRIC 


LARGE LAMP DEPARTMENT 


ANNOUNCES THE ‘''CLOCK WATCHERS” 
FLUORESCENT LAMP SALES CAMPAIGN 
FOR G-E LAMP DISTRIBUTORS 


ae 
whi, 


@ Your promotion package 


TWO SALES TOOLS! THREE DIRECT MAIL 
PIECES 


DOT FOLDER tells why it’s sO Look al this page 
important for your customers 
to use G-E Lamps. Short, 
concise, to the point... and 


“CLOCK WATCHER’ CONTEST 

~Gets your customers into 
the act... but fast... and 
hammers home the''trouble- 
free performance” story of 
G-E Lamps. May win you it fits invoice envelopes. 
and them the finest elec- 


tronic cordless clock—worth Keep your own record! 
y : 


“LIFE” BLOTTER — lays the pases 
facts of life performance on 

the line about G-E Lamps 

ind it fits invoice envelopes 


$195.00! 


GROWTH INVESTMENT 3-DIMENSIONAL POP-UP — Dramatizes new Power Groove 
FOLDER —the most fact shape, tells why it's an even better lighting tool than first 
packed foldereverrounded Power Groove. Everybody has fun with this 

up to tell of General 

Electric's leadership in 

price, performance, and 

new fluorescent lighting 

tools. Features a full color 

smash fold-out on the new 


POWER GROOVE! 


Progress /s Our Most Important Product 


GENERAL 
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TO INCREASE SALES AND PROFITS WITH 
GENERAL ELECTRIC FLUORESCENT LAMPS 


MARCH |st THROUGH APRIL 30 1959 


RS 


.-- backed by dramatic advertising! 


One and two-page ads in over 20 leading publications such as: TIME, NEWSWEEK 
U.S. NEWS & WORLD REPORT, BUSINESS WEEK, NATION'S BUSINESS and FORTUNE! 


Ads that feature: 

© Price! 

© Life! 

© Trouble-free 
performance! 


Now...sit back...turn the page 

and read all about the new G-E re eee 
Fluorescent Lamp, the most exciting J ess s.» 
lighting development since 
General Electric first introduced 
the fluorescent lamp back in 1939! | 





NOW! BUILD YOUR G-E LAMP SALES AND PROFITS! 


C ADD ACCOUNTS TO YOUR BOOKS! GET MORE DETAILS FROM 
E L E C T t [ YOUR LOCAL G-E LARGE LAMP REPRESENTATIVE. ''CLOCK 
WATCHERS” WILL ADD TOP MARGIN BUSINESS THIS SPRING 
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NOW! THE 


Cathode shield improves anode action (reducing end loss) 
and collects tiny electrode particles that would other- 
wise land on glass wall, darkening end of tube. New 
G-E Power Groove stays brighter...end-to-end... longer! 


NW G-E POWER GROOVE LAMP... 


e Gives most users lowest cost of fluorescent light... 
@ Saves them 10-30% on initial investment alone 

e Stays cleaner, brighter longer—no darkened ends 

e Will last about 3 years in single-shift service 


( ( ( cent ent 


Pritins S OST OT lOTes iif 


(;. |] ) d ) f d ps t establishes a new set of stan 


LIGHT OUTPUT STAYS HIGH. Gene! 


" | 
ode shield reduces cathode watt 


LOWER CAPITAL INVESTMENT. ||! 


ir 
i 
General Elect Power G 


‘, As your customers build or expand, increase your own 
profits by recommending the economy of the new G-l 
Power Groove Lamps for their general lighting. For more 
IMA 


GINE! A fox E Powe sroove can deliver a information, call your nearby G-E Large Lamp Distributor, 
ing O¢ é ( ghest light output obtainabl or write: General Electric Co., Large Lamp Dept. C-911, 
Nela Park, Cleveland 12, Ohio 





UORESCENT YOU CAN BUY! 
1000 LUMENS 


Grooves or panels “squeeze” arc to increase light- New configuration makes arc stream travel 
producing power, give you same strength with in a wavy path, makes greater electric 
thinner glass. They also aid light emission,enabling power available for producing light. You 
you to use more of total light given off by phosphor. get the arc equivalent of a 9-foot lamp! 


THE SECRET’S IN THE SHAPE 


7,600 LUMENS } REGULAR FLUORESCENT, 





_ Se 


13,000 LUMENS care = : Be kee ORIGINAL POWER GROOVE, 


4 











NEW POWER GROOVE 


LONGER ARC STREAM, GREATER LIGHT-PRODUCING POWER GIVE YOU 
A NEW LOW IN COST-OF-FLUORESCENT-LIGHT FOR MOST INSTALLATIONS 


Progress ls Our Most Important Product 


GENERAL £3 ELECTRIC 





KEEP UP-TO-DATE ON WIRE AND CABLE WITH THESE ROME CABLE BULLETINS 


lo find out what ivailable to make your jobs easier 
to | ! with modern methods and current 
trends in th end for any or all of these 
bulletins 
Read over tl brief descriptions below to choose 


the ones you want, then mail your order to Dept. B40 


Rome Cable Corporation, Rome, New York. 


ROME CABLE 


Cc O R PO R A T t QO N 


RES sd 
SS tay 
Cable installation 


Practices 


er 


> 


BaP rises cnne) 


TR 


interlocked Armored 
Power Cables 








Your chance to get a copy of THE “BIBLE” OF THE INDUSTRY 


THE ROME CABLE MANUAL 
OF TECHNICAL INFORMA 
PION keep 
| technical tables always han 
Widely used in the industry, 
ntains complete information 
tandard installation prac 


ypertie ot materials 


calcul itions, data, 


table communica 
ney data, and other 
Nearly 400 
r copy. Only 








ROME CABLE 


PPORTED SECONDARY 
—E DROP CABLES 


High voltage power cabies 


Polyethylenes for 


higher voltage cables 


e 


Mas 


seis: Wis 4 


ROME CABLE 


ATHODIC PROTECTION CABLES 
etin RCP-1110. For maintenance 
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t = err 


PHOTO COURTESY OF HOBBS ELECTRICAL SUPPLY CO., N.Y.C 
7 


when there’s one line that truly meets ALL your time switch requirements? 


JUST COMPARE! 


whether you stock one line or four — 


Can you give your customers 


Astronomic, Skip-A-Day, Seven Day, Intermittent 
Program, and Momentary Contact Timing? 


Can you offer them 


55 Amp capacity, 3 Pole Switching, Reserve Power in 
case of current failure, Service entrance-time switch 
combination models? 


Can you provide them with 
An economical low priced “leader” with an extra 
heavy-duty motor whose temperature range is —60 
to +200°F? 
A profitable “step-up” line that features lug terminals 
taking up to No. 6 wire without bending? 
An enclosure that permits instant removal of entire 
mechanism without screws? 


Fact is, TORK now provides all these and many more... it’s the only line you'll 

find both economically priced and widely specified by consulting engineers and 

architects. It'll pay you to stop wasteful duplication of lines . . . to standardize 
160 on the line that enables you to render the kind of service you know your cus 
ie. tomers appreciate. 


Tork TT 2) 2 < TIME CONTROLS, inc. 
Sanyal MOUNT VERNON, NEW YORK 





THIS IS THE 
IMAGE OF CF«lI 
...MAKER OF 
STEEL 


He’s a giant steelman. He makes good 
steel and steel products for the 
diversified needs of today’s economy. 
He anticipates tomorrow’s 
requirements. He is constantly 
improving products through research 
and new manufacturing techniques. 


His steel mills extend across the 
country. In them, he guards every 
step of manufacturing by rigid quality 
controls. And in his national network 
of offices and warehouses, he not only 
sells steel products, but he serves their 
users in every possible way. 


He is the dynamic image of CF&l... 
the symbol of dependable steel products. 
Look for him when you buy. 


THE COLORADO FUEL AND IRON CORPORATION 


DENVER * OAKLAND «+ NEW YORK STEEL 
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for that EXTRA PROFIT — along with the wire, conduit and switches, ask, 


** how about the BURNDY CONNECTORS ? , 


With competition and high costs squeezing profit 


margins, you naturally count more on your high - HYLUG KIT 4 11 


profit, fast moving lines in selling 
. Starts your customers on 
You'll get more from your Burndy cor : this easy way to wire 
nectors and installation tools because ' 
they‘re... * 250 popular-size Burndy HYLUG 
’ terminals in three Flip-Top 
. boxes, plus easy-to-handle 
markups with your other items * HYTOOL that cuts bolts, crimps 
* lugs, cuts and strips wire 
would cost $11.45 separately 
- but you can profitably sell this 
known as leaders in the field and bring you ‘ kit at a low $6.50. Brings repeat 
more high profit repeat business ’ business on high-profit HYLUGS. 


priced to give you a better break compare 


a natural add-on to almost every order, for 
more profit with less effort 


To make evena small sale show an extra profit 


walk, Connect In Europe: Antwerp, Belgiu 
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your customers 
need amplex 


TROMBOLIT 


From Amplex...the dramatically new Multi-Purpose Lamp 
that balances Incandescent and Fluorescent Light Sources! 


7 eats 

ob SUB. 
ay Alt? wre BEES : ie 2 
rr — 


mo 


= ie 


W rite for full information and sample ordert 


oN, ample x corporation, Dept. EW-3, Glen Cove Road, Carle Place, 
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our future is definitely tied to the continued 
success of our distributors and contractors’ 


| evinuveenrrervereenteyeN DOU LERE ELL 
| ny iy aaa eA 








A STATEMENT OF DISTRIBUTION POLICY FROM JEFFERSON ELECTRIC CO. 


The important role played by Jefferson's channels of 
distribution over the past quarter century has proved 
to us that our future is definitely tied to the continued 
success of our distributors and contractors. 

To insure that success, we are improving and ex- 
panding present lines—developing new products 
through continued research—and promoting closer 
cooperation in the field. 


A NEW LOOK AT JEFFERSON’S EXPANDING LINE 
... IN THE NEXT 3 PAGES 


As a first step, we now have more nation-wide field 
representatives with smaller territories working 
directly with distributors’ salesmen, consulting engi- 
neers and contractors in specifying and selecting 
correct equipment. 

The following products are available to electrical 
contractors only through our carefully selected, 
thoroughly screened distributors 





99°7, of your 


everyday transformer 


and ballast needs... 


oes sece sg rge cs feemmqers ce Freee 
~t ete OMe @edoeceseee . 43%° eeeeee 
oo fit 
ee ee 
* 


OUTDOOR MERCURY LAMP BALLASTS 


juality performance, base, pole top, or aerial mounting, as 
Natt to 1000 Watt 


asts to meet your 


well as rubber 
seaied units for direct burial give the widest possible 
atitude of ballast application. Jefferson's exclusive 
nal, series cir Aqualift sealant gives positive moisture-proof pro 


Choice of pole tection. All necessary accessories are available 





INDOOR MERCURY LAMP BALLASTS REPLACEMENT FLUORESCENT BALLASTS 


amp ballasts range from 100 
+ 


10 Watt capacity. Typical of Jefferson engi 
, v-hov ; its exclusive 150° F 


Jefferson is an established leader in the OEM market for CBM, 
ETL ballasts, giving its distributors an advantage in the enormous 
replacement market. Jefferson makes a ballast for almost every 


ballast, recently developed. All units, fluorescent application, so you have one source for all replace- 
al and nstant wattage, may be wall ment needs. Individually packaged in color-coded cartons, these 
lant ted with available accessories 


ballasts are easy to store, stock and identify 

















,...are regularly supplied 











by Jefferson 























3-PHASE DRY TYPE TRANSFORMERS 


Jefferson 3-phase transformers are mounted atthe for maximum flexibility of i 
point of load—saving both extra wiring and labor cooler running, more efficient and smalle 
Efficient sound control has made this benefit possi- These transformers meet all ASA, NEMA and A 
ble, for these units have a noise level of less than 45 specifications—low noise level meets the specifica 
db. The full line, from 3 to 300 KVA, is engineered tions and requirements of con rcial | jing 


neta 


EF 





SINGLE-PHASE DRY TYPE TRANSFORMERS 


Engineering excellence identifies the broad line of clearly labeled leads. Integra 
Jefferson dry type transformers ranging from 50 VA built-in, not bolted 


to 100 KVA models. In addition to functional design nachinery or equipment—put load centers near the 
and rugged moisture-resistant construction, every yad, cut line loss. All models meet rig NEMA 
Jefferson tranformer has dual rated outputs, spa ASA standards. In addit ‘ VA t KVA 


cious wiring compartments, large knock-outs and models are listed with UL 














CONTROL, DOOR BELL, AND SIGNALING TRANSFORMERS 


Jefferson control transformers have consistently 
achieved a higher degree of regulation than the 
standards specified by NEMA. An extensive line of 
transformers for residential and industrial use is 
available to fill any standard customer need. For 


QUALITY BEFORE QUANTITY ‘“# 


This Jefferson motto has always been the guiding 
principle in the development of new additions to our line. 
It’s a long way from the conception of a new Jefferson 
transformer to the final product, at times as long 

as 3 years. Every Jefferson product must prove itself 

first by laboratory testing, and then by exhaustive field 
testing —before it is released for sale. So you can be 
assured that every transformer and ballast you’ve 

seen on these pages represents the finest available 
anywhere. It is no idle boast when we say, 


“Tf Jefferson makes it, Jefferson makes it best!’’ 





special requirements, a full time staff of engineers 
designs transformers to meet customer specifica- 
tions. Increased use of higher voltage machines and 
appliances will result in even greater demand for 
Jefferson Control transformers in the coming years 





4) 


<a \ 
VEE iy 





| Jeffe FSO PP ecectTRIC TRANSFORMERS 


Jefferson Electric Company, Bellwood, Illinois 





handle 


9% 


of all your 
© test needs 
Seales with the 


ALL-PURPOSE | 
AMPROBE RS-3 | 











Check resistance of 
motor control solenoid coil 












Balancing circuits. 
Meets eve commerce) voltage 
requirement on three voltage 
= ales... 0-150 8300 600 olt i 
There’s only one way you = Accurate current read from 0 
d al i Tit adit bron 
can doit... wi t r: ‘ . 
an it... with the = to 300 amps on five current range 
new AMPROBE RS-3 e- ~ ‘I | e } ry)? ; 
- i OTLTILITI ty] Cale aqaesione 
the only tester small ¢ nough Ne { ] 
: : we pee ca ) re ! 
to fit in vwour vocket ifé t a = ] 
! , = ~ I U0) Of ( iken. ¢ 
ve rsatile enough to MeCaASuUTE = 5 | . . : , 
. - Cad l } 
volts, amps, os he diff , | P 
a i i ] ( 
and OHMS! cul ‘ . 


AMPROB 


! yramid Instrument Corporation, Lynbrook, N. ¥. In Canada: Atlas Radio Corp 
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ANOTHER HATFIELD FIRST! 


COMPLETE 


color-coded packaging 





makes it simple as a-b-c to 
<i ole .ar-talomsat-lalell-m,elel am ul a= 


Simplifies stockirig and storing 
Aids accurate inventory control 
Avoids time wasting searches 
Stops costly selecting errors 


N” CONTENT with just color-key- 
ing our packaging of building 
wire by type, we’ve gone ahead and 
color-coded the /abels of all our prod- 
ucts to show the actual color of the 


wire itself! 


Think of what this means to you... 
the distributor ... you virtually elim- 
inate any possibility of error in se- 
lecting the exact wire ordered ... you 
save time stocking and shipping your 
wire. In fact, you hardly have to read 


a= 


™ Reduces broken packages 
® Faster order filling 

™ Speeds up deliveries 

@ Cuts customer complaints 


with Hatfield’s “at-a-glance” color- 


coding. 


Combine this new innovation in pack- 
aging and labeling with Hatfield’s 
many other distributor “Firsts”. 
Then you can understand why the 
HATFIELD line is the most wanted line. 


If you don’t already have our Color- 
Coded Cutting Charts, drop us a note 
today and we'll see that you get a 
supply right away! 


ATFIELD WIRE & CABLE 


DIVISION OF CONTINENTAL COPPER & STEEL INDUSTRIES INC. 
/ 
Executive Offices « 


Plants « Hillside * Union « Linden 





Hillside, New Jersey 








i —_— WIRE & CABLE 
3} RHW 75C 


(SIZE \\c) HYDRATEMP 


Sizes 6, 4, 2 + Reels: 
Sizes 1-1000 MCM 





The color of the label and wrap 
ping on coils or reels denotes in 
stantly the TYPE of wire or cable 


The reverse lettered color block 
printed on the label is the insula- 


tion color of the packaged wire 


The large legible type printed on 

the label quickly gives the SIZE, 
TRADE NAME, QUANTITY and \_ 
NUMBER OF CONDUCTORS 


Diagonal lines on circuit size labels signify stranded wire 


Standard Put-Ups are noted. Special Put-Ups available on request. 





HATVINO 


L RESISTANT & FOR USE IN WE ATION 


=;) RHRW 
|" HYDRATEMP 





U-FL 








2 CONDUCTOR 


ATFIELD WIRE & CABLE 





SBRC ‘Heat or Moisture Resistant Grade "| 


Type TW-Hatvinol + 
Cartons: Sizes 14, 12, 
10, 8, 6 + Colts & Reels: 
Sizes 4, 2 + Reels: 
Sizes 1-1000 MCM 


GREEN 

Type RH/RW Hydra- 
temp + Cartons: Sizes 
14, 12, 10, 8 + Coils 
and Reels: Sizes 
6, 4, 2 + Reels: Sizes 
1-1000 MCM 


RED & BLUE 
Type UF-U-Flex - 
Cartons: Sizes 14, 12, 
10 & 8 (single-con- 
ductor); Sizes 14 & 12 
(2- & 3-conductor) + 
Coils & Reels: Sizes & 
& targer (single-con- 
ductor); Sizes 10 & 8 
(2- & 3-conductor) 


YELLOW 

Type RR-Permaprene 
+ Collis & Reels: Sizes 
14, 12, 10, 8, 6, 4, 2 
(single, 2 & 3 conduc- 
tor) + Reels: Sizes 
1-500 MCM 


BLUE 


Type NM-Hatfiex - 
Cartons: Sizes 14, 12, 
10 (2- and 3-conduc- 
tor) + Coils & Reels: 
Sizes 8, 6, 4 (2- and 
3-conductor) 











with the 


. fowte L y, Vitae 


BUILT-IN 





AUTOMATIC ELECTRIC CAN OPENER 


SIMPLE TO INSTALL 


y a ewdriver needed 





42 











1 it pierces the lid of any can 
2 Cuts it out smoothly 

3 Litts off the lid 

4 Retracts the cutter 

5 Delivers the opened can 


DIVISION OF ROBBINS AND MYERS, INC. 


7755S PARAMOUNT PLACE, DEPT. OO PICO RIVERA, CALIF. 
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Success stories 

like these mean 
satisfied customers 
for you, when you sell 
OKOCORD portable 
cables 


On big jobs like the tough ones shown on this page, 
you'll find Okocords chalking up excellent service 
records on assignments that might well knock out 
ordinary portable cables. One reason is Okonite’s 
ability to come up with unusual designs, special 
service characteristics or engineered accessories to 
meet unusually punishing environments or mechanical 
action. And their mold-cured toughness, their 
“‘Quality-Controlled’’ manufacture of standard as well 
as special designs help explain why... 


For normal, rugged usage, such as portable tools in 
construction projects, shop work or other industrial 
operations, Okocord outperforms any other cable. 
This extra value built into every Okocord means 


more satisfied customers for you. 


For complete specifications on 
the many Okocord construc: 
tions, including splicing and 
terminating instructions and 
other engineering information, 
write on company letterhead for 
64-page BulletinWH-1108, The 
Okonite Company, Passaic, N. J. 







tlexibte aquest 


a 
portable cables 


, 
—— a 








a an) 


.- »» 
‘B 


Absorbs abuse. Twisting and scraping over dirt and crushed rock, buried 
for days on end in water and muck, an Okocord trailing cable keeps the 
huge River Queen in constant operation 


+. d a — 2 





Display strength and flexibility. Okocord power and control cables wind 
and unwind continually to move up and down with this bridge’s 1000 t 
lift span... withstand sunlight, high humidity and corrosive salt spray 


Outlast others 2 to 1. Okocord mine shuttle car cables show unequalled 
staying power even though faced with constant reeling under tens 
run-overs and abrasion from falling coal 


~~ —_ 


oe | at , 


r 





Withstand intense heat. This open hearth charging buggy is controlled by 
Okocord flexible cables that must wind and unwind every time the ar 
enters the furnace—hundreds of times daily 











A crowded counter means good business. That’s because personnel .. . 


‘Don't Explain Service 
—Just Give It 


That's the philosophy of P. H. Rawlinson, Dallas, Tex., who says 
it's not essential to explain distributor service—at least verbally 
— to obtain repeated trade from the customer. Here's how 


Rawlinson Electric maintains a successful business. 
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OO MUCH is said about customer service, and too 
little is done about it, the president of Rawlinson 
Electric Supply Corp. of Dallas, Tex., believes. 

P. H. Rawlinson does not believe in stressing verbally 
to the customer the benefits of his service. Instead, the 
official wants the contractor to visit the supply house 
and then make up his own mind about whether or not 
to return, 

And very seldom, the customer or potential customer 
fails to return to give Rawlinson additional business 
Take the counter trade. Every morning, noon and 
evening, additional men have to be placed on the counte! 
to handle the additional flow of traffic. Normally, four 
countermen are kept busy throughout the day serving 
contractors. During the peak periods, three other pe 
sonnel—including Rawlinson—are needed 
e Action Needed—Just what makes Rawlinson Electric’s 
counter business so heavy? “Action and more action 
to back up the word ‘service’,” the official stresses. “We 
know that our customers—-like all others—are not 
always right. Nevertheless, they are customers, and if 
one of them wants a pink elephant, we will try to find 
it for him.” 

It may not be a pink elephant the customer wants 
but whatever his request, Rawlinson and his sales pet 
sonnel feel the request is made in sincerity—or it would 
not have been made in the first place. All of the firm’s 
personnel have been trained to comply to the best of 
their ability with requests of various natures, including 
special items or deliveries 

“We feel that the contractor must turn to some dis 

tributor for help,” Rawlinson says. “When he asks us 
for our help or advice. we consider it a privilege that 
he has thought of us.” 
e “Special” Aids—Rawlinson adds that many peculiar 
demands are made on the distributor, but that if the 
contractor is a good customer, his company will attempt 
to be of some help. Not long ago, for example, one 
customer, who was placing an order, asked that a first 
aid kit be included. 

Another customer, whose truck had run out of gas 
could think of no one else to call for assistance except 
Rawlinson. The distributor immediately sent one of 
his delivery trucks to take gasoline to the stranded 
contractor 

As far as deliveries are concerned, Rawlinson Electric 
does not maintain a schedule. As the distributor says 
“We make deliveries whenever and wherever they are 
needed.” The firm maintains four trucks and two station 
wagons. Rawlinson estimates that each truck is driven 
more than 1,000 miles each week in delivering supplies 
to Customers 

As an aid to the contractor, a private telephone is 
available near the counter area for customer use while 
he is waiting for his order to be placed or filled 

“This feature not only is for the convenience of the 
customer,” Rawlinson says, “but it is necessary in order 
to prevent him from tying up the most important phone 
in the building: the counter phone.’ 

Another counter feature is Rawlinson’s elaborate dis 
plays above the counter. These serve as a guide to remind 
the contractor of additional supplies he might need, and 
also to give him an idea of the type of materials he is 
ordering. In addition, while waiting for his order, the 
customer can drink coffee provided free by Rawlinson 
e Specialized Aid 
are needed for explosion-proof equipment in the Dallas 
area, Rawlinson has developed a custom assembly and 
modification department for explosion-proof and water 
type junction boxes, panelboards and switchboards 


Because many different applications 


“We thought this type of program was necessary to 
aid the customer,” the president explains. “On custom 
CONTINUED 
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“PRIVATE OFFICE” is provided for personal calls by con 
tractor-customers who are waiting tor orders to t placed 
or filled. This eliminates customer se of counter phones 





FOR FASTER service counterme 
supplies. Officials use th nd otl { vil thod 


to help shorten the waiting 





ELABORATE DISPLAYS are or ‘ cd 
These help to remind customer « I , _ 
above stresses that R f i 
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‘Don’t Explain Service .. .’ (cont.) 


Modification Service is Provided 





items, delivery trom the factory ts slow. When we per 


form this function, delivery is speeded for the custome! 


and tor him, time ts very essential 
This “custom-fitting 
Normally, the 


or will bring in his blue prints or drawings to the supply 


service is a flexible system 


customer will either call with his request 
Bill VonderHoya, service man 
Otten 


house. From these plans 


iger, begins work on the project two men are 


busy working on various orders 
Rawlinson stresses that this is not only a saving in time 
but that it places the re 


sponsibility of the job on the distributor 


ind money to the customer 


The assembled materials have to be just right for 


particular installation the president Otherwise 


take the 


SaVvs 
we are the only 
thing that wrong 

© Stock Available—Although 


plosion proof components, are not fast 


ones who can blame for any 
LOeS 
such as ex 
Rawlin 
He adds 
that they 
needs them. Be 


many items 
movers 
son maintains 
that not 


are always 


an adequate and complete stock 
only are they good profit items, but 
ivailable when the customer 
cause of this, it gives the customer an incentive to return 
to Rawlinson Electric for these and other supplies 

As far is 
that his 


organization 


countermen are concerned, Rawlinson 
stresses 


of the 


personnel are the pulse and finger tip 


These people are in contact with the customer more 


than anyone else he emphasizes When the contractor 


walks in, he wants something. He wouldn't be in our 
didn't. It’s 


information 


building if he then up to the counterman to 


provide the ind goods necessary. The word 
Many stress it, but lack the 
give it. It’s not talk about it 


from a 


service’ has been abused 


facilities to necessary to 


If you have it, vou will find out satisfied 


soon 


custome! 
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“SALESMEN SCHEDULE” was 
ast 


makes mod 


This 


MANAGER 


Cc xplosion proot 


Bill VonderHoya 


equipment 


SERVICE 


icatons on service 


provides faster delivery to custon in could be 


provided at factory 


MODIFICATION of explosion-proof equipmen 
featured at Rawlinson Electric. Components for this 


item were ssembled it tne supply Nouse One man 


works full time at this 


eC ehaci i: 
med AL a® 


Salesmen 











compiled by 
customers are welcome always 


Rawlinson 


Item points out 
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Customers late in paying their bills? 
Here’s how one distributor 


has found that... 


Interest Charge Cuts 
uent Payments 





% Reicnaror Ercecrric Company sslso—be 
\R/ 


er 862 








customer! STATEMIENI 


time shows the 


PRESIDENT Earl P. Edgley checks statement of 


for which the payment its overdue. From the total amount 
of the bill Edgley then figures t inte! t be add cel hat 


HERE are methods to curb Or al wunt their business 
reduce—the number otf At first. Reichardt’s sales personne 


least to 
of the idea They 


delinquent accounts, personnel at’ did not approve 
Reichardt Electric Co., Houston, Tex helieved that the plan would cause 
have discovered the loss of many customers. Neve 
Several years ago, the number of _ theless, Edgley went ahead with tl 
delinquent payments each month was _ interest fee 


becoming alarming. In an effort to I had to make up my 
solve this problem for the company wav or the other.” he adds 
President Earl P. Edgley proposed the plan for about one 
that a service and interest charge be I put it into effect. | 
imposed on the balance of custome! possibilities, and [| hay 

accounts where payments were late that it is a valuable asset not yl mont 
e “Not a Bank”—Edgley says that as us but also to our customers e Small Loss—R 


as he was concerned ind still e Some Complaints— | he first 


\ ounts ¢ 


far 
is—the firm should be paid for car est billing was sent in Februa 
rying accounts At present, the interest rate 

“We are not a bank,” he exclaims. fourths of | on the portion 
Our customers must discount their account past due. When thes« 
bills. It they don't, then we do not c IS ; matled. tt te <« 
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How To Carry 
A Gun—and 
Win Friends 





Sound difficult? Not if you're salesman 


George McDonald of Mill-Power Supply 
Co., Charlotte, N. C., who says "'friendli- 


ness is next to cleanliness.’ Besides, the 


‘‘gun"' isn't loaded. 


EORGEI MecDon 
travel and does, and who 


clearl has vun may seem 

more likely candidate for a 1\ 
Western than he does for the 
trical distribution selling field 

e No Victims—But he contends 
uppearances really are deceiving. “No 
matter how it looks he “Td 
like to sa this business 
for Il vea ' ive ill to shoot 


ele cL 


Says 


custome! 
other hand (the one 
McDonald has 
outside tor the past 


my first 
On the 


out gun) 


with- 


been selling 


seven Vea¥&rs in 


the proce building up his number 


to its present 


t 
And, anyvw the gun isnt 


cept with a 


of account 
loaded 


harmless pellet which 


only a device pull wire through 


! 
iined in the cap 
McDon 


pener and a 


conduit as 
tion above { purpose for 
ild ts 


| 
product 


doublk 


that 
the pisto n tant factor in 


VicDonald’: 


lest ‘ { ; rb reated 


picture iI 


hy ynted out that: 1) at the 
gath 


ould 
information was 
ling them for 
had 


nine 


time thi 
ered he had been s 


only two months: 2) h sold up 


to that time and 3) 
the guns were 
® Ready Smile— As 


bur 


S1OO IPIECE 
weapon, tts 
tt 


vw friend 


4a 


thing.” 
fires string 


anybody else 


“MY NAME is McDonald 
And contractor 
through 
to pull through 


I'd like to show 
“gun” which 
lurner—or 
McDonald, 


you some 
gets shown 

enabling 
This 


Turner 
ultimately 


Elvie 
conduit 


wire 


Says 


has reduced length of the operation from what once took as 


much as an hour 


And 
who smiles at the 


liness of the man carrying it 
McDonald, 
hat, a 
friendly 


Creorge 


lead, or an order, 


drop of a 
IS a Very salesman 
next to 


savs McDonald, who last 


Friendliness is at least 
cleanliness 
spite of the 


Veal in recession 


smiled and sold his way to a 3 


increase over the previous yea! 
Of course, the 
involved more than the application of 
Dale Carnegie. Mill 
vice-president B. Merritt tells 


aggressive selling 


sales improvement 
the theories of 
Powel! 
why Its due to 


that we are not ‘hurting’.” he says 
(The statement was made in Novem 
ber of 1958). “One of our aggressive 
George McDonald.” 

McDonald was pal 


during the last 


salesmen is 
e Let George 
ticularly 
year in 

two-thirds of 


agveressive 
impressing on his customers 
whom are contract 
ors, incidentally that George was the 
one to do it 

And do it he did 1 felt that the 
increase my 


Opportunity to sales 


gross.” he explains. “lay in working 
with contractors on commercial light 
ing jobs, where the package did not 
get to the bid 

Naturally,” he 
plan in 
make the 
didn't want to get to the bid stage 
* Quality Counts 
tural tendency.” he philosophizes, “for 


Stage 
h id 


Way 


continues, “I 
to present my such a 


as to custome! feel he 


Ihere’s a. na- 


and a half to as 


little as two minutes 


potential buyer to think of 
before he thinks of anything 
it's really not very 
his thinking. What 
doing it has resulted 
him that what he 
be negatively made up for in 
quality 
nothing quite sO expensive as a 
quality item, naturally 
don't hold up.” 

Apart from selling quality, the Mill 
Power 
fundamentals 
under the selling sun 


price 
else, so 
easy to change 
luck I’ve had in 
from showing 
Saves In money will 
lack of 
And, in the long run, there's 
non- 


because they 


salesman relies heavily on 
There’s nothing really 
he com- 


doing 


new 
ments, “it’s only a matter of 
old things well 
When asked to list 
fundamentals 
McDonald 
The reputation of the company is 
“If it doesn't 
be much 
who 
that? 


good pel 


some of these 
things,” 


moment 


and, or old 
hesitated not a 
really basic.” he asserted 
have standing, your path wil 
Then 
anything 


tougher service and 


could say new about 
I'd also rate this very high 
sonnel in the office to men 
in the field 


Continuing, he 


back up 


adds these personal 
cualifications 
customer's needs, telling the truth, the 


“understanding your 


ability to make friends of your cus 


tomers, dependability and product 


knowledge 
forget your 


‘Oh ves ind dont 


pistol.” 
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EW takes you on a picture tour 


In 1955, a major step was taken at Elec- 
trical Supplies, Inc., of Hartford, Conn., 
when an industrial electronics division was 
started. Up to now, the business has 


proved profitable. Here's why. 


\ ° / PROMINENT SIGN above a&s counter points 
way to the industrial electronics department, whic 
is located in the basement warehouse of the buildin 


HERE’S not too much difference and no more diffi- e A Selective Field—After extensive study 
culty in selling industrial electronic equipment than cilities of other distributors who have entered the elec 
in selling apparatus and supplies, George Payne of tronic field, Chairman of the Board J. W. Saladine 
lectrical Supplies, Inc., Hartford, Conn., believes decided to do the same. That was in 1955. He says that 
In realit the electronics manager says, “much of the first year was a period of “searching of trying 
ectronic selling is done right in the office and closed to find a good selection of lines, learning about the 
As far as outside men are concerned, we products and promoting them 
salesmen to promote the department and Saladine found that the electronics manufacturer 1s 
customers’ questions about electronic devices more selective than many of the apparatus and supply 
tside salesman can do anything if he is trained manufacturers. Because of this, no competing lines are 
properly. Including electronics in his business is no differ stocked at Electrical Supplies, and assistance from the 
ent from adding another product to the existing apparatus factory representatives is excellent 
nd supplies he sells. The most important thing, of course, Saladine stresses that a complete stock of electronic 
for him to become familiar with the item and_ its components is maintained in depth on the principal lines 
lications “We stock adequately to provide good and fast serv 
ice,” the official adds. “This is a must. For our own 
benefit, we maintain a complete record of the movement 
ot each item and brand of product. This will give us 
an excellent indication of just how we should stock tn 
the future.” 

Listed on stock card files are continuous movement 
and sales for each item 
e A Necessary QOperation—The board chairman be 
lieves that the field of industrial electronics is just about 
the fastest growing industry in the nation now 

We not only want to grow with it.” he says, “but 
in a sense, we were forced into it—willingly, of course 
Before we took on the lines, one customer after an 
other asked us for electronic supplies. We felt we had 
to keep up with the times so we started to distribute 
this type of material.” 

Payne, who had previous electronic experience, was 
selected to head the new department. At present, both 
he and his assistant, Bob Horn, have their offices, dis 
plays and counter in the basement of the firm 
e An Important Item—One of the most valuable assets 

ELECTRONICS Manager George Payne works at his desk to Payne is the telephone. He emphasizes that much 
uch of the time taking orders and giving information overt of the selling and service provided is accomplished by 


elephon He \ the phor i valuable tool telephone 
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through Electrical Supplies’ industrial electronics division sales setup 


By Robert S. Bush 


ically, Our Outside men make the contacts with 

heir customers regarding the use of electronic equi 
ment,” Payne explains. “In addition, the customer re 
ceives a copy of our industrial electronics catalog. Then 
when he becomes sufficiently interested in some applica 
tion which involves electronic materials, the customer! 
ontacts me, and we discuss the problem 

Normally, Payne says that most customers know 
ctly what they want when they call. If they want as 
stance, he will see the customer in person to explain 
nd discuss the specific problem 
In selling electronics, Payne stresses cooperation be 
tween the outside sales department and the inside ¢ 
tronics department. Successful selling depends to a 
extent on how the inside personnel tie-in with the 
side salesmen, he adds 

For instance, a special telephone memo form is al 

vs used by personnel in both departments. If Payne 

Horn receives an inquiry trom a customer or pros 
pect, notes are made of the conversation. One copy otf 
his conversation stays in the electronics department, and 
carbon ts routed to the outside salesmen’s office. This 

handy reterence for a salesman to use when follow 
ng up on the inquiry the next time he visits the custome! 


who called. In addition, it Is a good reference to the 


first conversation if the same customer calls the second 
is made on the memo if a sale has been 
a potential sale did not materialize, then an 

lanation of the reason ts noted 
e Customer Benefits—Both Saladine and Payne stress 
that fast service and adequate stock are paramount in 
clling industrial electronics profitably. When the elec 
tronics department was first established, Saladine main 
ined a stock of equipment at the Bridgeport, Conn 
ision of Electrical Supplies. Soon, however, he con 


dated these two departments into a large section at 


CONTINUED 
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PARTIAL STOCK 


behind counte! S 


he customer 


OVERNIGHT DELIVE 
trical Supplies to 


noon 


RY 


Hivtehee 
AA AARES 
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imine 
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Selling Industrial Electronics (cont.) 





Promotion and Education are Stressed 





fics Inc 


Electrical Su 


Jd Jackson 7-711 
INDUSTRIAL ELECTRONIC DIVISION 
Hordware & Chemicols 


Rheostats 


Rectifiers 
Powerstots 
Plugs, Sockets, Barrier Strips 


Chessis, Cobinets & Rocks 
AN” Connectors 


Pone!l Meters G 
Test Equipment 


Jewel Assemblies G 
Lemp indicators 


uirements for mony other leading brands 











Hartford headquarters 

provide adequate service to customers through 
entire state, he had installed a direct telephone 
en the two offices. Now, if a customer near 
ills that office for information concerning 
lectronics the call can be switched immediately to 

irttord with no charge to the customer 
Nine out of ten times, the customer who calls Bridge 
rt doesn’t even Know he is talking to personnel in 
ays If he does find out, then he 
would go to that much effort in 


of equipment is still maintained at 

ridgeport for immediate delivery to points surround 

ig that area All catalog numbers at both offices are 
tandard 

Delivery Guaranteed—An important service in the 

tronics department, however, is guaranteed overnight 

part of Connecticut. With the exception 

ch might be delivered by outside salesmen 

customers, all shipments are made by the de 

service hired by the firm 
All orders 
e picked up at about 4 p.m., and are in the hands 


vhich have been written during the day 


1 the customers the following morning. Saladine says 
that this service eliminates any doubt about the time 
of deliveries whether inside or outside of Hartford. All 
iiems are insured by the delivery service, and the com 
pany official adds that this function eliminates much time 
nd worry on the part of his personnel in making their 
own deliveries 

Because of the technical nature of electronic equip 
ment, Payne conducts classes for salesmen occasionally 
to familiarize them with the products and their applica 


t 


ons. In addition, he often invites manufacturers’ rep 


52 


(MOUSTRiat 
EUECTROMC Division 


SPECIAL CATALOG listing only industrial electronic sup- 
I ] ribut 


plies is displayed by Payne. These { to all 


stomers and kept up to dat 


4 REMINDER to customers 
ried in the electronics division 


ivailable to customers at 


sentatives to discuss their product at sal meetings 
As a further aid to the outside men. a copy of each 
electronics order is sent upstairs to the apparatus and 
ipplies sales department Sales personnel always check 
these to see what types and in what quantities Customers 
we purchasing various materials 
e Product Information—Payne fex 


er contacts are necessary in electroni elling than is 


custom 


; of this, 


custom 


nvolved in apparatus and supplies sa 
the manager prepares two regula 
rs and prospects 

One mailing involves a news letter plaining all new 
cevelopments in the electronics fiel } s about 
every six or eight weeks. The othe mailed 
monthly, lists new items and lines 

Saladine explains that although electronic 
expensive to stock, the gross profit rate 
for other supplies. In addition, he ha 
market is good for replacement items 

We have found that a good job can be done by 
using Our regular salesmen instead of using technical 
Another advant 


xe IS that in this phase, credit problems 


men in making sales,” Saladine says 


il. It seems that customers w 
pay their bills 

We are satisfied with our progré 
tinue to stress the advantages of electronics not only 
to our customers and prospects, but also to our own 
personnel through educational programs and product in 
formation. There is no stopping point to this phase if 


success 1s to be gained,” says Saladins 

NEWS BULLETINS are mailed regularly to customers 
ind prospects. This news letter explains new develop 
ments and points of interest in tl ectronics field 


ELECTRICAL WHOLESALING—March, 1959 





<«t® “ 
ma gute Ais ya 
<CO Super 
oe chute" eon 
at a 
Spt" gout . 


att 


{ 
pinot Sue 


cle 


March, 1959—ELECTRICAL WHOLESALING 








Rau’s Sales Steps 


REATION in action creation of entry, of interest 

and finally, of sal are these shots of salesman 

Bill Rau, as he stimulates the enthusiasm necessary 
to clinch another transaction 


In thi isc 


) point Rau is getting across the story 
of i new iimit switch one he feels Can serve ihe needs 


t his custome! 


Its important to get across to the customer the 
entire Value of your product,” he says, “rather than to 
just show him some of the flashy or ‘different’ fea 
tures 

Rau, of course, first builds up his own enthusiasm by 
inalyzing What fie likes about the product and then 
being ready to describe it as he feels it. With the Jimit 
switch shown in. these photos Rau pointed up these 
idvantages: can be mounted any of numerous ways: no 
need to replace wiring (the box stays intact); the broken 
switch can be repaired at the leisure of the maintenance 


crew; there ts no need to shut down a plant's automa 





tion, consequently, while repairs are being made. Rau’s — FIRST STEP. Rau talks with purchasing agent Harold Ran 


success in selling the item might suggest this moral jolph. who escorts him to electrical department of this large 


iS you know so shall you reap Detroit industrial concern 


Selling Industrials—Creatively 


New ideas, new product applications and selling much to 
the few rather than little to the many are part of the crea- 


tive selling form of Bill Rau of Fife Electric Supply Co. 


N 15 years of outside selling and 

in 31 in the electrical wholesaling 

industry, Bill Rau of Fife Electric 
Supply Co., Detroit, has kept his mind 
open to creative ideas and his selling 
ability ready to carry them out 

The last 10 of Rau’s 15. outsidk 
selling years have been devoted almost 
exclusively to industrial accounts 
e Better Few Than Many—In selling 
them—and he keeps their number to 
a modest 30 Rau hews to the 
that it’s better to sell a lot to a few 
than a litthe to many 

‘I've seen a lot of salesmen get the 
hands on a lot of different accounts, 
the Fife veteran says just so that 
when a sale comes in they get credit 
for it. But they themselves do no work 
on the account 


If they did he continues 





“it would be both to their advantage 
CONFERENCE includes (left to right) Joe Nelson, who with Rau and Fife Secre and their company’s Anyone who 
tary Wicky Gardner, was on of three original employees sales manager Ben takes on too many new accounts 1s 


Smith; Rau; Doug Pinney bound to spread his regular accounts 
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SECOND STEP. Rau 


tvpe of limit switch. on electrical er 
in electrical department of same firn 
too thin vith proportionate | ‘ 


in sales 
In adhering to his mited-accol ts 
Rau calls on one lar 


three days 


philosophy 
automotive manufacture! 


a week, and some of his other ac 


counts—primarily chemical and ste 
manufacturers and machine tool build 
ers if 
e Analyze 


feels, to get 


least once weekly 


The surest Way Rau 


Started on really creative 


selling is to first “spend time to ana 
lyvze and evaluate a customer. Iry t 
find out,” he recommends vhat tyy 
of electrical equipment they” use 


whether in maintenance or product 


Once vou kno Vnatl oO cl 
they manutacture say a special 
or a special relay lo! xamp!] ( 
know what you can sell to go wit 
them—wire, for instance. Once ( 


analyze your Customer s 


’ " 4 ? . r } r 
ns ireas, VOU go ahead trom there 


Shifting to the 


subject < St 


recommends find 


iccounts, Rau 


new 
ing out Who vour competitors are and 
what they have Mavbe vo nave 


' ; 
none oO 


your compeltito 
Anyway ou want 
Most 
chasing agents don’t mind mentionin 
And as soon as 
Electric, you can get right 


what “X’° sells 


something 
handle,” he says 
out what you 


to find can 


who they buy trom 
they say ‘*X 
to work 
ind 
e Challenge Or 


finding out 
doesnt sell 

Problem? — | he 
felt 


Detroit had tts problems 


cession which was especial 


heavily in 
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surprise with 


new PHIRD STEP. Rau exy Black G i ctl 
r Sam Blackfo nan, electrical fore ' 


] 


| 
f 
IK Rat dul had its Nall \ 
Nobod uildin nythir M R 
lew to speak of s the Fite sal 
man, “so it figured that modert t I I. | | 
vould be the ext best thing that 1) 
line. Ion ell nt he on ht K 
is it seemed ) \ NSIV 1 | Nl 1) x 
help my customers modernize. And | } Th Y 
think modernization definitel helped t 
our company st n the black 
Here Rau mak omt wit! ol i 
t philosop! n it nd one with sp © Waiting lime—R 
cial significanc n times of recessior ' t ‘ ot 
When vot ha to mak I 
profit he s Ss whe bus I 
id (>) 
nt And ti | | h 
\ Uf } I ! kK sin \ 
This so far the strikes | hurt tend t \ 
usiness, and in Detroit k ‘ 
Strike: eve DOU) i I t 
\ cL ' 1} 


hum of tl motor citv, Rau ¢ 
found five d month really ont S 
oad, in or on th N to Pitts I pl I i 
| ' 
} ie Ss ounts rowin ‘ 
1 the rent esses | I 


ount Ohio ,} } in k \ K 
calls on once mont I t 
Rau sa he works strictly « ts t 
mission Which is th yest I 
the sure-fire incentive pro n v\ 
I n mvisibie whip t pt t I t 
wher mizht be tempt \ 
leis 
Speak t | R k h 














Industrials 
Are His 
Specialty 


Industrial selling—and nothing but-—fills 
the bill these days for Don Travis. In 
a field as complex and complete as elec- 


trical wholesaling, he likes specializing. 


By John Martin 





“WONDER if I have forgotten something?” the Loeffler 
salesman seems to be asking himself here Attention to 


fetail and product-savvy have paid off for this salesman 


OW IN HIS. second vear of plains by the knowledge factory industrials vou have such a_ wide 
selling industrials and industrials agents had of what they were selling range of products to sell, that you 
only, Don Travis of Loeffler And in a sense I still am, but I real- can’t possibly know very many very 

Electric Inc loledo, Ohio, is find ized one day that they were selling well 
ing specialty selling definitely to his just one line—a single group of prod e Specialty Customers Along 
liking ucts. So, they could concentrate on with concentrating his selling on the 
After emwht yea of Varchouse those products and really get to know industrial line. Travis also tries to 
counter, pricing and costing experi them. To a less limited degree, that’s specialize in customers. He has a 
ence and another two years of gen my position now working field of 80 accounts and says 
eral outside selling. Travis began sell Iravis says what he means by this he periodicaly revaluates them to 
ing industrials exclusivel n late is that he can get to know a num make sure that he is getting the most 
1957, and has found it the brightest ber of products intimately rather than — sales mileage out of his calls. “Every- 
spot, he says. in his electrical whole 1 lot of products generally thing changes,” he says. “Products, 
saling Career For example,” he says, “when I prices, and even purchasing agents 
® Concentration Counts I find was selling to contractors and was _ So there'll always be customers who 
that being able to concentrate my isked for a in thin wall connector, become more valuable to you and 
selling on the electrical products used I knew right away that the number those who'll become less. I try to 
by industry has made me much mor was 4271, and consequently didn’t concentrate my selling on the ones 
effective than I otherwi could have have to look itt up But an example who either are the best possible ae 
heen says the Loetile: lesman like this Was rare because when counts at the present time, OF those 
! used to be impressed he ex oure selling to both contractors and who look to become very good cus 
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Present the facts... 


Here, Travis has a friendly but informa- 
tive conversation with purchasing agent 


Fred Sevela of Toledo's Bingham Stamp- 


ing Co. Sevela comments that while he 
likes to see salesman only once every 
four to six weeks, he likes the salesman 
to be “on call” just the same 





future 


in the 
e Specialty 


tomers 


Service 


wise specializes in service With 
price being the football,” he = says, 
I've found that the real trump ¢ J 


is service 
the 
which Macy’s recommended Gimbe 
to their 
a parallel 


Those who remember! movie in 


] 
is 


customers would see not only 


in the Loefhier salesman’s 


approach, but also exactly what he 
means by service 

‘What can vou possibly lose he 
asks, “by referring your account to 
one of your competitors for items 
you don’t have? Your customers want 
service, and you're giving it to them 
when you see that they get items 
they need even if the supplies don't 
come from your warehouse 


e Friendly Competitor So 
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. +. perform the services 





Sevela, who i hars f | 
for mainter 
cy pl ' 
equipmer ‘ I 
othe lis t 
servi He I 
Iravis says, he +s glad to either pick i “fly-by-night 
up the supplies from the competitor To make ure h l 
xr see that the customer will know either one | mac oint 
who to get them from if he prefers nd of cour st d t t 
to order them that wa\ irchasin nt how of h it 
Going this on better, the ve! d to be illed ) 1} only to 
fler salesman says he’s only too i lad to tell you,” h So 
to go to any lengths to get his them complain t nen 
count what the account wants ng them t I I 
In some cases he comments plain that salesm 
I'll write to the manufacturer to find tney need tne! 1 { 
out who carries the line. If nobod round often eno f 
in loledo has it I'll find out the nz agents to even ren nin t! 
closest place that does. It may seem salesman’s face. But I 
like a little bother, but it’s really not hen they it ft C t 
not when you figure the good will ou're not seeing them 
that results ten than they want t 
When Travis first started his out ¢ Stamp Helps And 
side selling assignment, he says h that he wants t t 
decided to work from tl nr ugt | t m } 
that he would be neith n \W k f | 
CONTINUED 





mes vOur name is seen when they find a use for the products _ little things mean a lot 
the more he will be in their new literature, they don't More important than the stamp, 
you first when he know who the salesman is that gave Travis feels, is the careful timing a 
[ravis does this it to them.” (The stamp, by the way, salesman uses to place himself at the 
ubber stamp—which has is the idea of fellow Loeffler sales- disposal of purchasing agents exactly 
ime, his company’s name man Mel Corbin, and all Loeffler when the purchasing agents are dis 

ind his phone number salesmen use It) posed 

I] w literature with It might be cited as one last ex ‘It’s important that they know who 
ample of specialization and as evi- to call but I think it’s more important 
says how many dence that in a field where, as Travis that you call on them than that they 


complain that — says service is the trump card,” call up you,” he says 





RALLYING ROUND p 
Koch (second from 
left): Mel Sweeny 
concentrate or 
Specialization 

tric two Ve 


tice 


Setting Up Specialized Selling 


BOUT TWO YEARS avo, Harold who sell the complete range of Loef big catalog and 
h. president and _= sales fler supplies about a lot. And 
ff Loether decided to Koch explains that the city sales learn and know so mu 
on as specialized a man who maintains industrial ac- “Naturally he continues 
ind did counts, although Travis now special will be a reduction in 
iVS We think it’s izes in them, does so “because of his ficiency proportionate 
‘tl. The only thing that long-term friendly relations with those of knowledge salesma 
however, is our posi customers. The business from them is milate. If he.is not 
ket, and the recent re assured to a substantial degree,” he he can handle, but on tl! 
from getting an iVS and consequently it would be exactly what he I 
One thing tor unwise to switch salesmen at this _ that his efficiency 
lesmen point We are now 
Loeffler’s electric heat salesman 1s theorv.”” he adds 
the only non-full-time member of the seems to bear it 
specialized sales staff, according to Koch doesn't fee 
Koch. An inside man, he ts at present specialization could 
beating a missionary electric heat path — -ealjty—at least not 


neces and housewares two days out of each week. “Even- tric 


e One city salesman \ ‘Hs only tually,” says Koch, “we hope that he “F tk 
ms Or ONC ny 1« 

to industrials will become a full-time specialist 
e One cit man who sells only Behind the Loeffler specialization 


plan lies some philosophy that Koch 


feasible to have speci il 
of the city—the distances 
I " \ | man “A st decided to convert into action great If there ire two Cu 


mostly to contractors but a 2 You go on the theory,” he SaVS town fifty miles awa one m should 


sell both 


time industrial account that when you start out in electrical 
e One salesmar ) iI nly wholesaling, you have a small catalog But ideally he adds 
ind vou know a lot about a little around men in the field would 


Then—you grow, and you have a__ plemented by specialists.’ 
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Attendees at Chicago’s Winter 
Markets see plenty of razzle- 


dazzle new products as .. . 


Appliances Show Signs of Comeback 


Here's a special on-the-spot report by EW's Pacific Coast 


editor, Howard J. Emerson, that highlights the new appli- 


ance trends which will affect your sales to the housewiring 


contractor and the appliance retail dealer in 1959-60. 


PRICAI 


} 
combination 


OTH ELE 


tributors and 


supplies di 


plies-appliance distributors 


much reason to be encouraged 
innual Winter Markets n Chicago 
this veal 

By anv analysis, there w prey 
derant evidence that 1959 and 1960 
ire going to be active electrical vears 
business for the 


house wi! 


with increased 
tributor supplying the 
contractor as well as for the distri 
tor with lines for the 


ret 
Cl 


iiler 
e “Electrical Center” 
that the 


be more and more an 


American home 

electrical 
there are going to be more 100 
ind 200-amp services installed in new 
rewiring to modern 


homes more 


older homes 


kk have to 
to take care of th 


standal 


shown to a rec 
Merchandise 


time when dealers through 


inces I! i VOTE 
crowd at Chicagos 
yun! vere increasing sa 


ill-time record 
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There's going to be continuing 


ncrease in residential wiring and the 
sales of wiring materials because of 
(1) An almost frantic etfort by the 
electrical industry as a whole to re- 
gain the lead over the gas industry in 
promoting the use of its product; (2) 
\ post-recession optimism among 
manufacturers of electrical goods that 
them to 


S causing produce products 


that will get prospects out of the 
attitude and 


both new 


1958 so-what them 


xcited about 
ment appliances and home entertain 
goods: (3) Evidence of a sound 
business philosophy permeating 
retail level of the industry. A 

look at the Winter Markets 
NARDA meeting which followed 
back up those 
e Bigger and 
ndustry has more 


to build the 


ment 


ippl t 


observations Automated Cooking? 
Better— The ler th 
and bett 

residential business 

business 

This 


mprovement of the 


means more contractor 


the supplies wholesale: 

in turther 
' ' 7 t 

ucts that have yveen electrifs 


home n development of 








a 


\.2<0swor! 


“New housewares team at Madison. They'll wage a... 


Do-or-Die Campaign 


For Selling Housewares 


At Madison Electric Co., Detroit, 1959 is the year of 


decision for housewares. An expanded housewares staff 


is the key; and business portents are encouraging. 


N THE 


world of 


NCERTAIN 


housewares a De 


up-and 
down 
troit distributor has decided to find 
out just how uncertain and up-and 
down it really ts 
Accordingly, Madison 
is going ahead with all available sell 


After 
staff to one in 


Electric Co 


reducing its house- 
1958, it has 


ing guns 
wares 
full-time sales 


re-expanded to three 


1959, according to sales man 
men 


two 


men in 
Chester | 


will be 


agel Colen. These 


supported, Colen says, by 





*From left, Arthur Barit, Arthur H 
Jones, Sales Manager Chester L. Colen 
and Walter Gaspard In addition the 
full-time salesmen 


three housewares 


are assisted by houseware 


fuller 


two part time 


salesmen for coverage 


60 


housewares salesmen 
Nothing At All 


housewares 


auxiliary 
e All Or 
sharply 


After 
curtailed selling 
Madison thinking decided 
that it either curtail it 
all the way or it the big try 
Colen says two things in particular 


last vear 
was time to 


Bive 


were strong factors in the decision to 
give it the big try 
Sunbeam’s 


These factors, he 


Says, were new 
ment program 
tric’s decision to no longer share ad- 
with who 


below 


consign 
and General Elec- 
dealers 
sold at figures recommended 
GE prices, plus similar attempts on 
the part of other manufacturers to 
strengthen the markets. “Strong manu 
“realize a need for 


vertising expenses 


tacturers,” he says, 
the healthy 
Their 


margin of profit up to what it once 


channels of distribution 


decisions should help get that 


was—and before too long 

e Veteran Staff—The personnel se- 
housewares the big 
Arthur Barit, 
was the only Madison 
housewares, has 30 
years experience in the field. He will 
team with Art another Madi- 
son veteran, and Walter Gaspard, who 
has 12 


lected to 
push are 


give 
veterans 
who last vear 
salesman selling 


Jones, 


years of housewares experi- 
ence 

Colen sums up the new housewares 
approach philosophy this 
feel that if this program 
work, that housewares is not a 
that should properly be part of elec- 
trical distributing. But if this doesn’t 
do it, nothing We'll do 
thing humanly possible to make them 
the profitable should be 


We are going to push 


way: “I 
does not 


field 


will every 


item they 


but hard 
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Sales Manager Colen On Madison's 


Housewares Planning .. . 


1. The Financial Picture .. . 


Housewares, says Colen, account for 25 of Madison Elec 
volume. This figure, he adds, has been achieved with regularity for the 
five years. He says he does not expect 1959 houseware t | below 
level they held from 1954 through 1958 

It should be pointed out that the fact that a 
gross picture has been maintained by housewares 
means very little, for as Colen states, “Ea al 
shrinking.” The goal this year will be to get the 


> 2 


the degree that a 2 to 3% gross improvement w 


profit 


2. The Personnel Picture 


Although three men are concentrating 
with Arthur Barit’s solo performance as 
ing 1958, Colen states emphatically tha 
facet of the business He says that 
portance to the sale of these products 

Colen says that contrary to the practice 
ict accounts for about 90 of Madison's hot 
pany, he explains, does very little promot 
magazine advertising and does not pl 
1959 

On the subject of salesman seminars 
had such sessions in the past with hous 
tinue this practice in 1959. He states that 


De imecreased, if necessity requires it 


3. Discount Houses . 


Colen says that competition | 
dealers in the Detroit area has be 
vears. He says howevel! tha 
count concerns have fallen 

months 

This he explains in terms of the fact th 
much in order to attract customers. The 
profit. and just couldn't remain solvent 
he says to staV in business for very 

Speaking ibout tactories that have 
discounters—a situation which create 
" 


businesses who handle the factories 


We give our full support to thos« 
channels of distribution through full-func 
} 


says AC feels this Ss 


(his) tvp 


4. Non-electric Housewares . 


When last consulted, Colen stated tl 
housewares to the overall Madison housew 
ion. He mentioned carpet sweepers 
templated line 

We are hopetul 


that 


mmed 





Making the Move 


Radio could not do the job. 
16 newspapers couldn't. But 
the direct mail piece per- 
formed with top speed— 
and efficiency. Customer- 


wise, it was perfect. 


By Herb Cavanaugh 


FROM HERE (Hudson Ave 


across Albany where there is traffic and parking room 


made a tast trek 


HE MOVE was made with maximum speed All 
the customers, actual and potential, knew about it 
Havens Electric Co., Inc Albany, N. Y 
their entire operation trom the cramped and cluttered 


had whisked 


downtown area of the state capital to another part of 
the city. Now they had ample parking facilities 

railroad spur jutting from the main line of the Delaware 
& Hudson into a large building of factory type con 


struction, and beehive of nearby highways humming 
with activity 

The MOVE Vas muck Ove the weekend There Was 
no contusion when Havens opened S oclock Monday 
morning. no letters mailed to the wrong address. and 
everyone knew where to go for service. It was as though 
the firm had been on the new site for the full 63 vears 
of its business life 
ry Advance Notice——Havens 


given advance notice of the pending move 


customers had been 
The notifica 
tion method was comparatively simple and common 
place. But it wast method that did the promoting 


NEW LOOK in service is advertised as a feature of new 
location. Big stock tis immediately behind counter for quick 
selection. For will-call order 
it Door #4. Servi i 


custome! ‘ \ d » STOT 


§ extra-fa 


62 


Havens TO HERE (Colonie & Montgomery Sts.) 


It was a flashy. four page folder announcing. “We're 


Vovine! 
the indifferent eye. and filled with information — that 
that could be 


ittractive enough to snare the attention of 


anticipated just about every questior 
isked about a new house 

The folder sprung wholly from the imagination ot 
FE. E. Moecker, retired advertising and promotion man 
ager of Havens. Moecker became aquainted with the 
company in 1916, when he was writing advertising copy 
for a local newspaper. Havens had been one of the 
accounts. Shortly after, he started his own advertising 
igency and the firm became his initial account. Moecker 
joined the payroll as advertising and promotion man 
ager in the early twenties and continued to run his 
agency on the outside. Now retired for two years, the 
former ad manager still owns a desk at Havens, and 
the Albany distributor is still his chief account 


How It Was Done 


The quic kness of the move was due to the cooperation 
of the company employees—and careful advance plan 
ning. The swiftness with which the news was spread had 
its start with the company president, L. R. Perlee. “Our 
first thought,’ 
radio and newspaper publicity to advertise our move 


Perlee explained, “was aimed at using 


But there were two problems here The first one 
concerned the audience. We would reach only a small 
segment of our intended customers that way, even if 
we used all 15 or 16 newspapers in our area, and hit 
all the radio stations. The second problem was one ot 
cost Direct mail advertising is much cheaper than 
radio and newspapers—and it was the only way we 
could blanket all customers 

The first thing we did.” Moecker added Was to 
eliminate the suppliers from the list of those who would 
receive the folder. Purchase orders would take care of 
them, along with our correspondence.” Perlee agreed 
He said. “our main suppliers knew about the move 
anyway. and there are numerous manufacturers you 
only contact with the necessity of completing certain 
jobs. The mailing list would become too long if we 
included them.” 

Four thousand folders were printed and some three 
thousand were sent out, the rest being retained at the 
office or given to salesmen to distribute among _ the 


r 


Continued on page 128 
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... and Spreading the Word 


FINAL APPRAISAI 

nt thror I i 

lesigned ind | 
: y" Havens Electri 0 I 

New Home. me 5g rietige that 

HAVENS ELECTRIC CO, nc ed: Z : At 


| ual FRONT PAGE head 
th } 








Bb Momtgome 


To Give You Better, Faster Service 


e guest ns 


Improved Facilities = Added Conveniences 
Throughout Our Entire Operation 


Gur 3 yd 


Year 


| Neus ffome 
| HAVENS ELECTRIC CO. Inc 
i vee! ’ . 


4 MONTGOME 


-> 


INSIDE 1! 
new house and the history of the compan 
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KEY 


Building Wire, type R (type RH-RW after June 1955) 


—-—-—-— Flexible Cord, type SJ 
— -—— Non-metallic Sheathed Cable 


(1947-49=100) 





1954 
WIRE, CABLE, CORD 


1955 








1956 


roller coasters curve upward 





Prices Head Up—and Down 


Near the close of 1958, wholesale prices of many electrical products (a few are 


plotted on these pages) firmed and started upward. The trend continues into 
1959. This also would seem to be the prologue for the period ahead—except for 
the downward price pressure of a determined competitor, aluminum rigid conduit 


1959 


HAT happens to prices in 


stands to be influenced strongly 


by th 


Steel rigid 


oming battle between 


conduit and its” hustling 
challenger, aluminum conduit 

Ihe recent 
schedule by a 


with its new 


public ition ot 


major produc 


per-loot delivered 


uluminum conduit reportedly 


ving only 2 to 3 thove steel 


conduit is the single most tmportant 


price development of the year so far 
It tollows 
drop in steel conduit prices 


Against the 


petitive 


closely i recent rise and 
backdrop of this com 


battle is an almost universal 
electrical 


1959 


upturn in published prices of 


products in late 1958 and early 
While published prices do not 


neces 


04 


sarily reflect actual prices they are 


directional nonetheless And the di- 
such a wide 
fittings 


outlet 


rection has been up for 


range of items as: conduit 


portable coid, wire strippers, 


boxes, conduit bodies, lugs, solder 


locknuts, ballasts, batteries. wiring de 


vices, and many types of wire and 


cuble 
Over the same period, the published 
considerably items 


prices” of tewel 


include: control 


breakers 


have declined I hese 


transformers, circuit flange 
less gutter 


e What's Ahead? that 


the price changes ahead are going to 


Chances are 


be mainly upward. The improvement 
in business prospects and the possibili 


ties of a Steel strike are such that in 


February 
pace in 2 
developm«e it 
firming of 
cations that the 
rent levels Or 
The upward copper 
second 


wire and cab 


half of 1958 the graph 


ibove The recession 
lows in several cases | even more 
pronounced 


he othe! products iphed show 


tendencies to move more sideways 
than up or down. (However, it should 
be pointed oul tnat some ot the 
been canceled 


ffect of the 


minor fluctuations have 
out by the compressi 
small scale used.) 
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KEY 
——-—-— Safety Switch, 3-pole, type C, 575-v 
—--——< Power Panelboard, circuit breaker type 
Lighting Panelboard, circuit breaker type _----~ 
(1947-49=100) F 























5a {QKe 


SWITCH, PANELBOARDS—hiche: 




















KEY 
Lamp, 60-watt, 110, 115, 120 and 125-v, inside frosted 
(1947-49 =100) 





LAMP —straight lines predominate 


| 


KEY 

“Pop-up”’ Toaster 
Iron, Steam and dry 
(1947-49 =100) 


4 


HOL SEW ARES nevel 


NOTE The 

indexes furnished by 
According to the Burea 
with the concept of se 


tior Net realizati 
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THE SALESMAN’S TECHNICAL NOTES No. 62 
ELECTRONIC CLOCK SYSTEM 


National! Buread of Sfana- yp Milenna Loca/ clocks 
ards fadio signals, 7rarrs - 


wiWeda every Aour or7 fhe Lightning arrester ) © 








pout, arerecetved by Syslem Genera7vor 


antenna ard synchrori 7e 
master clock. This clock has = 
supervising contacrls which 








fae Sranch 
Capacitors! Gireay? 





contro/ high-rreguency ger- 
erator outpur The controlled 
generator Tone, say ee a — 
on ac “ine, keeps focal clocks bo—in-—4 
on time. A// clocks operave A yA 2? _— 
0” W5~vVOlF brarich circuit 75. Generaror 
Capac/rors /solare 60-cyc/e control unit 
vo/Tage trom clock contro/s. 
































SWITCH-RESET CLOCK SYSTEM 


4AM clocks are driven normally by synchro- 
nous motors. /- Lower fatlare Causes clocks 





Suitch-rese?# Dua/l-rnotored 
unit clocks 





advances clock at rapid rate unti/ fost 
O time 1s made up. "Of switch permis 

ae stopping clocks to change trom dayght 

OFF le volrs savings To standard time. Automatic 
\ reset? systems use cortro/l urit which 
Lamp ‘ndicates records /engr of outage, Ahern auromar 
power srTerruptiov 1cally advances Clocks Fo correc? f777e. 


Advance to Jose Time, “advance” switch /s thrown, 
— energ/3/g Second motor sr) Clock, which 
o— 














PROGRAM CLOCK SYSTEM IMPULSE CLOCK 
SYSTEM 


-——— Bel/s 
, DT ~ Switch 
© 2 9 Res/stor Incoming pulse 


ma) 
i. Yocks Magner 2 on 





























™ Switch -rese? wrtif 
WS Vv. Loca/ clock 


Addition of audible sigria’s ana Master clock sends smpulses every 
program unit fo Ssuitch- reser minute through normally closed 
system causes be//s 7o be sound. switth; arive rnagner advarces hard 
ed 17 accordance “/*th preser one minute with each pu/se. Cam operis 
program schedu/ea. By usinga switch daring $974 minute while mas- 
separate circutt for each bes, ter clock sends out rapid pu/ses Fo 
they cart be made 7o sound advance any slow clocks 7o the 59% 
indepenrdent/y of each other minute. A Aigher-vo/lage Du/se 7erer 
ar aifferer? times. advances al/ clecks Fo FAe Aour 
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Pinpoints the Information You Need on 





Cl 


By J. F. McPartland 
and W. J. Novak 


NE OF THE FASTES1 


ipplications of indicating and sig 


Lrowing 


nalling equipment in modern in 
dustrial, commercial and 
the clock 
Basically, such 


institutional 
and 


buildings is 


program 


sVstem systems con 


clocks 


building 


sist Of a number of electric 
the 


accuracy of 


throughout and 


controlled, 


sread 
spread 


for time, by 


control circuits or by elec 


special 


tronic wireless means from a central 


assembly which also 


I] 
I 


control operates 


bells or horns according to a 


sche dule 


Application 
ly pic al 


program 


application of clock 


I systems is as follows 
Industrial Plants 
for the 


operating bells or horns at pre-dete 


Systems art 


used 


indicating time of day and 


such as at ind 


for 


mined times, starting 


stopping of work rest’ periods 


lunch periods etc 


Commercial Buildings ( 


program 


lock ind 


systems for time indicatior 


ind programmed signalling are 
monly used throughout all or pa 
a building 


Schools All 
| 


tvpes ol schools 


eges and other institutions of learn 


ing or instruction make extensive use 
f clock and program systems. Clocks 
re mounted in the classrooms and or 


indicate correct time. and 


corridors to 


signal devices are strategically located 
the 
beginning or end of va 
of the day 

Hospitals ( 


important in hospitals 


throughout premises to sound the 


rious period 


lIOCK SVStems iT 

Where they are 
used for general timekeeping and for 
fic time scheduling as in the ad 


locks are 


nurses’ 


nistration of anesthetics. ¢ 


ed in corridors. offices 
laborator 


| 


needs 


stations operating rooms 


ies, etc. For special timing 
seconds-beat clocks should be installed 
in operating and delivery 


Hotels ( 


Lh, — 
in lobbies, othces, engine 


rooms 

locks should be installed 
rooms, kit 
rooms ina 


cher allrooms, dining 
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Types of Systems 


There 
arrangements 


are several different operat- 


modern 
The common types of 


ing used in 


clock 


systems 


systems 
are as follows 

Synchronous wired  dual-motored 
clocks, central control system In 
this clock 
motors. In normal 


system. each contains two 


operation one 
clock to 
motor in 

the 
when 


moto! the 


The 


operates to 


operates 
time 
clock 


indication of 


kee} 


accurate second 


each correct 


time the clock 


abnormal condition has caused 


the clock to 


powe I 


some 
stop, as in the case of a 


When 


interrupted 


failure powel iS fe 


Stored to an circuit, all 


clocks start again automatically but 
the 
[he second motor in each 
the 


from 


are slow by time duration of 
the outage 
clock 


then 


reset motor Is 
the central 
the clocks at 


rate to 


called 
operated con 
trol panel to advance 
greatly accelerated correct 
time indication 


Reset 


svstems 


motors in the ibove clock 
the 


Ways 


may be actuated from 


control station in two 


ke\ 
ey 


reset control 


central 


by manual switch or bv auto 
matic 
In the 


is equipped with 


the control 


a pilot lamp to in 


first Case reset 


ite power outage and with 

one tor ad 

the clocks to reset 
the 


is might be 


operated switches 
the ¢ 
time and other tor 
clocks 
changing or 

In the 


contains 


sStoppir 
required for time 
for repairs 
second case the central 


Station control equipment 


which will automatically advance all 


clocks to 
tion ol 


12 hour 


correct time upon restora 


after an outage 
This 
power to 


clocks 
and 


power (up to 


duration) control is 


sembly has reserve 


the 


power outage 


operate 
a number of during 


1ods ot 


pel 
is equipped 


with switches — fi making time 
changes 

Master time control with synchronous 
wired Fach clock in this 
svnchronous drive 
the 
special mechanism for 


clock is in 
hour 


clocks 


svstem contains 


motor for normal operation of 


clock 


time 


and 
correction Each 
each 


dividually checked 


for 


ONCE 
another 


Ive 


accuracy of time and 


correction is made ‘ach twe 


I he 


the master time cor 


onee ¢ 
made against 


the 


hours checks are 


trol at 


t 


central 


control ssembly or tt 


ock Systems 


Variations fron correct 


eliminated at each check 
In this system, 
the clocks 


operation as 


stored, (¢ 


power Outage will 


stop but they will resume 


soon aS power is Treé 
time indication 
the 


hour s 


orrection of 


will be made within hour tor 
dura 
for 


twelve 


Outages of less than an 


tion and at a pre-selected hour 


power interruptions ul 
hours 
Unlike 


minute-impulse 


the usual elects clock 


these clocks have no 


/ 


motor and do not operate on line 


r 
voltage A drive magnet used to 
idvance the 
Master time with minute 
pulse wired clocks In this 
the clocks s 


trom the 


hands 

control im- 
system 
each of operated hy 


impulses master time 


con 


trol panel I hese impulses occur each 


the clocks 
the 


minute to advance hands 


one minute. Each hour master 


control transmits another pulse which 


provides automatic correction of all 


ilso provided two 


clocks Pulses iT 


restore correct time tindicatior ift 


power fatlure 
Electronic controlled synchronous 
clocks Each 


connected 


clock in this systen 
to a 120-volt ac 


lighting 


is simply 


outlet on a regular ind ap 


pliance circul wer its svnchron 


ous Mok equency pulses al 


supe! powell 


central 
ife COO! 


time control 


pecial receiver 


devices at each cloc roviding time 


correction 
Program control panels are made in 
tor 


iriety of types simple or com 


plex scheduled 


[ operation of audible 


like 


remotely loc 


horns 


signalling devices hells o7 
control of 
like 


moto! 


Or for ated 


equipment contactor supplying 


lighting conditioning 
or other 


tems. the 


Progran 
frequency) 


mission of 


nalling 


Next Month: Closed TV 





Ideas In An Idea Field... 


The Do-It-Yourself Approach 
To Selling Lighting 


Selling lighting, thinks Sales Manager Jim Cardo of 
Independent Electric Supply Co., Inc., Charlotte, N. C., 
demands plenty of initiative and originality. 


IGHTING, says Jim Cardo, ac- by showing them to clients and archi and his staff have portable viewers so 
counts tor close to 50% of gross tects, he says that they can § their prospects 
sales at Independent Electric Actually he points out these rather than vice versa 
He cites this reason for this large are shots of lighting applications that e Lighting Box—Another do-it-your- 
share Lighting sales depend on _ have special interest and I show them © self aid Cardo has built and designed 
your sales organization. Five of our on a slide screen for one purpose: to himself is a light illumination box, by 
10 employees are in lighting. Our abil motivate interest means of which he “can demonstrate 
ties seem to lie in this area, a creative ‘In one case,” he adds, “we sold an _ the principles of lighting 
irea Where sales depend on initiative installation to a clinic after the pul “Four things affect the ability to 
ind originality and not on one’s po chasing agent had already given the _ see,” he says, “and three are constant 
tential for discounting cheaply go-ahead to an electrician on a differ These constant three are: 1), the size 
e O And I Cardo ts himself an ex ent set ol plans After seeing the of the object 2), contrast, as black 
ample of originality and initiative, — effects of aesthetically designed—or on white; and 3) the time in which 
lighting-wise. He uses his own camera arranged—lighting, the man called the you have to see. The variable condi- 
(and carries it in a case he designed ‘ 


ind built himself) to take pictures of 


electrician and told him to hold every tion is the amount of light present 


thing ‘It's important says Cardo, “if 


The Independent lighting showroom = you're 
xt page) can also be a per- depth, to show the client how these 


pas 


special effects in his own showroom 

and interesting or impressive comme! going to go into lighting in 
cial or residential lighting installations (See me 
he has sold suader. For the prospects who can't conditions will affect any contem 
From the shots he makes of these come in to see it, Cardo takes it to see plated installation. We've been lucky 
enough to show—and sell—quite a 


subjects he has color slides made up them by means of slides 
ind then uses them as sales boosters As an adjunct to his camera. Cardo few better job 


IEWEL-LIKE clvel tting cl off these fixture accessory ILLUMINATION BOX was. built ardo to illustrate 


replacements. Cardo finds it popular with prospective buyers principles of light. This earlier model his is about to be 
who previously found it hard to identify parts superseded by newer, more flexible type has 


68 ELECTRICAL WHOLESALING—March, 1959 





A Cardo-Conducted Slide Tour of Independent's Lighting Showroom 


“Here’s the showroom as it looks from the con “And here's 
ference desk. We strive for an uncluttered effect from the tar 
which, with many fixtures, can be hard have an inviting 


should be included and 


the prospect their most 


features 





“Sitting down with shar a Wi s likely “Church 
to have eller I he 
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A three-way look at... 


A Lighting-Only Distributor 


How specialized is the fixture business becoming? In 


Dallas, Texas, Rogers Electric sells lighting only and 


uses display techniques you can adopt profitably 


His Philosophy 


HERE is one big advantage to selling only lighting 

one Dallas. Texas, distributor has found That ad 

vantage 1s profit,” President W. A. Rogers of Rogers 
Electric Supply Co. says. “The secret to success is two 
fold. First, the facilities—including the building—must 
be geared to serve the lighting customer. Then, fixtures 
themselves, must be displayed adequately with a good 
stock to back up what is shown 
e A Showcase—With this in mind. Rogers decided to 
move into a new building designed tor showing fixtures 
Since the move last summer, the building has become 
known as the “Illumination Showcase.” Why? The two 
story building has an all glass-front. Together with this 
SOO fixtures are left on each night until 11:30. enabling 
passers-by to see just what is available in good lighting 

Conveniently located near an expressway not far from 
the downtown area of Dallas, the supply house can be 
viewed easily by passengers in about 75,000 cars every 
day. That is why halt of the firm’s display of 1,000 fix 
tures are illuminated at night. Rogers says that many 
people who see the displays at night return the next day 
fo see more 

We've sold jobs to customers trom many Other states 
who have merely seen our building at night and returned 
the next day the official explains. “Our building and 
displays just cant help but «attract he attention of 
potential customer 

Although Rogers specializes in residential and com 
mercial lighting. his sales are strictly on the wholesale 
level. The electrical contractor is always protected Prices 
ire based on a three-time markup, with 50 discount 
to the contractor 

However, Rogers eV that this system needs chang 
ng. The list price ¢ adds, ts too high \t present to 
remedy this situation-—he ts considering going to a 2 
time markup 
e Builder Important— Although the contractor is always 
protected on all residential, commercial and lighting sales 
Rogers says that in Dallas, most electricians are involved 
mainly in wiring. This leaves an open door for sales to 
the builder 

Lighting ts an important part of any building.” Rogers 
SUVS Builders have to plan lighting at the same time 
they plan the other basic factors of construction. And 
that is where our Company specialists and engineers come 
in These people work very closely with builders and 
architects in recommending and laying out residential 
and commercial jobs. Because Rogers carries expensive 
residential lines. he concentrates on selling only to the 
contractor or builder who has a high or unlimited 


ullowance ‘ Hxture 


His Facilities 


OUTDOOR LIGHTING is splay n authentic setting 


Real shrubbery and trees are planted in t location to dem 


) 


nstri lighting 


1ALL LIGHTING 


ul ilso 


esidential 


effects under actua utdoor conditions 


provides excellent displays for commercial 


use 


not only allows for good illumination 


and 


Othices are on. ether le of corridor 
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ALL-GLASS front gives modernistic appearance and good display to Rogers Electric Supply's new Dallas is, building 


FIRST-FLOOR of showroom contains the majority of f CRYSTALS and lamps 


tures, with each type arranged in a separate group. Relat These are part 


kitchen appliances are also displayed on this floor 


DIFFERENT LIGHTING is used in I th s 4 SECOND TYPI 
Here. different designs of colored plastic strate th othice ( I 
various effects of ; all-electric e1ling lo« Most < 


March, 1959—ELECTRICAL WHOLESALING CONTINUED 





A Lighting-Only Distributor (cont.) 





His Promotions 


PRESIDENT W. A. Rogers has displayed in his office many 


pictures of some of the Important commercial lighting jobs 


Some of the fixtures we sell retail for $500 or more,” 
Rogers says, “and when you can move merchandise like 
this well, then there can be no doubt in the profit involved 
for everyone 
e “Stairway to Light”’—-A modernistic stairway leading 
to the second floor has been named by Rogers the “Stair- 
way to Light.” The stairway, which leads to a display of 
crystals only, took three workmen three days to frame 
It is beautifully lighted at night and can be seen from the 
highway day and night as an outstanding piece of decora- 
tive construction 

Because of the attractive displays of crystals on the 
second floor of the 18,000-sq ft building, Rogers says 
that now, he sells from 75 to 100 crystals each month 
Previously, he sold from 10 to 16, in a building where 
no fixtures were adequately displayed 

Another attractive display is incorporated in the out 
door lighting section of the building. Outdoor lighting 
is shown under actual conditions. All plants, trees and 
grass are real. No synthetic plants are in this display 


e An Entire Showroom— Every part of the building, in 
cluding offices, was laid out for display purposes. No two 
offices contain the same type of lighting 

“We try to present the best in residential and com 
mercial lighting displays,” Rogers says. “And we have 
been pretty successful, as far as volume and profits are 
concerned. In the past five months, we have had to 
boost our inventory more than $40,000. At present, we 
carry more than $100,000 of residential lighting in stock 
This proves that if lighting is displayed adequately, and 
if the distributor knows how to sell it, this business can 
be highly successful 


72 


in 


eta 


Dallas and other parts of the country 
fixtures. Lighting is also displayed in this office 








Open Dfouse 
— ma — 
Rogers €lectric Supply io, 


a ia ™ 
Nh Cat Levee 








INVITATIONS were sent to customers to attend open house 


last September. On reverse side was a map showing how to 


1 


1o 


the 


showroom. About 1,500 persons attended 
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Partial View of the new plant on a 50-acre tract 


Maguire & Reid 
f tract MB SF 


Another electrical manufacturer 
selected SORGEL dry-type transformers 


for the operation of their plant 


The HIGH VOLTAGE ENGINEERING COMPANY Complete line of dry-type transformers 
in Burlington, Mass., the world’s largest manufacture for every purpose 

of atom smashers, learned about the advantages of ¥, Kva to 10,000 Kva 120 to 000 volt 
SORGEL dry-type transformers during an applica 


tion with their product, which, on account of its nature Quietest operation and high efficiency 


required the best transformers 


Being in a position to judge the quality of the trans 
formers, they, like so many other electrical manufac 
turers, also selected SORGEL dry-type transformers 
for their own plant 


Also special transformers, saturable 
reactors, and substations 


Sales engineers in principal cities 
SORGEL ELECTRIC CO., 832 West National Avenue, Milwaukee 4, Wisconsin 


SORGEL transformers are also regularly advertised 


Py 
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NAED Reports to the Industry 





New Report on Retirement Plans 


Here are the highlights on a 58-page NAED report covering the costs 


and benefits of retirement plans now available to electrical distributors 


58-PAGEI published 
for its National 
Association of Electrical Distribu- 
chiet 
benefits of em 


report just 
members by the 
covers all the 


tors aspects re- 


lating to costs and 


ployee retirement plans available to 
most electrical distributors 

Particular emphasis is given to pen 
sion-type retirement plans and to de- 
ferred profit-sharing-type retirement 
plans and their relationship to the 
Federal Old-Age and Survivors Insur 
Program. Among the 
in detail are: the 
fare Pension Plans 
Act; administration 
of various plans; unions and employee 
retirement 
ployee retirement 


subjects 
Wel 
Disclosure 


ance 
discussed new 
and 
organization and 
plans; examples of em 
plans currently in 
operation by electrical distributors: 
and trends in retirement planning in 
general 

e An Adequate Plan 

industry is 


Ihe 
made up ot 
companies Most 
have fewer than 500 em 
ployees. Many of the employees have 
performed faithful 
for their employers. Retirement plans, 
much less 
100 


electrical 
wholesaling 
hundreds of “small 
of them 
long and service 
it is true, can and do cover 
that 


even 


than number, for instance, 


30 oF 10 employees. But—and 


its a big hut—there are very definite 
costs involved in establishing and op 


This all 


been a 


erating an adequate plan 
important factor has 
thought in the 
distributors in years past. For it is a 
fact that the costs of an adequate 
plan depend a great deal on the num- 


ber of employees to be covered. 


para 


mount minds of most 


Tailor-made” sometimes can be a 


trite expression, but certainly not 
when used in connection with a com 


plan. A 


a subject 


pany's employee retirement 
retirement plan primarily ts 
for caretul consideration of each 
company’s different needs and prob 
lems—present and future. Satisfactory 
stock-models plans are hard to come 


by, especially for the small business 
firm 
e Many Factors 


ment planning is a 


Employee — retire 


very broad, com 
plex field and in many aspects, an un 
It contains numerous 


and 


known quantity 
humanitarian, 
Some of 


long-range social 


business cost factors these 
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founded to a 
rather 


necessarily are 
extent upon 


experience 


great 
supposition, than 


on past 
Report’s Design 


[he 68-page bulletin, prepared by 
the NAED substitute 
for professional and managerial coun 
sel. On the contrary, any distributors 
establishing or 


staff, is not a 


contemplating either 


amending a retirement plan will need 


the assistance of several or more ex 


perts, both within and outside the 


company, such as lawyers, actuaries, 
returement planning authorities, etc 

® Readable Terms—Rather, the 
NAED guide is designed to give the 


layman information 


new 


comprehensive 
features of 


A very 


about many of the latest 
employee retirement planning 

definitions are 
ramification ot 


their technical meanings. Instead, they 


tew terms and used 


without elaborate 


are used as more commonly ac- 
cepted by the layman, in an effort to 
make the study 
readable. 

e Change is Certain—If any one 
thing is certain in the next five to 
is that all responsible 
business firms will have to have some 
definite arrangement for their em- 
ployees’ old-age retirement. And, it 
must be those firms with 
In Operation quite pos 
make significant 


years go by 


easily understood and 


ten years, it 


also noted, 
plans already 
sibly will have to 
changes in them as the 
e Security—Ihe justification for hay 
ing an employee retirement plan lies 
in the security it gives the individual 
A well-founded and system 


atic procedure for 


humane 
removing older 
employees trom the active payroll is 
desirable from the viewpoint of good 
employee relations, business manage 


ment and public relations 


Why A Plan? 


e Employees—A retirement plan en 





The purpose of this report is to 
keep our 12,000-plus readers ap- 
prised on NAED’s program of 
service to members and the in- 
dustry. Prepared by NAED’s 
staff it presents the association's 
thinking on many subjects. 





ables a company to (1) retire deserv- 
ing workers in a socially acceptable, 
orderly and non-discriminatory man- 
ner, supposedly with a minimum of 
undue hardship. A retirement plan is 
(2) a definite aid in the competition 
for attracting and holding good 
workers. A good plan helps create 
room at the top. Subsequently, the 
employer can offer the assurance of 
job advancement in the 
ticularly to supervisory 
middle-management levels. A 
ment plan offers (3) a method of pay- 
ing deferred compensation to deserv- 
ing employees. Sometimes such com 
imprac 


future, pal 
those at and 


retire 


pensation in reality might be 
tical, especially in view of high in 
come tax rates 
e Company 

tirement plan 
treatment of a company’s operating 
costs. The contributions 
to a qualified plan are 


Advantage A re 
indicates a modern 
employe! S 
deductible for 
The 
likely 


savings In 


federal income tax purposes 


costs of retirement benefits are 
to be outweighed by the 
wages otherwise paid to less efficient 
workers. Moreover, the annual pay 
ments accumulated during employees’ 
com 


active working years can be 


pared to depreciation accruals. Thes¢ 
payments readily are accepted to help 
offset the when a 
machine or piece of equipment Is re 
Good company s 


most costly major asset. If 


capital write-off! 


tired workers are 


machinery 


and equipment are depreciated as 


they get older, why not consider con 


tributions to an employee retirement 
in much the same manner? 
; rth " 


plan furtnermof;fre 1S 


plan 

A retirement 
an outward sign of a stable and well- 
managed business. It offers a 


approach toward showing 


POSITIVE 
progres 


sive companys reputation for being 


concerned with its employees future 


logether 


welfare with such things as 


modern buildings, a good credit rep 
\ 


utation, oF favorable profit outlook 


1 retirement plan can be a decided 
isset for a company’s community and 
industry 


The prevailing conditions faced by 


rel itionships 


a company—along with future prob 


abilities—will greatly determine the 


overall value and success of its retire 
Continued on page 130 
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NEW hood ase - with 





Nautilus 


NO-DUCT HOOD 





eliminates cooking fumes, odors, grease, 


smoke ...without ducts or vents! 


Every kitchen must have a way to get rid of cooking odors 
smoke . before they have the chance to discolor or damag 


cabinets and furnishings 


This can now be done without expensive ductwork or outside 

by the new NAUTILUS No-Duct Hood. It employs the 
scientific principle that made it possible for the atomic submarine 
NAUTILUS to stay under water for two months without new 
supplies of fresh air 





The air is purified by passing it through a grease filter and 
through A spex ial Activated Charcoal Filter, which remove 
adsorption all odors and contaminants. Pure, fresh aur 


recirculated in the room 


Attractively designed, quiet in operation, the NAUTILUS ho 


available in a complete range of sizes and finishe 


1030 West North Avenue, Chicago 14, Ill. 


os 


see reverse Side for further details * 








Te NEY 


NO-DUCT HOOD 


eliminates cooking fumes, 
odors, grease, smoke 
... without ducts or vents! 


| aa COMPLETE VERSATILITY IN INSTALLATION 


The NAUTILUS hood can be installed easily anywhere in the 


kitchen, making possible better layouts. Use it in new 


apartments! 


ELIMINATES COSTLY DUCT INSTALLATION 


than total cost of other units 


CLEARS THE AIR IMMEDIATELY 


Cook any of your favorite foods—cabbage, onions, fish 
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kitchens—and because it’s portable, you can use it even in rented 


The fan takes up no cabinet or shelf space; and because there’s no 
expensive duct-work or installation, the NAUTILUS costs less 


worry about unpleasant odors. Air over cooking area is purified 


SPECIFICATIONS 


Unit Includes: 
Activated Charcoal Filter Element 
Fine Mesh Aluminum Grease Filter 


Quiet-Operating Fan With 1/12 H.P. Resilient 
Mounted Motor—Lifetime Lubrication 


Push Button Control for Fan and Light 


Enclosed Fluorescent Light 


before it has a chance to get into the room. Save money, too—no 


re papering or re painting because of Zrease or fume stains! 


COMPLETELY MODERN DESIGN 


with tapered front that makes installation against 
enclosed fluorescent light 


COMPLETELY QUIET OPERATION 
due to design of fan and resilient mounted motor 


INCREASES COOKING EFFICIENCY 


NO EXPENSIVE HEAT LOST—NO BACKDRAFTS 


grease stains around vents—saves fix-up, paint-up jobs! 


EASY TO CLEAN AND SERVICE 


including fan may be disassembled in seconds 





MAJOR INDUSTRIES, INC 

1030 West North Avenue, Chicago 14, III 

| am interested in the NAUTILUS No-Duct Hood 
Distributorship Dealership 


To install in homes | build or remodel 


cabinets easy Handy push-button controls operate fan 


because the forced drafts of venting systems are eliminated 


Ordinary hoods pull out lots of heat and create draft problems in 
winter. Because the NAUTILUS does not need duc ts, no expen 


sive heat is dissipated to the outside no unsightly smoke and 


Both grease and Activated Charcoal Filters are easy to remove and 
clean in hot water and detergent. Charcoal filter may be reacti 


vated simply by baking it in the oven once a year. Entire unit 


Sizes: Length ('L 24 } , $65.39 
40" 42" 48" (special sizes alsoavailable). 


Peninsular hoods also available. 


A 


Colors: Genuine electr plated Brushed An- 
tique or Hammered Copper finishes; Stainless 
Steel; and Porcelain Enamel in Coppertone, 


Pink White, Ye w, T ai 


With ordinary hoods, there are pipes and 
ducts to take up valuable shelf space. 


























1810 


Cat. +1793 


New! T&B floor box receptacle 


MATCHES YOUR CIRCUIT WIRING 
AND THE PLUG ON YOUR EQUIPMENT 


Here’s a convenient money saver from T&B*. . 
designed to make the use of many types of recep- 
tacles easier and more readily available. T&B recep- 
fit all T&B floor 


and they can be changed in a matter 


tacles (there's one for every need 
boxes — 


of minutes should you later install equipment 


The complete line 


‘ 





recognized electrical wt 
a friendly loca 


THE THO 


which requires a change in receptac les 

For full information on T&B floor boxes and 
receptacles, contact your T&B distributor today — 
he will show you how to save mon y on installed 
costs, save time, and safety-ize your job with T&B 


floor box receptacle combinations. 
l 


IT’S THE MARK OF AN AUTHORIZED T & B DistrRiBuTOR 


of T & B fittings for conductors and raceways is sold only by 


esaler It’s our way of a ring you the rvice and 


MAS & BETTS 


co. 


WNCORPORATED 


20 Butler Street @ Elizabeth 1, New Jersey 
Thomas & Betts Ltd., Montreal, P.Q., Canada 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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(iss) Tiger Brand Electrical Wire & Cable 


A standard cable for every special job 


e Asbestos Wire and Cable e Varnished Cambric Cable 
@ Mold Cured Portable Cord e@ Interlocked Armor Cable 
e Shovel & Dredge Cable @ Special Purpose Wire & Cable 


Paper & Lead Cable @ Aerial, Underground and 
Submarine Cable 
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Cuts time and cost of highway lighting... 


Tiger Brand Type RR Cable 


Are you or your customers in on any highway 
lighting jobs? 

It could be a good source of business. Even 
at the local level, it is big! 

With the new 41,000-mile Federal Highway 
Program rolling along . . . and many additional 
miles of thruways and boulevards planned or 





American Steel & Wire 
Division of 


Columbia-Geneva Stee! Division, San Francisco, Pacific Coast Distributors 


under construction, the lighting of interse« 
tions and service areas is a challenging oppor 
tunity for alert electrical contractors and sup 
pliers. 

American Steel & Wire makes a cable that 
especially designed for underground installa 
tion. Known as Tiger Brand Type RR Cable 
it meets all requirements for outdoor lighting 


installations. Sheathed with a1 


of tough, resilient Neoprene, Type RR Cable 


can be buried directly in the soil, thus eliminat 


ing the necessity for ducts, conduits and other 


external protection. It is light in weight, easy 
to handle and more economical! to instal! 

For further information about Type RR 
Cable and other Tiger Brand electrical wire 
and cables, get in touch with our nearest sale 
office, or write direct to American Steel & Wire 
614 Superior Ave., N.W., Cleveland 13, Ohio 


United States Steel 


Tennessee Coal & Iron Division, Fairfield. Ala the t 


United States Steel Export Company, Distributors Abroad 
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BALLAST 


Sola ballasts guard your reputation 
with coolest coils and capacitors, 
easily pass “in-fixture” heat tests 


Sola’s new 650-110 ballast for two F96T12 or two F72T12 slimline 
lamps offers premium performance at only slight additional cost. This 
new CBM.-certified ballast was tested in a totally-enclosed, four-lamp 
fixture mounted against fibrous acoustical material. Room ambient 
was 25°C. Maximum temperatures recorded were: case “hot spot” 
86°C, capacitor 70°C. Each temperature was well within insulation 
limits and U.L. fixture requirements. Sola outperformed competitive, 
premium-priced ballasts tested under these same severe conditions. 
(Request Bulletin FL-356 for details and test results. ) 





Men who install, furnish, or specify fixtures know that “in-fixture”’ 
ballast performance is what really counts to the man who’s buying the 
light and who insists on every lumen he’s paying for. They know that 
Sola’s all-CBM-certified ballasts give trouble-free, cool, efficient serv- 
ice... full light output and full ballast life. 


Fixture manufacturers are invited to evaluate this new, cool slimline 
ballast (Cat. No. 650-110) in their own fixtures. Request test samples 
or Bulletin FL-356 from Sola Electric Co., A Division of Basic 
Products Corporation, 4633 W. 16th Street, Chicago 50, Illinois. 
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CBM 
CERTIFIED 
y 


Now Available 


Ballast Catalog No. 650-110 
for two F96T 12 or two F72T12 


430 ma slimline lamps 


Write for Data 


March, 1959—ELECTRICAL WHOLESALING 





-_ 
from MINE 











Join the big switch to 
Sylvania Fluorescent Lamps! 


SyLVANIA fluorescent tube sales have Give your commercial and industrial 
grown many times faster than all the customers this same big value—stock 
rest of the industry in the last ten years. profitable Sylvania fluorescent tubes. 
You'll build profitable repeat sales on 


One reason for this rapid rise is that 


ten Set i " , lamps and extra business for other items. 
smart buyers for top “name” companies I 

4% ; ( all your Sylvania representative today. 
all ove \merica ... department stores, . . . 


airlines, hotels, factories ... choose 
SYLVANIA LIGHTING PRODUCTS 


S\ lvania fluorescents. Their choice is a Division of 
SYLVANIA ELECTRIC PRODUCTS INC. 
Dept. 91-2703 60 Boston St., Salem, Mass 
Canada: Sylvania I ric (Canada) Ltd. 
lighting dollar. P.O. Box 1190. Station “O”. Montreal 9 


SY L \ AN IA ... fastest growing name in sight 


LIGHTING + TELEVISION + RADIO «+ ELECTRONICS « PHOTOGRAPHY + ATOMIC ENERGY + CHEMISTRY-METALLURGY 


calculated one because they are respon- 


sible for getting the best value for the ] 
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to CIRCLE 





ONE SURE SOURCE OF SUPPLY 
for all your wire and cable needs 


shows why working through a Circle distributoi 


ality products, ample stocks, and all-out service 
because Circle controls every step in the ma: 


from the basic metals mined and refined by Circle’s 


ired 

gy process 
pany, Cerro de Pasco —down to the finished product 

? Circle’s huge plants turn out over a bill feet of 1 


enough to keep its many centrally-located warehouses fully 
t all your wire and cable needs. 
cee Many contractors already know that Circle distributors re 
n with a simple telephone call—the result of a distributor policy 
it of sympathy with “red tape” and stuffed shirts 
Why don’t you make a Circle distributor your “ 


Many other satisfied customers do. 


WIRE & CABLE 


a subsidia? y oj 


Cerro pe Pasco Corporation 


SALES OFFICES & WAREHOUSES 
ABLES * VARNISHED CAMBR ABLE ° PLAST 
EOPRENE SHEATHED CABLES «+ RTUBE" EMT 





What's 
in the 

nackage 
for 


you? 


Product, of course—a complete line 


of superior wiring devices. New product 
ideas, too, like the dramatic new Bryant 


7 ) ‘ 
Fashion Plate*. 


Firm Sales Policy... 


we don’t sell to everyone .. . but those to 
whom we do sell enjoy our firm distributor 


oriented policies. 


Good Service, year in and 


year out, to every one of our customers. 


. 
Quality e«s every wiring device is 
engineered, designed and manufactured to 
the highest standards of quality and work- 
manship .. . insuring the ultimate in lasting 
service for all Bryant products. 


Sales Help, too. Selling aids like 


catalogs, engineering data, promotion mate- 
rial and ad reprints are important .. . but 
the kind of help that increases your sales 


extends far beyond printed matter. 
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What’s in the new Bryant package? The products, the service to help you and your salesmen cr 


The Bryant salesman in your area demon 
strates this every day. Much of his time is 
spent with architects, engineers and con 
tractors, paving the way for continued ac 

ceptance of Bryant devices. Like many of 
our distributors have found, it pays to depend 
on him. You'll find solid material in his 
sales meetings; you'll respond to his enthusi 
asm and good planning; and we hope you 
let him make calls on your customers with 


your salesmen. *Trade-Mark 
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R&M-Honter combines 
best features of 
Electric Baseboard and 
Forced Air Heating 





, -eboard 
Air Bas 
at less 
ms 


Forced cost 
1 heatiné 
Jectric sys" 


Neu 
halanc! ( 


other § 


give 


than 


The new R&M-Hunter FORCED AIR 
BASEBOARD has definite, salable advan 
tages ove! other heating systems It costs 


ch it than mvection baseboard and 


1 


Complete safety—Dischiai 
Electric ‘current shuts off 


moved tor cleaning ol 





Independent zone control 
vuunt of heat des 


{ 


] ] { r 
r ie@vel 1OFTr tas 


Quiet operation—Specia! 
with low-speed R&M moto 


Engineered for compactness |)i1 
"4 ~ 


13” high and 3 deep, m« 


When recessed, unit extends o1 


Simplified line reduces inventory needs | 


capacities (1000, 1500 and 


thermostats 


FORCED AIR BASEBOARD 


= ———— i ——— 


sc 
ELECRICHEAT) nce All| ————=$$— 


fg Matehloes/ 


WALL HEATERS ONVECTION BASEBOARD 





Live better ... electrically 
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PITTSBURGH STANDARD HOT- DIP GALVANIZED CONDUIT IS 


rhe zinc chromate coating that characterizes Pittsburgh Standard Hot- 
Dip Galvanized Conduit doubles the protective life of the galvanizing 
And the hot-dip galvanized and coated threads stay bright, clean and 
sharp. No chasing or cleaning required even when conduit lies in stor 


age for months. All thread protectors are color-coded for easy 


identification ITTSBURGH 
For ease in handling, Pittsburgh Standard conduit is banded into 

master lifts, and the individual bundles of each size are identified by S)TANDARD 

color-coded bundling tapes. All these features are yours at no extra cost 

when you buy Pittsburgh Standard. Ask for them at your electrical dis CONDUIT Co. 


tributor’s. Pittsburgh Standard Conduit Company, Verona, Pa 


. 
PLANTS AT VERONA AND MORRISVILLE, PA 4 i 4 
TEEL CONDUIT ELECTRICAL METALLIC TUBING - ELBOWS - COUPLING N = t 
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Ability to solve problems quickly 
sets the cream of the business 


So says Jack Bisset, Vice-President and General California, and the distributor who gets the busi- 
Sales Manager of Hollywood Wholesale Electric _ ness is the one with a reputation for fast delivery, 
Company of Hollywood, California. “Things hap- complete stock, and hard work at providing the 


pen fast in the electrical industry here in Southern — vital link between contractor and manufacturer.” 


oa") 
| 


coog~<rrozr 


SPOASe Omer m | 2 


OAMrcozon 


= 


O2—4rO—r Zemozc 


— | 


| 


a ed 


th the phenomenal growth of Southern California’s ever- 
Hollywood Wholesale Electric has increased its staff from 
1 it Opened its doors in 1930, to eighty people today. Selling 


ctrical contractors, industrial plants employing licensed main- 
s, and manufacturers who require OEM products, the firm’s 
vy extends from San Luis Obispo, California in the north to the 


n the south 
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Hollywood Wholesale Electric’s 11 mar 
order department handles more than 


8 000 se; te rders a week 


“Out here, expansion is so rapid that 
bean fields have been transformed into 
sprawling residential communities in 
a few short weeks. Office and othe 
commercial buildings rise with a ra 
pidity that astounds visiting builders 


Aircraft and missile companies ar 


often awarded contracts overnight 
that require extensive plant expansion 
and retooling before production can 
begin. Electrical contractors on these 
jobs need large quantities of electrical 
components and they need them on 
me, without fail. Down through the 
years we ve earned a reputation for 
complete stock of quality products and 


for prompt and dependable delivery 


Edwards’ Los Angeles Distri 
Fug 1e Nicholson (seat 

Mill El 

D 


“The rapid growth of this area ha 
also brought many unusual problems 
for electrical contractors. We feel that 
we are not giving complete servic 

less we help our customers solve sucl 
problems. Recently one of our client 
was given the job of develop ng 
destrian warning system for a loc 
garage. The garage owners had no 


specific ideas for the system and it 
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the first such installation in the are 
The device had to make enough nois 
to attract attention above downto 
trailic noise yet not distur 

nesses Working wi 

field man, Hollywood Wholesale Elec 
tric and the c I 
demonstration kit 

tive, got the job 


potential for similar sales.” 


Here’s the 
suggested 
Edwards 

Distributor 


stock package 


e Industrial Push Buttons 


e Surface and Flush 
Push Buttons 


e Industrial Bells 
and Horns 


e Buzzers 

e Signaling Transformers 
© Chimes 

e Residential Fire Alarms 
e Light Duty Bells 

e Door Openers 

e Desk Pushes 

e Annunciators 


e Transformers 


Industrial Fire Alarm 
and Protection Systems 


Clock and Program Systems 
LOKATOR" Paging Systems 
In-and-Out Register Systems 


Industrial Annunciator 
Systems 


Communication Systems 


LDWARDS 





Index of Phelps Dodge 


Wires and Cables 








eee 


ero x22 


——— SL 





Type 
Letter 


Maximum 
Operating 
Temperature 


Habirshaw 
Trade Name or 
Designation 


Flamestop Code 60 C (140 F) 


Flamestop Code 60 C (140 F) 


Flamestop Heat- 


: 75 C (167 F) 
Resistant 


Flamestop Moisture- ; 
Resistant 60 C (140 F) 
75 C (167 F) 


Flamestop Heat or as RH 


Moisture-Resistant 
RH-RW 60 C (140 F) 


as RW 


Flamestop Heat 
and 
Moisture Resistant 


75 C (167 F) 


Flamesiop Heat- 


Resistant 90 C (194 F) 


Rubber Lead 60 C (140 F) 


Heat Resistant 


Rubber Lead 73C (167) 


PD-X Nonmetallic- 


Sheathed Cable 60 C (140 F) 


Perma-Dure 
Nonmetallic- 
Sheathed Cable 


60 C (140 F) 


Habirdure Thermo- 60 C (140 F) 


plastic Insulated 


60 C (140 F) 


Petro-Dure Thermo- 
plastic Insulated 
Nylon Jacketed 


Habirdure Machine 90C(194F) in air 
Tool, Control, and 80C(176F) in oil 
Switchboard Wire 


60 C (140 F) 


Dry Locations 


Fixture Wire 


Dry Locations 


Dry and Wet Locations 


Dry Locations as RH 


Dry and Wet Locations as RW 


Dry and Wet Locations 


Dry Locations 


Wet Locations and other Special 
Conditions 


Wet Locations and other Special 
Conditions 


For Wiring Houses, Rural Buildings, 
Small Stores, and Shops. 


UF: Underground Feeder and Branch 
Circuit Cable for Direct Burial. 


NMC: For Interior Wiring in Moist 
or Corrosive Locations. 


Dry and Wet Locations 


Fixture Wire 


Moist locations and where exposed 
to mineral oil, liquid gasoline and 
gasoline vapor. 


Machine Tool, Control and Switch- 
board Wiring 
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Wires and Cables 


March, 


Wires and Cables 
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Type 
Letter 


$JO 


Formerly 
POSJ) 


S 
or 
SO 


SJ 
or 


Habirshaw 
Trade Name or 
Designation 


Habirdure 
Appliance Wire 


Service Entrance 
Type SE—Style U 
Unarmored 


Service Entrance 
Type SE—Style A 
Armored 


Service Drop 
Type SD 


Service Entrance 
Type USE 


Varnished Cambric 
Braided 


Varnished Cambric 
Lead 


Hard Service Cord 


Junior Hard 
Service Cord 


All Rubber 
Parallel Cord 


Maximum 
Operating 
Temperature 


105 C (221 F) 


IN AIR 


80 C (176 F) 


IN OIL 


75 C (167 F) 


75 C (167 F) 


60 C (140 F) 


60 C (140 F) 


85 C (185 F) 


85 C (185 F) 


75 C (167 F) 
Low Voltage 
85 C (185 F) 
High Voltage 


60 C (140 F) 


60 C (140 F) 


60 C (140 F) 


Appliance Wiring 


Service Entrance or Combination 
Service Drop & Service Entrance 


Service Entrance or Combination 
Service Drop & Service Entrance 


Service Drop 


Underground Service Entrance, Direct 
Burial. 


Dry locations only. Smaller than No. 6 
by special permission. 


Wet or Dry locations. Smaller than 
No. 6 by special permission. 


General Purpose for Direct Burial, 
Aerial, Conduit and Underground Duct 
Installations. 


Pendant or portable extra hard usage 
in damp locations; SO for oil resistance 


Pendant or portable hard usage in 
damp locations; SJO for oil resistance. 


For use in pendant or portable appii- 
cations in damp locations not subject 
to hard usage 








MOTOR STARTER ENCLOSURES 


Explosion-Proof, Dust-Tight, Weatherproof 








Starters and Combination Starters 
Made to Order 





PANEL BOARDS 
Explosion-Proof, Dust-Tight 


Weatherproof 





LJ 








Completely Wired—Ready to Install 





PULLING ELBOW 


Explosion-Proof 


e 
ES ne 


Very Rugged Construction 


Various Sizes 





Caddadddde 


CIRCUIT BREAKER ENCLOSURES 


Dust-Tight, 


Explosion-Proof, Weatherproof 


> 


Ze % 





v3 


Furnished Complete with Breaker of Your Choice 





>i... — Pee 











2 —— A 
tf ENJOY THE Plus ADVANTAGES 


OF A 100% ALUMINUM INSTALLATION! 


~~ _ 
save labor, cut transportation and 
V3 as much as iron; 


installation which 


Lightweightness. You 
handling charges. Aluminum weighs 
one man can handle an all-aluminum 


may have required two men when other metals are used. 


bends without 
Killark fittings have clean 


Installation. Aluminum conduit 
shapes up quickly 


threads and plenty of wiring room 


Ease of 
collapsing 
and are designed for 
easy insiallation 


= \iportan 2 ’ rd 
Non-Sparking. An important safety factor in hazardous 


areas 
Non-Rusting, Non-Corroding. Exclusive Killark aluminum 


fittings are long on life, Smooth, 
clear-through durability; they never rust and are 


short on maintenance. 
bright, 
more corrosive resistant than other types 


Make your next installation an all aluminum one—aluminum 


conduit and 100%,-aluminum Killark fittings. 


The best costs 








less in the long run f mer | 
eee S58 TS: SON se > EE 
——+, | —_ 





Vandeventer and Easton Aves. 


When you install 


he sure to use Killark 
the first and most complete all- 


Explosion-Proof. 











JUNCTION BOXES 


Dust-Tight, 


Weatherproof 





More Than 40 Sizes Custom Hubs 








INSTRUMENT BOXES 
Tight, 
Weatherproof 


Explosion-Proof, Dus? 


Several sizes Glass Lens 
Covers Available 











Explosion- 
Proof 


SPLICE BOX 


1 





i) 


Available 14%,” —1¥,"—2” 
with Various Hub Styles 








Complete Line of Fittings & Accessories 


ELECTRIC MANUFACTURING COMPANY 


St. Lovis 13, Missouri 


FITTINGS 


Explosion-Proof 














Aluminum Conduit... 


ALUMINUM 
FITTINGS AND FIXTURES 


: 4 i VAPOR-PROOF FIXTURES EXPLOSION-PROOF 
qiuminum tine. FIKTURES 






JUNCTION BOXES DUST-TIGHT FIXTURES 


Explosion-Proof 





2. > 
= i FZ4 
s 





Available in 



































Available in 
@ Pendant, Pendant, F Pendant 
—_ Bracket & Ceiling, Bracket & 
Screwcap Style Ceiling Types Bracket Types Ceiling Type 
Many Sizes—Custom Hub Te O0W ) fli = 
| y s 100W—150W—200W 60W to 500W W thru 500W 
FLUSH SWITCH FITTINGS ————— © oa 4) 
Single thru 5-Gang ‘ . SWITCHES—PILOT LIGHTS 
Shallow & a Explosion-Proof, Weatherproof 
Deep Styles ... AND ENJOY THE Completeness ; mo 


OF THE KILLARK LINE! 


Whatever the installation, Killark can provide the correct y= ali 
aluminum fitting or fixture. That's because Killark has been = 
Switch 





supplying the electrical needs of contractors for over 45 
years. In 1942, Killark pioneered the use of aluminum and 











now manufactures exclusively the only complete line of 
aluminum fittings and fixtures. They cost no more than 
= malleable iron fittings. 
ENTRANCE FITTINGS There are thousands of fittings in the constantly expanding 
Threaded and Speedolet Types Killark line. Many years of research, design and develop 


ment are your assurance of the finest aluminum fittings at 
the lowest possible cost. Fast delivery is assured through 
convenient warehouse stocks in many cities 






Single and 2-Gang 





THE KILLARK ILLUSTRATED PLUGS & RECEPTACLES 
CATALOG IS YOURS ON REQUEST 7 
{ 


————— ; — 
~ it c } 


KILLARK REPRESENTATIVES 





















Complete Line 








Explosion-Proof 





and Weatherproo 














*Atlanta, Ga Milwaukee, Wis<« [Sol 
Baltimore, Md Minneapolis, Minn ae 
*Boston, Mass New York City, N. Y 

*Buffalo, N. Y Omaha, Neb 

*Chicago, Ill. *Philadelphia, Pa SPEEDOLETS 
*Cincinnati, Ohio *Phoenix, Ariz fen 

*Cleveland, Ohio *Pittsburgh, Pa = a 
*Dallas, Tex Richmond, Va 

*Denver, Col *San Francisco, Calif fs 
*Detroit, Mich *Seattle, Wash : ia 
Kansas City, Mo Honolulu, Hawaii ° : 

*Los Angeles, Calif —_ } = 

~~ ee 
Sales Offices and Warehouse Stocks throughout Canado ; 


“Ww h ‘ # : , 
150W to 500W nen ae For Thinwall Conduit 
Versatile in Design A sizes thry 2 









































il 








OP#, 


Pie 


ray Ly) 





GET 
GOLD SEAL _ 


for easy handling and instant fusing 






Here’s the tape for high voltage insulation! Easy to work with, 
Gold Seal Rubber Tape fuses together instantly, provides long- 


life insulation protection. With its high dielectric strength and 


ability to conform to irregular shapes, Gold Seal makes a per- 
fect insulating splice. Jenkins Bros., Rubber Division, 100 Park 
(venue, New York 17. 


i <P> 





AR 


FOR EVERY APPLICATION 


Gold Seal Friction @ @ Plastic Tapes... 


¥ 


SOLD S 


Commercial and Specification Grades 
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bet . <> 
me Allen-Bradley Bulletin 800T 
oiltight limit switches on typical life 
tests have run many millions of op- 
erations. Write for complete in- 
formation on the Allen-Bradley line 
of quality limit switches for every 
industrial application. 








Here are some new —and some old 
—Allen-Bradley oiltight limit 
switches—all built to give you 
extra millions of trouble free opera- 
tions. Their switch bodies and 
operating heads are both sealed. 
Oil, dirt, and metal chips cannot 
enter and foul the contacts or 
cause sluggish cperation of the 
momentary contact mechanism 
Double break, silver alloy con- 
tacts never need maintenance 
The snap action switch is positive 
insurance against any reduction of 
the contact pressure as the “‘trip 
point”’ is approached. This means 
less chance for chatter and arcing 
of relays, contactors, or starters 
operated by the limit switch—and 
prolonged trouble free contact life 

























for the limit switch itself. 


Top Push Rod 
with Plastic 
Window 





oy Neutral Position Momentary 


\ Roller Lever 
for Flush Contact Limit Switch. One set 
=o, Mounting of contacts is closed for 


each direction of operation 








Adjustable Adjustable » 
Rod Roller 44 
Lever 


Side Push 
Roller 


Wobble Stick Fork Lever 


Type Type 





(f be 
ALLEN-BRADLEY 


> epee 





Roller 
Lever for 
Manifold Side Push Rod 
Mounting “ae Allen-Bradley Co., 106 W. Greenfield Ave., Milwaukee 4, 
ntac m 


Wis. In Canada: Allen-Bradley Canada Ltd., Galt, Ont. 
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PHILIP CASS COMPANY BUILDS BETTER 


PROFITS WITH All FOUR novar LINES 


Wholesalers who serve themselves first, serve their 
customers best! By spending less time buying, less time 
checking, less time stocking, and less time handling, 
the modern electrical wholesaler has more time for 
selling and service and more time to win and hold 
customers 


Many industry leaders like Philip Cass Company in 


Royal Wire and Cable are Cass does a substantial 
business in Royal heavy 
duty and household ex 
tensions, both with con 


popular, big volume items at 
Philip Cass Company 

where adequate stocks of 
portable cords, flexible cords, 
fixture wires, and appliance 


tractors and maintenance 
men and with hardware 
wiring materials are main- and building supply 


tained dealers 





96 








Philadelphia, are operating on this principle, saving time 
and building better profits on ALL FOUR Royal lines: 
(1) wire and cable, (2) extension cords, (3) fuses, and 
(4) wiring devices. Every wholesaler must make the 
same cost-check the Cass Company did, to see why it 
pays to buy all four major lines from the one major 


source ... Royal! 


d 
; / 
‘vu 
‘so a 


“Crystal” plug fuses, car- 
tridge fuses, renewable lag 


Fast growing into one of Cass 
Company’s most profitable 
lines —the broad new ROYAL fuses, dual element fuses, 


“PVC” line of unbreakable 
vinyl caps and connectors. 
Cass also reports good vol- 
ume on Royal Range and 


Fustats, time delay plug fuses 
a full line with the same 

trade-accepted brand name 
ROYAL 








Dryer Receptacles, Weather- 
proof Plates and Receptacles, 
and 3-to-2 wire Adapters. 


EDWARD LIKENS, buyer of Philip Cass Company, 
well-known Philadelphia electrical supply distributors, dis- 
cusses “Handi-Pak” packaging of Royal portable cord with 
Joseph Biben of William B. Bleiman & Sons, Royal repre- 
sentatives in the Quaker City. The Cass Company reports 
these individually packaged 250’ spools are easier, cleaner, 
more convenient to handle . . . and are well received by 


their customers. 
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MAKE THIS SIMPLE COST-CHECK... 





IF YOU BUY FOUR LINES OR FROM DIFFEREN1 
FROM ROYAL... SUPPLIERS 





Buying time 1 call. 1 order 4 calls... 4 orders 








Number of packing lists to check 


aut ————————————— 


— ————— 


Invoices to process 





ea eee 





Bills to pay 


Brand One brand, nationally 
a acceptance 
A CCCT ce recognized and accepted 





May be spotty 


—— ————— = — - 


Training time of countermen One brand one high Four brands 


4. 
and outside salesmen quality throughout to work on 
| 
| 


Four different 


labeling systems 


. Consistent easy to 
Labeling and identification 
’ read easy to use 


ee e ee 
. Uniformly good on all lines, 
Packaging . Inconsistent 

ssi for stocking and shipping 


J 











If you buy ALL FOUR Royal lines, you, too, can simplify your 


purchasing, stocking, and selling. Discuss this 4-way plan to 


better profits with your Royal representative soon. It can mean a 
lot to your business. ROYAL ELECTRIC CORPORATION, an asso 
ciate of International Telephone and Telegraph Corporation 


PAWTUCKET, RHODE ISLAND. 


ROYAL... 





Z 
tbls. 


on essociote of 


...one major source for four major lines 


LATED 
WIRE ond CASL! 
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ax. DISTRIBUTORS! 
HOW’S THIS 
FOR BACKING? 


@ On March 15, a dynamic commercial on 
‘““Maverick”’ will feature the advantages of KW 
Aluminum Power Cable and Aluminum Conduit. 
Over 45,000,000 TV viewers will be watching! 
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Special invitations to “Tune In” 

@ have gone out to 60,000 building 

owners, architects, consulting engineers, con- 

tractors, industrial electricians and electrical 
inspectors! 


* Free kits of valuable 
Say. @ sales literature will 
23% be offered at the close of the 


commercial to help win more 
customers for you! 


wr 


aoe j 
@ And to keep the ball rolling, Kaiser 


Aluminum’s hard-selling “conversion” adver- 


tisements will continue to set up prospects 
throughout the entire year! 


KAISER ALUMINUM BACKS UP ITS PRODUCTS...BACKS UP ITS DISTRIBUTORS! 


KAISER 
ALUMINUM 


IF IT CARRIES CURRENT, "45 CARRIES IT! 


General Sales Office, Palmolive Building, Chicago 11, Illinois 


District Sales Offices in all major cities throught the U.S 
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r. ‘ BRUSH 1 Bens, 
ESS 


are shown on this 


(8% of ithe complete Sicers hws 


ELECTRICAL WHOLESALING—March, 














stock 


wall plates 


Your only complete source for any plate requirement 


Eliminate costly on-the-job delays. Even the most unusual plate is generally available 
for immediate ti from Sierra stock! Hundreds of standard and special combina- 
tions and multiple gangs insure against job-holdups, makeshifts, mismatched plates. 





You have a greater selection of colors and finishes too. Sierra Plastic Plates are now 
available in four stock decorator colors: ivory, grey, beige and brown. Sierra stock 
Metal Plates are supplied in brush brass and satin stainless steel, and also may be 
obtained in a host of special hardware finishes at slight additional cost. Sierra pack- 
ages all plates with matching screws. And Sierra is the only line with matching design 
in plastic, stainless steel, brass and special finishes! 

All Sierra plates— Metal and Plastic— meet or exceed all Codes and Standards. 





SAVE TIME AND MONEY! 

MAKE THIS SIERRA REFERENCE MANUAL YOUR PLATE GUIDE— 
Check this 144-page book first! Hundreds of Stock and Special Plates are 
listed and illustrated. Other sections include: Wiring Devices, Accessories, 
Dimensional Data, and many Special Services available only from Sierra. 
For your Free Copy, contact your wholesaler or write Sierra. 





Tito da 7 emg ilemeie)-iije)-* vale), 


15100 SOUTH FIGUEROA STREET * P.O. BOX 85 





GARDENA, CALIFORNIA 
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With RACO 


| 
" 


you get six 
big features 


{~ 


yrounding screws 


When you use RACO switch or outlet boxes, 
you get six grounding advantages not available 
with any other grounding technique. 


With RACO’s grounding screws... 
1—you can use ANY gauge ground wire 
2—there is no danger of shorting on any type device 
you can be sure of a positive ground 
even when ganging boxes 


you get ideal ground for either old or 
new-work installations 


there is no chance of wall plaster covering 
ground point 


6—box covers or wall plates fit tightly in place 


And...all RACO cable boxes have 
grounding holes. Be sure to specify 
RACO switch and outlet boxes. 


ALL-STEEL EQUIPMENT 


Aurora, Illinois 


ELECTRICAL WHOLESALING—March, 1959 








nS 


GUTH KOLORKODED 


industrial fixtures 
with 
built-in 


LIiGHriinsGe 


THE EDWIN F. GUTH CO. 
2615 Washington Bivd., St. Lovis 3, Mo 
TRUSTED NAME IN LIGHTING SINCE 1902 
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Designed to direct traffic, protect your 
workers, identify various plant or storage areas 
. and create new standards of seeing- 
efficiency for greater productivity. 

They ‘wash away" ceiling shadows, yet 
assure high footcandles with comfortable 
shielding for the working level: 10% uplight 
with 13° cut-off or 25% uplight with 27° cut- 
off for 430, 800 or 1500 M.A. operation. 
Easy installation and maintenance. Three 
reflector finishes—Permalux White, 
Porcelain or Alzak Aluminum 


Standard Porcelain 
reflector units (without 
Kolorkode) for general 


work areas are RLM listed 








at exits, fire pro- 
tection systems, 
keep-out areas, etc. 


YELLOW § at stairs, curbs, 
FOR dead ends and 
CAUTION § 


other hazard areas. 


Pa -144" in aisles, 
FOR safe storage, 
fete) first-aid, etc. 





DAZZLING NEW LINE OF 


FIVE FAST SELLERS! 


THE SIZZLING NEW 


PROMOTION BY MOE LIGHT 


Sculptured polished brass beauties with exciting 
perforated patterns and smart black disk trim. De- 
signed and priced to make sales history for you! 


NATIONALLY ADVERTISED 


Full Pages in Color: 





Reaching 7,950,000 
Readers! 




















FREE MERCHANDISING AIDS! 
@ FREE mats for local newspaper use. 

@ FREE color poster—big blow-up of national ad. 
@ FREE ‘'Spiralite"’ fixture tags for extra sales. 


SEND NOW FOR NEW 1959 

CATALOG. 52 PAGES IN FULL 

COLOR (including ‘'Spiralite’’) 
THOMAS INDUSTRIES INC. 


LIGHTING FIXTURE DIVISION 
Executive Office: 410 S. Third St., Louisville 2, Ky. 


SPECIAL SALE PRICES! 


toe 


M-1579 PULL-DOWN 
Shade 18” wide. Adjusts 25” to 58” 
Regular dealer price $23.31 
Dealer SALE Price 17.97 
YOU SAVE $5.34 


Special retail sale price $29.95 


M-1577 CLUSTER 

Diameter each cone 5”; over-all 

diameter 18". Each cone adjust- 

able to 46 

Regular dealer price $19.98 

Dealer SALE Price 14.97 
YOU SAVE $5.01 


Special retail sale price $24.95 


M-1400 POLE LIGHT 
Adjusts from 7'9" to 9’ 


Comes with 9’ cord and Ag. 
plug. Each cone 9” long; @&% 
swivels up,down, sideways 


3-way switch 

Regular dealer price $19.98 
Dealer 

SALE Price 14.97 


YOU SAVE $5.01 
Special retail sale price $24.95 : 
Regular dealer price $8.64 
Dealer 


SALE Price _ 5.97 
YOU SAVE $2.67 


Special retail price $9.95 


M-1572 PENDANT 


Diameter 5". Adjusts to 72 
over-all 





M-1575 CLOSE-TO-CEILING i 


Sculptured polished brass with white cerami 
decorated glass. Diameter 11%"; depth 5 
Regular dealer price $6.64 


Dealer SALE Price $4.77 
YOU SAVE $1.87 


Special retail sale price $7.95 


ntroductory sale prices end May 31, 1959 


MR. WHOLESALER 


This announcement ad is running in 
publications read by your Contractors 
and Dealers. Contact them now and 
spiral your sales with ‘'Spiralite."’ 
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BUSINESS INDEX for December 1958* 
NATIONAL PICTURE: 





. - 
~ L"> 
™y ~ 
ae 


INVENTORY 





% CHANGE 
Dec. Dec. ‘57 Dec. ‘56 ec. “55 1958 from 1957°* 
176 175 170 — 3 
Inventory .. 109 145 137 —_— 


REGIONAL PICTURE: SALES mvenORY 


(% Change -— —— 


From F, 


ro 5 

P~ — i nh 7 7OC7** rn c 
J Tos f Nov. 5! Dec. ‘5 ron 5 Vov. ‘58 

{ ] t+ (WD, 

] ah OP a ons 8 


age = 
3 


NEW ENGLAND 


MIDDLE ATLANTIC 


EAST NORTH CENTRAL 


WEST NORTH CENTRAL 


SOUTH ATLANTIC 


WEST SOUTH CENTRAL 
MOUNTAIN 


PACIFIC 


*For elect 
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~--and SERVE BETTER 








a Pea STOCK SIZES 

umber o . 

Size | Conductors so 50-60 | w | sut| ST Electrical contractors and maintenance men pre- 
7 a 





fer Royal Portable Cords, have given them greater 


x 


acceptance than any others. That means more 


sales, faster turn-over, for you 


Royal offers the most complete range of types 
and sizes, too; one source for all your portable 
cord needs. From any angle, Royal Cords are 
best for you. For complete details, see your nearby 


Royal representative. 











‘ ROYAL ELECTRIC CORPORATION 
+ Stationary service only 
i laa ccccaaeaes . PAWTUCKET, RHODE ISLAND 


S|o°|*-|D|8| ROYAL 
: : le LECT nic] gG 7 


EXTENSIONS CaPs AND E WIRING Jb 
CONNECTORS DEVICES an associate of tpt: 
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NEWS FOR THE 


INDUSTRY 





Electrical Standards Revised 


¢ Electrical wiring installation standards get complete 
re-write from old text by FHA 


° Big feature: minimum number of lighting and general 
use circuits is increased by one for all homes. 


HI 


Property 


new revised “Minimum 
Standards for One 

Iwo Living Units” has been 
vised by the Federal Housing Admin- 
istration. It will become effective on 
April ist, 1959, universally in all the 
insuring offices throughout the country 
(the waiting period is provided so that 
personnel may become 
quainted with the text of 
publication). 


and 


re- 


fully ac- 


the new 


Wiring 
Paragraph 1007, 
installations, has 
re-written from the 
below). The main fea 
ture of the new electrical provisions is 
method of 


dealing with elec- 
been 


old 


trical wiring 
completely 


standards (see 


calculating 
Addition of 
given in 


a simplified 
service entrance Capacity 
diversified demand figures 
the Minimum Property Standards and 
comparison with the results of allow- 
determines the 
entrance capacity. The allowable 
mand on both 60- and 100-amp serv- 


20% 


able ratings service 


de- 
are set so as to provide a 


for 


Ices 
allowance future growth in elec 
trical demand 

e The minimum number of lighting 
and general use circuits has been in- 
creased by one for all homes. In addi- 
tion, provision for one spare circuit 
(at least) is required. 
e Automatic washing 


to be 


machines are 
required 20-amp circuit 


which is separate from the circuit re- 


on a 


quired to serve other convenience out- 
lets in kitchen and dining areas. Each 
appliance or fixed equipment rated at 
more than 1,400-w, which is installed 
initially or for which space is reserved 
in the planning, is to be provided with 
its own branch circuit 

Formerly, outlet 
terms of a 
in each room. The new 
the National Electri- 


for 


convenience pro- 


visions were specified in 


fixed number 


standards follow 


cal Code rules spacing of con- 


venience outlets 


e Specific minimum wire sizes which 


were a part of the earlier requirements 
have been dropped. Instead, for such 
information, reference will be made to 
the effect locally. 


electrical Code in 


[he Standards apply only to single 
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tamily and two-family dwellings. Sep 
arate standards are available for build 
ings with three or more living units 
Homes built in areas where the re 
quirements are higher than those of 
FHA will be required to comply with 
local codes and regulations. However 
if the local regulations are lower than 
the Minimum Property Standards, the 


latter will govern the installations 


1007 Electrical 
1007-1 Objective 


Io provide (a) each living unit with 


electric service and (b) a system of 


wiring, equipment and appurtenances 


safely 


adequate 


installed to SUPP) 


illum 


operation oO] 


properly 
électrical 
and 


enereyv for 


ination for efficient 


such appliances and equipment as are 
considered esse ntial and appropriat 


1007-2 Materials and 
Installation 


1007-2.1 Installation — shall 


National Electrical 


comply 
Code 


with the 


cept as modified heret 
All materials 


comply 


ind 


the 


1007 equipment 


ippurtenances shall with 
licable current standards of Under 


apy 
Vriters I abor tories 


such standards ex1s 


1007-3 Service Entrance 
| he SA 


equipment shall b 


007-3.1 


| rvice entrance 
ductors and I 


capacity adequate to sel 


lated load plus on 
ampere circull 
1007-3.2 The size of ser ¢ trance 
il ervice 
the 
ictors for 
Tabl 
1007-3.3 
The that 
obtained by use of the method in 


1 ! tne National EI trica 


conductors and ipac 


equipment may be com] 
addition of the demand f! 


the 
10-4, in 


applicable equipment n 


yn with 


conjunct 


will be equivalent to 


result 


aicater 


Code 


1007-3.3 Capacity 

a. For computed demands up to 
KW, the service 
and the service 


shall be rated at nt le n 60 am 


conducto! 


quipment 


peres 


Fo 


to 20.0 


compute 
KW 
ynnductors and 





AIEE Conclave 


HE WINTER GENERAL MEE! 
ING of the American Institute of 
Electrical Engineers took place in 
Statler-Hilton Hotel, Feb. 2-6th 
York City The hotel was 
literally filled with the 
members, and a 
more than 500 papers on engineering 
science, education 
management 
the five-day expected 
particular attention was paid to the 
States 


who 


the 
in New 
association s 
record number of 
and — industrial 
were presented during 


session AS 


relative positions of the United 
and Russia in 
rides the road of scientific supremacy” 

Other sessions considered the latest 
developments in such areas as nuclea 


areas, OI 


these 


energy, educational television, electric 
Space heating and railroad traffic con 
trol. 

J. H. Foote, Jackson, 
elected °59-'60 president of 
Six district vice presidents and 


directors were also appointed 


Miss Was 
AIEF 


f il 
bOuUT 


Highlights 


Heat 


e klectric 


plementary 
unction 


} 


CVE 





FAST, Lightweight 


Greenlee Hydraulic Benders 
for 1/2”-4” Conduit and Pipe 


Sal 
% 


full 9O° bend with one ram stroke 


NEW GREENLEE No. 883 Lightweight Iraulic Conduit Bender quickly 


new, fast ratchet bender for 
Yn", Ya", 1” conduit 


CG/REENI 
sh rt } 
up ¢t 
simp! 
Ccives tht 
Buile-ir 
distribut 
criptive B 


A COMPLETE LINE OF HYDRAULIC AND HAND BENDERS FOR CONDUIT AND TUBING 


GREENLEE TOOL CO. SRE 


1757 Columbia Ave., Rockford, Illinois 


| 





Standards Revised . . . 
Continued trom page 107 
require a service larger than 100 am- 
peres. Such services shall be designed 
in accordance with the National Elec- 
trical Code. 
1007-3.4 Each living unit shall be 
provided with separate disconnecting 
means and circuit protecting devices 
Where more than one living unit ts 
supplied from one service entrance 
panel, the disconnecting means and 
circuit protective devices for each liv- 
ing unit shall be clearly identified 
1007-3.5 Panel or cabinets enclosing 
fuses, circuit breakers, switches of 
other electrical service equipment 
shall be in an inconspicuous, acces- 


sible but protected location 


1007-4 Lighting Outlets 
1007-4.1 Permanent lighting fixtures, 
wall switch controlled, shall be in- 
stalled in living rooms, kitchens, halls, 
dining rooms, bedrooms, bathrooms, 
and other habitable rooms 

1007-4.2 Switched convenience outlet 
or outlets may be substituted for per- 
manent lighting fixtures in _ living 
rooms, and bedrooms; and in other 
rooms when acceptable to the FHA 
field office 

1007-4.3 An outside fixture, with in 
terior wall switch control, shall be in 
stalled at each main and service door 
Way 

1007-4.4 Permanent lighting fixtures 
Shall be installed to illuminate stair- 
ways connecting habitable rooms or 
halls at different elevations. Such 
lighting fixtures shall be multiple 
switch controlled from each elevation. 
Other lighting fixtures may serve as 
Stairway fixtures when located to 
serve such dual purpose 

1007-4.5 A permanent lighting fix 
ture shall be installed to properly 
illuminate basement stairs and such 
fixtures shall be switch controlled 
from the head of the basement stairs 
Multiple switch control shall be in- 
Stalled at both elevations when base- 
ment is provided with other exit door- 
Ways. 

1007-4.6 Permanent lighting fixtures 
Shall be installed in utility rooms, 
other areas requiring general illumi- 
nation and to illuminate’ laundry 
trays. The number, type, and location 
of outlets in spaces such as garages, 
attics and basements shall be accept 
able to the FHA field office 
1007-4.7 The bathroom fixtures shall 
be controlled by a wall switch not 
readily accessible from tub or shower 
1007-4.8 When installed, electric 
bathroom heaters and control switches 
shall be in accordance with 1003-16.4 


1007-5 Convenience Outlets 


1007-5.1 Convenience outlets shall be 


ELECTRICAL WHOLESALING—March, 1959 





entrance to ground 


ALL THREE 


engineered for easy selling 


.. packed with user advantages to 


bring you repeat orders: 


erential ee HEADS 
Built-in Core 
Linnie ind rieorie No 
for EMI no tl 
duit, ¢ ompl le 
aD i ey 


ENTRANCE ELBOWS 


j ~ 


STOCK YOUR SHELVES WITH SALES 
sell the complete W s 
Line he hea 


J. A. WEAVER 


Sr slger CEntra 
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WITH SILVER-PLATED FUSES 





® 


| € eo @ ag 
| 7 \ Renewables 


1 = 


UND. LAB.INSP } 
m7) & 

SHAWMUT },. 
yo 


AMP VOLT 


\200 250 
— 


me delay 





Both knife-blade 

and Ferrule types for 
250 and 600 Volt 
circuits, from 0 to 
600 Amps. 


Shawmut ‘‘t-d’? Renewables have the best time delay characteristics 
of any renewable fuse. The t-d link gives maximum time delay protec- 
tion in the higher current ranges as well as in the overload zone. 
Short-circuit operation is instantaneous, along with a reduction in 
the rate of rise of recovery voltage. The t-d link notches blow one 
after the other with rheostat-like action. 


Precision-made. No soldered, welded or steel parts. Simple, sturdy, 
dependable. Easy to install, take apart or renew. Interchangeable links, 
renewable parts. Large silver-plated contacts. Adequate 2-way venting. 


Complete fuses and or renewal links are available for either 250 or 
600 V circuits; in ferrule ratings, from 0-60 Amps.; in knife-blade 
ratings, from 70 to 600 Amps. 


Order now or ask for t-d Bulletin 500 


THE CHASE-SHAWMUT co. 
374 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 


Subsidiary of 1-T-E CIRCUIT BREAKER CO., Philadelphia, Pennsylvania 


Tri-onic "exe O/T rime 


Standards Revised 


Continued from page 108 
installed in living rooms so that no 
point along the floor line of usable 
wall space is more than 6 teet trom 
an outlet. In addition, a convenience 
outlet shall be provided between all 
doors, and between doors and fire 
place, when separated sufficiently fo 
placement of furniture 
1007-5.2 At least one convenience 
outlet shall be installed over counter 
work spaces in the kitchen with one 
such outlet for each eight linear feet, 
or major traction thereof, of counter 
work spa 
1007-5.3 All other habitable rooms 
shall have a convenience outlet in 
stalled every |2 feet. or major frac- 
tion thereot, of the gross perimeter of 
the room The convenience outlets 
shall, insofar as pl icticable, be spaced 
equal distances apart. In rooms not 


| 


provided with ceiling or wall fixtures, 


{ } 


a minimum of three convenience out 
lets shall be nstalled 

1007-5.4 In bathrooms a convenience 
outlet shall be installed adjacent to the 
mirror or included in light fixture ad- 
jacent to mirro! 

1007-5.5 A ¢ ¢ nce outlet of the 
vrounding type hall be installed in 
laundry 

007-5.6 eceptacles installed in or 
on open porches weezZewayvs ga 
rages Ol n other locations which 
may serve equipment to be used by 
persons standing on the ground or 
other damp locations shall be of the 


grounding typ 


1007-6 Branch Circuits 


1007-6.1 Lighting and General Use 
At least two 15 ampere circuits serv 
ing all lighting outlets, and those 
convenience outlets not in the kitchen 
dining, and laundry areas, shall be 
provided for the first ) square feet 
of floor area, plus at least one circuit 
for each additional 500 square feet 
or fraction thereof. Make provision 
at least one future circuit 
Note: The floor area shall be measured 
from the outside of exterior walls. 


1007-6.2 Outlets in Kitchen, Dining 
ind Laundry Areas 

At least one 20 a re circuit shall 
be provided to serve the convenience 
outlets in the kitchen and dining area 
One additional 20 ampere circuit 
shall be provided to serve an auto- 
matic washing machine when pro 
posed 

1007-6.3 Individual juipment 
Individual branch ¢ uits shall be 
provided as required to comply with 
the National Electrical Code for any 
fixed appliances or equipment, rated 
at more than 1400 watts, or the space 


specifically: provided for such items 
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THREADED-JOINT 
NEOPRENE-SEALED 


NE 


Control and Indicating Stations 


Explosion-proof, dust-ignition-proof, weather resis- 
tant and water-tight (NEMA 4),this new Condulet® 
EWC series affords safety greater than ever before for 
pilot lights, heavy-duty push-button stations, selector 
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new safety 
in hazardous 
areas 


indoors or out! 


switches, Or various combinations t! of in single, 
double or triple gangs 
and D 


series teatures 


Groups ( 


hazardous areas , the nev 


Designed expressly for Class I 
and Class II 
a Feraloy® housing with threaded cover and threaded 
operating-shafts throughout. Cover, shaft housing and 
pilot light jewels are tightly sealed with Neoprene 


O-rings, effectively shutting out fumes, dusts, all water. 


CROUSE @HINDS 


MAIN FFICE AN FACTOR RA 


@ CON 
@ TRAFT 

These products are sold exe 
of the tellewing offices: 5 








FISH TAPE WINDER! 


@ PROTECTS HANDS 
@ NO KINKS OR BROKEN TAPE 
@ SPEEDS FISH TAPE WINDING 


TAPE-MATE is a fish 
tape reel attachment that 
really takes the ugh" 
out of rewinding. Winds 
tape fast with an easy, 
Tape 
coming off reel is safe 


sliding action 
— keeper siot prevents 
springing Attaches 
firmly to reel with 4 
screws...can't come off! 
TAPE-MATE comes in 
two sizes fits all 
Holub and other 8!/2” 
and 12” dia. round fish 
containing 
g” flat fish tape. 


tape reels 


GIVE THE ELECTRICIANS 
IN YOUR AREA A BREAK — 


sett TAPE-MATE 


YOU'LL SELL MORE 
FISH TAPE REELS TOO! 


“Blister Free" 
FISH TAPE 
HANDLING 


= 





FISH TAPE REELS are perfect mates for 
MATE. Reels ntain highest grade fish 
REELS FIT TAPE-MATE 


ipe made! FIVE 


NEW! Deluxe chrome plated "Hi" 
FISH TAPE REEL with TAPE-MATE 


nduit nap- 
Straps 
Conduit 


Straps | 


MAIL TODAY FOR 
1959 "Hi" CATALOG 


— 7 a 


HOLUB INDUSTRIES, Inc. 


450 ELM ST. - SYCAMORE, ILL. 


Winter Markets .. . 
Continued trom page 59 


to come I xample Hotpoint showed 


a prototype of 
with roll-to; 


counter-top range 
door and surface units 
beneath the 
which uses IBM 


instructions to 


which slide out from 
oven also a Tang 
cards to feed cook 
the control center! 


Models in the 


stage showed 
what may be ¢ X| ed at dealer level 


within a few month Example 


mador’s yet unnamed one piece 


built-in” deluxe Which has two 


large glass-doored vens above the 


counter top bu 

Designed to eet two current ob 
stacles in the sal yf built-ins, this 
one-piece | vives the builder the 
sales story of a built in range while he 
is able to save the kitchen space that 


vould be needed tor arate ovens 
and for the remodeler a ‘ll as the 
builder, it provides the built-in look 


without th custom built 
cabinets 
© Self 


Contained luction mod 


showed more 
elf-contained built 


tucing 


special cabinets 

le unit with 
used with 
as an all 


showe au 


{ 
WT 


( I Ik Ges 


Hotpoint hi Singulaire 
prototype at th markets—as a 
production mod n oven which 
top, it has 
down to the 
hidden 

} 


otnel 


It counter 
vhind = the 
times. General lectric, which pio 
neered the 
modular u 
bility of this 1 

not all 
Markets 
kitchen 
ng that 


showed 


e Boost Power Use 


units shown 


I INnCcreAas 
» kitch 


mins 


en 


ippll 
One 
verato 
put the food 
height. The othe 
ter which could 
tween kitchen ar 


touch of a butt cabinets 


ght and 


» ' tht 1 
raise l ( soft hei 


point for easy 
Built-in dish 
facturers showed 
one that ol 


1 complete 


that of ultrasonic 


new principle 
washing. In refrigeration, the indu 


try was talking about the ambit 
program of Sub Zero 

models 

Westinghou 


furniture styled refri 


troduced 10 


Irigerators 


To contribute furt 
prosperous yeal 
tied in ambitious sales 
an array of saleable 
Retriger 
with sales features 


revamped 


appliances 


more 
square 

away Irom 
nstaliation 

tors, side 

pers tighte! 
raskets, cooling 
vection and 
compartments, etc 
e More Features 
built-in 1 I 


LISSCIL * 
ond 


cont 


mowvuons 
smaller cabi 
tion needs 


\t 


weeds clear 
All this 
the follow 
make more 
available t 
without 
handle 

sumers 

there ha 

health of this segm 
e Coming Back 
1959 Winter Marke 
when the maj 

be in a rema 

The dealer 
Convention th 
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Continued from page 13 


Now ...a complete new /ine engineering 
15 Ampere News 


HARVEY HUBBELL, INCORPORATED 
y | a a Vv Ce | L T Engineering Department 
WHY A 4750 LINE 


Tn . FOR 277 VOLT 
a a W151: Lo Ci APPLICATIONS ? 


480 volt, 3-phase, 4-wire circuits, com 


for fluorescent lighting applications monly used by industry for heavy 
electrical equipment, are impractical 


— for lighting and other applications re 

; quiring lower voltages. To overcome 

listed by Underwriters’ Laboratories, Incorporated | this drawback many firms divided 

their 480 volt service into three light 

This exclusive new Hubbell line of 
caps and receptacles is specifically 
designed for 15 amp., 277 volt cir- 
cuits widely used for fluorescent 


lighting. The devices are non-inter- 


"Wrst 0 


hangeable with regular ‘Twist 
Lock’, 4700 line, grounding (15 
amp 125 volt) “Twist-Lock” or 
any other device on the market 


ISA.277V.A.C. 
»-2004 
MADE IN USA 


ee ee eee * ing circuits of 277 volts each (see 
sedaed 7580 ““Twlet-Lock diagram). Unfortunately, no wiring 
50 volt; 15 amp., 125 volt device rated at 277 volts existed, and 

r 20 amp., 600 volt receptacles, caps 


amp., 220 voit 


followed by ° . on 
NEMA Ground fluorescent lighting. The 20 amp. units 


g typ 
15 amp., 125 volt available in single receptacles only, 
ee ee oe were bulky and expensive, requiring 
twice the space and twice the effort 
to install. 

In answer to this problem, made more 
urgent by the increasing use of 277 volt 
circuits for fluorescent lighting, and 
; equipment designed for 277 volt 
and then circuits, Hubbell developed a com 
aie ela - and now ' | | plete line of locking grounding devices 
15 amp., 125 volt io ib ees tTT ome : fo meet code requirements for 277 
for Grounding only designed for fluorescent lighting volt fluorescent and other equipment 
designed for 277 volt service. This 
i! ee a line of devices, designated as the 
4750 _...the only 15 amp., 277 volt duplex 4750 line, provides safe and positive 
locking and grounding receptacle grounding plus locking convenience 
on the market ... feeds two fluores and protection. It features the first and 
. ; only 277 volt duplex locking and 
cent fixtures from one single gang grounding receptacle on the market 
box...cuts number of ceptacl This unit, cat. no. 4750, feeds two 
fixtures from one single gang box 
nein idee sisal : ine Ae cuts the number of devices needed 
ito installation and maintenan in half...cuts cost of boxes in half 
and saves hours of time on both fix- 

ture installation and maintenance 


| and connectors had to be used for 
| ¥ 











complete 


and boxes in half. 


HARVEY HUBBELL, incorRPORATED 


BRIDGEPORT 2, CONNECTICUT 


WIRING DEVICE OFFICE AND WAREHOUSE LOCATIONS 


3ridgeport 2, Connecticut Los Angeles 12, California 
tate and Bostwick Streets 103 North Santa Fe Avenue 


hicago 7, Illinois San Francisco, California 
South Sangamon Street 1675 Hudson Avenue 
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/ 
Growth in volume 
and in national stature — in 
engineering and production 


know-how—in happy accept- 
ance by distributors, whole- 
salers and dealers alike. 


CORNISH Wire Products 
have kept pace with the in- 
dustry-truly a Blue Chip 
line of no regrets, for every 
segment of the electrical 
business. 


... and CORD SETS 


for replacement and for original use. 
Skillfully developed in Rubber, Neo- 
prene and Plastic—in COLORS too. 
Do YOU fully realize the merchan- 
dising potential of this versatile 
QUALITY line? 


SS 
CORNISH WIRE COMPANY, wc. 


50 Church Street New York 7, N.Y. 


Cx 
2855S 


Producers of Quality Wire Products for Home, Farm and Industry 





combined a feeling of optimism with 
a very sound approach to the sales 
and management requirements of the 
year ahead 

Plagued by an industry depression 
followed by a_ national recession, 
most of these dealers had streamlined 
their organizations by the Summer of 
"58. In a condition of top efficiency 
they were greeted in September by an 
upturn in business which continued to 
make the last quarter one of the 
best in post-war history—both profit- 
wise as well as in volume 
e Careful Optimism—At the NAR- 
DA meeting, the dealers were told by 
the association’s economist, Richard 
Snyder, that the appliance-TV-hifi in- 
dustry was starting a 3-year period 
of boom that would be followed by an 
equal period of decline. He advised 
the dealers to adopt an attitude of 
“conservative optimism” to get 
sound control of his business so that 
he can use the period of the flood 
tide to prepare for the ebb 





Letters... 
Continued from page 6 


ucts in a Dynamic Economy,” June, 
1958 

Don D. DEMICK 
DEMICK ELECTRIC SUPPLY CO 
rACOMA, WASH 
e It's on the way 4{dditional coples 
of this unique report are available at 
the following rates: 1-49 copies, $1 
each; SO or more, 75é¢ each. Address 
orders to Dept. 270-043 ELECTRICAI 
WHOLESALING, 330 W. 42nd St., New 
York 36, New York 


Dear Sirs: 

Please send me one copy of “Coun- 
ter Selling from A to Z” (EW—June 
"56, p. 89) 

H. H. ROSENHEIM 
INTERNATIONAL REGISTER CO 
CHICAGO, ILI 


Kudos 


Dear Sirs 

I have just finished reading the 
January issue of ELECTRICAL WHOLE- 
SALING and thought you would like to 
know that I think it is a most excel 
lent one 

Congratulations 

A. H. Gupit 

BIDDLE TRADE PUBLISHING CO 
LOS ANGELES, CALI 


Dear Sirs 

Please send 25 reprints of your 
special “Annual Outlook and Review” 
(EW - Jan. °59 (p. 35) 

FRANK CUNNINGHAM 

SALES MANAGER 
DURO FITTINGS 
LOS ANGELES, CALII 


ELECTRICAL WHOLESALING—March, 1959 





is appearing in leading electrical publications to 
help distributors sell more Blackburn products. 


Connectors may look alike 
but it’s PERFORMANCE that counts 


BLACKBURN CONNECTORS OUT-PERFORM THEM ALL 
Because They Are... 
BETTER MECHANICALLY 


Made of high strength duronze, a silicon bronze alloy stronger than 
structural steel 
Machine cut threads, *CFC treated, provides more thread engagem 
reduces friction and increases thread efficiency. *Chemical Friction Contr 

Rigid inspection of each production operation assures uniformly good 
connectors 

BETTER ELECTRICALLY 
High clamping force—the result of greater thread efficiency breaks down 
oxide on the conductor improving conductivity 
Higher initial conductivity, actually greater than an equal length of 
conductor is maintained permanently. 

REUSABLE 
Selection of proper high-strength, corrosion-resistant materials— plus 
precision workmanship and inspection—means Blackburn connectors 


may be used over and over 


JASPER BLACKBURN CORP., 1525 Woodson Rd., St. Louis 14, Mo. « WYdown 3-9430 




















SKCABLLAC 


IS CALLBACKS 


SPELLED BACKWARDS 


EITHER WAY IT DOESN'T MAKE SENSE 
AVOID CALLBACKS—SPECIFY 

Fre APPROVED AND 

PROVED 

Eencnennl WIRING DEVICES 

SOLD THRU WHOLESALERS 








LISTED BY UNDERWRITER’S LABORATORIES 


BE SURE TO VISIT THE 
EAGLE BOOTH it T THE 
PROGRESS IN ELECTRICAL EQUIPMENT 
EXHIBIT, ST. LOUIS, MISSOURI 
APRIL 7-8-9 





“Perfection is not an Accident" 
EAGLE ELECTRIC 


MFG. CO., INC. 


LONG ISLAND CITY 1, NEW YORK 
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From Where We Sit... 
Continued from page 12 


it seems to us that the situation in 1959 
different to permit a 
good business year without 
inflation. The present pickup in busi- 
ness profits is not the result of a war 
(as in 1950-52); it is not a frantic rush 
to make up the past shortages (as in 
1948 and 1955)—developments that 
vere in themselves highly inflationary 


is sufficiently 


serious 


because they provided the urgent de 
mand to float off any sort of price 
increases. That kind of market is now 
far behind us. 
e Productivity Gain—The new up 
trend in profits is the result of a sharp 
rain in productivity which has come 
ibout because most companies are 
insistent on holding down costs and 
keeping prices competitive. In_ this 
atmosphere it would seem logical that 
wage demands should meet strong em 
plover resistance not to every wage 
reas¢ of course, but certainly to 
vage demands that greatly outdis 
tunce prospective gains in efficiency 
In the small sample of not-so-small 
managed to 
check during the past month, this 
attitude is very much in evidence 

If industry is prepared to hold this 
wage line through a period of stren- 
uous bargaining and strike threats—or 
at least not to retreat very much—the 
prospects for avoiding inflation are 
far better than in previous years of 
general prosperity. 
e The Better Deal 
important however, IS the continuing 


companies that we have 


Perhaps most 


pressure from consumers for “better 
deals.” In industries with surplus pro 
ducing c pacity there may indeed be 


| 
strong DNusiness reasons to reduce 


prices, or at least to hold them steady 
in order to regain mass markets 
This has happened before in the 
postwar period. In 1954, the con 
sumer durables industries started what 
came to be known as “discount pric- 


ng and created the biggest boom 
they ever had Phat was in 1955 \ 
similar development—perhaps the in- 
troduction of small economy cars by 
Three” companies—would 
b n excellent harbinger for bus 


S n 1960 


What Will Happen? 


Our own view of the upcoming 
Struggle between wages and profits is, 
theretore, less gloomy than that of the 
oracles who prophesy a series of highly 
nflationary settlements, followed by 
price controls and squeeze on pro 
fits. The actual course of events will 
probably be less dir¢ 

If the steel industry lor example 
should grant a 6 Wage increase (a 
matter on which we have absolutely 
no direct information), it might in 


crease prices only half that much, or 
3%. In the past the industry has often 
shown similar restraint. Considering 
the competitive situation, it seems 
possible that the prices of things made 
from steel might not go up more than 
1% or 2%. If that is all that happens 
to the industrial price level and if 
farm prices are falling—as seems prob- 
able—the cost of living will not change 
significantly in 1959, and consumer 
purchasing power will continue to 
expand 

At the same time—and even as 
suming some ample wage settlements 

corporate profits should average out 
at a very good level for 1959, perhaps 
in the range of $47-48 billion. And 
if there is not much inflation, these 
profits will really mean something in 
terms of ability to purchase new plant 
and equipment 
e Headaches and Benefits—More 
over, it takes only a little arithmetic to 
realize that by the latter part of 1959 


business will have 


ccumulated enough 
cash, at this rate of profit, to finance 
record capital expenditures if it wants 


to. Corporate cash reserves are al 
ready increasing and are expected 
to rise several billions more during 


the year. If this financial improve- 
ment is accOmpanied by an awak 
ening to the opportunities for modern 
ization that exist today in industry 
we shall have the makings of a new 


upsurge in capital goods. Plan °59, in 


other words, is tar from being dead 
duck 

In short the rise in business—and 
in profits s bringing headaches as 


well as benefits. But after what may 
be an unusually hectic period of wage 
negotiations. the outlook s still for 
improving relatively 
stable prices, as We look from the be 


ginning to the end of 1959 


An Outstanding Exception 


According to the McGraw-Hill 
Dept. of Economics the strength of 
the recovery from the ent business 
recession has brought Imost every 
important indicator of economic ac- 


tivity back to, or near, its previous high 


mark 
e Gross national product. the most 
comprehensive measure of output 
of goods and services, 1s esti- 


mated at about $458 billion (an- 
nual rate, in 1958 dollars) in the 
first quarter of 1959, compared 
with the previous high mark of 
$454 billion in the second quartet 

e The Federal Reserve Board in- 
( | production 1s 
estimated at 144 (1947-49—100) 
for January, only two points be 
low the ll-time peak of 146 
Continued on page 120 
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... that job calls for 
COLUMBIA 


the new FLEXIBLE 
LIQUID-TIGHT 
ELECTRICAL CONDUIT - 


IT’S LIQUID-TIGHT! 


Flex-Seal has been designed specifically to meet the most adverse condi 
tions—in chemical plants, machine shops, printing plants, food plants, 
breweries—any installation, indoors or outdoors, subject to moisture, 
coolants, salt air, corrosive fumes, chemicals, greases, abrasives, and 


other conditions that create hazardous wiring with ordinary conduit 
‘ 
SE | i cR | IT’S SUPER FLEXIBLE! 
% 
Because it bends easily to small diameters and because it fits the tightest 
MOLDED ON VINYL JACKET corners and most irregular shapes, Flex-Seal is ideal for wiring on machine 
tools, motors, pumps, air conditioning tower tdoor amusements 
conveyors machinery of every type 
(not a sleeve) y . y y VF 
‘ 
mm R IT’S ECONOMICAL! 
Because the first cost is the last cost, Flex-Seal mea jenuine economy 
OR SLIP BACK It eliminates maintenance and prevents costly shutdown. Flex-Seal is easy 
to install too, cuts easily on the job wit t spe t And, it ichine 


FITTINGS GRIP SECURELY ee eee 
VIBRATION PROOF 2 TYPES TO MEET EVERY REQUIREMENT 


FREE 
Write for sample ond Sizes gs’ through 2 Color: Machine rey Siz . 
specifications brochure. For installation with standard liquid-tight electrical fittings 


COLUMBIA CABLE & ELECTRIC CORP. 


Serving the Electrical Wholesaler Since 1912 
255 CHESTNUT STREET |) tele) (51. 2 en. ae 


Non-Metallic Sheathed Cable 
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Goud. tor these 


5 NEW BULLETINS! 





#8 nme? we ae 























PANIELBOARDS 


New bulletins packed with complete data r 














ATTACH TO COMPANY LETTERHEAD! 


ecifications, type izes, ordering information 
Makes it easy for your salesmen to recommend the 
| nelboard for every iob give your Main P. O. Box 357, St. Louis 66, Mc 


customers better service M vil coupon toda \ f 
Send us a set of the 5 new thting panelboard 


| 
| 
| 
| 
| 
| 
| 

| bulletins 
ey | 
| 
u | 
| 
| 
| 


Fyank wovsnsn ses (EAE 
EV councn Je) 
Adam ELECTRIC COMPANY He 


LOUIS 66, MO 


Your Name 


= 
| 

| 

FRANK ADAM ELECTRIC COMPANY 
| 

| 

| 

| 

| 

| 

| 

Title | 
| 

| 


(Need additional co; 
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ESCENT 


eo HYVOLT 
SHIELDED 
POWER CABLE 


Gives More Amperes 


Per Dollar 
of Installed Cost 


CRESCENT HYVOLT insulation is made from butyl rubber 
which is inherently resistant to ozone, heat, moisture and aging. 
HYVOLT is formulated and processed so as to retain these in- 
herent characteristics of the buty! rubber and at the same time 
provide excellent electrical and physical properties. 


RUBBER-FILLED TAPE 


METAL SHIELDING TAPE 


SEMI-CONDUCTING TAPE 


HYVOLT INSULATION 
The insulation is protected during and after installation by 


an outer neoprene sheath providing a maximum degree of 
toughness, durability and !ong life. It is flame retarding and re- 
sistant to the deteriorating effects of moisture, sunlight, ozone 
rae) initiate) Maisie icmne ta: (corona), oil, grease, and many acids and alkalies. 


HYVOLT Shielding provides additional internal and external protection in 
these THREE WAYS 





rele) iplelente) t 1 Conductor shielding, as provided by a semi-conducting tape over the 
stranded conductors, excludes air pockets between conductor and insulation 
and eliminates possible internal corona-cutting of the insulation 


2 The semi-conducting tape between the insulation and metallic shielding 
tape prevents possible ionization of air spaces and corona at the insulation 
surface. 


3 The metallic shielding tape is grounded when installed, resulting in zero 
potential to ground at the sheath. It prevents surface discharge or burning, 
ond protects cable from lightning surges. Reduces shock hazard 


RECOMMENDATIONS 


CRESCENT SHIELDED HYVOLT CABLE is recommended for 
use in conduits, underground ducts, in wet or dry locations, or 
buried directly in the ground, for circuits operated at over 3000 
volts and in accordance with |.P.C.E.A. recommendations. 
Available in singie conductor or multi-conductor cables. 


Specify CRESCENT SHIELDED HYVOLT POWER CABLE for 
general power circuits and where severe conditions are preva- 
lent such as chemical plants, refineries, paper mills, mines, 
sewage disposal plants, etc. It is approved as Airport Lighting 
Cable Type B, CAA Specification L-824. 





INSULATED WIRE & CABLE CO., INC. 
TRENTON, NEW JERSEY 
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NAIL 





For All Masonry 
(RUST PROOFED) 


DRILL HOLE 

Same diameter as an- 
chor. Depth should be 
length of anchor less 
thickness of fixture. 














INSERT ANCHOR 
Through fixture and tap 
it into masonry flush 
against the fixture. 





NCHOR 





PLACE NAIL 


Into anchor and ham- 
mer nail until fully in- 





serted, 





The fully inserted nail 
will expand the anchor 
and fasten the fixture 
firmly and neatly to 





the masonry. 




















DISTRIBUTORS: 


This Advertisement Appears in Lending Publications 


Directed to Your Customers 


ARRO EXPANSION BOLT COMPANY 


DEPARTMENT 8B, P. 0. BOX 388, MARION, OHIO 


From Where We Sit .. . 
Continued from page 116 
attained in December 1956 and 
February 1957 
e Per capita income after taxes 
(in 1958 dollars) is only $25 be 
low the peak rate of $1,844 
reached in the second quarter 


of 1957 


Employment in manufacturing, and 
particularly in durable goods man- 
ufacturing, is the outstanding excep 
tion to the general rule of speedy re 
covery. Manufacturing employment 
in December 1958 totaled 15.7 million 


This is about 9% under the figure 
for December 1956, the last high mark 
in manufacturing employment. In 


durable goods manufacturing, employ 
ment in December 1958 was still 
11% below the figure for the same 
month two years earlier 

e Employment and Business The 
lag of recovery in employment behind 
general business recovery Is not a new 


development Gains in manufacturing 


jobs lagged behind general business 
recovery—and employment in other 
non-agricultural industries in the 


two other periods of recovery trom 
recession since World War Il 


Business 


1. In the recovery period after the 
first of the post-war recessions—1949- 
*50—general business snapped back 
to its earlier peak within six months 
of the bottom of the recession. But it 
took manufacturing employment al- 
most a year to surpass its pre-recession 


peak. 

. * he second -war recover 
«. In the second post-war recovery 
period — 1954-55 — general business 


topped its previous peak within nine 
months after the bottom of the re- 
cession. But after 15 months of busi- 
ness recovery from August, manufac- 
turing jobs still were running 3°: 
less than at their 1953 peak 


e Now—In the current recove! 
period, both manufacturing employ 
ment and, surprisingly, non-agricul 
tural employment as a hole are 
lagging far behind general business 


After eight months of recovery 


business since last April, the pick-up 
in manufacturing employment has 
amounted to only one-fourth of its 
earlier decline. Employment in durable 
goods industries has recovered about 


one-third of its drop. Even total non 
agricultural employment is not increas 
ing as rapidly as in earlier recove 

periods; it is only a litthe more than 
1“ higher than the deepest point ot 


the recession 


1. The recovery of employment in 
1949-50 was rapid compared with 
trends in employment fter the two 
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f ng at Del Webb’s HiwayHouse Hotel, Phoenix, Arizona, come yn automatically at night 
protected by 3200 ft. of SPANG HD Galvanized Conduit in this seve acre patio. Hotel ha 


SPANG Conduit Protects HiwayHouse Hotel Wiring 


At the $3 million Del Webb Hiway 
House Hotel, one of Phoenix, 
Arizona’s newest and most attractive 
inns, over 6,800 ft. of SPANG Galva 
nized Conduit serves elaborate out 
door lighting, indoor power require 


ments and teleph ne linestoallroom 


SPANG Conduit ee iain 
helps maintain rush schedule cathe snl 
Mr. Ernest E. Cannon, owner 

Cannon & Wendt Electric Compar 


t 


Make SPANG your first choice 





in Phoenix, says: ““The contractor's 
C ed lor speedy consul 
tion. Because SPANG Conduit 
to work with, there was no del 
yn. Bending 
rate: the excellent 
if 


tecir . ’ mize 
Ol-Gl} CG Hifgced 


I ntook even 


the severest bends with no trouble 


Conduit serves many purposes 


Buried underground, SPANG Condu 


protects automatic outdoor lightu 


fem THE NATIONAL SUPPLY COMPANY 


CONDUIT 


T W 0 GAT E WA Y ( 





neg REGEN IEEE I From Where We Sit .. . 


Pit, Vale 


Continued from page 120 


later recessions. This was largely be- 

; cause of the impact of the Korean 

fr 7 d Th d t d it b ‘A d? War, which began six months after the 
Nt an fea on ul y an e bottom of the 1949 recession. It took 
4 only ten months for manufacturing 

ee mot me or my men when t - employment—both durable and non- 
durable—to return to previous peaks 


can get the new tough fast little : fotal non-agricultural employment 


regained its earlier peak in only nine 


¥ } months 
_ | { I A ; 2. During the second post-war busi- 


ness recovery, manufacturing em- 
ployment was much more sluggish 


a a 
Power rive 4 in moving up. In fact, manufactur- 


ing employment never did return to 


LOK ’ its 1953 high point, despite record 
ro. industrial production in 1956 and 
- y U 2199 50 j 1957. After 15 months of general 
j ; > business recovery, total manufactur- 
 eeareaiaatan , Bs ing employment recovered only 8%, 

/ os @ 


i xeide i dneiets cliaddiaiiee whereas the decline during the reces- 
sion had been greater than 10%. Em- 
ployment in durable goods man- 
ufacturing industries recovered 11%, 
after a drop of 14° Total non- 
agricultural employment, however, 
topped its earlier peak in ten months 
3. In the current business recovery, 
manufacturing employment has risen 
by less than 3% from its recent low 
point; manufacturing production, in 
the same period, has risen 13%. Em 
ployment in durable goods man 
ufacturing is up 5 from its low 
point, while durable goods output 
has increased 16% Nondurable 
goods factory employment is up less 
than 1°, although output of these 

Weighs only 79% lbs. same industries has already increas 

—all metal! ed 9% 

The implication of the contrasting 
figures on production and employ- 
ment is that productivity in’ man- 
ufacturing—in terms of output per 

° manhour of labor—has_ risen sub- 

eee Sell the machine stantially in recent months. The small 

increase in employment has con- 

makes money for your customers tributed to the rise in output; and 
the increase in average hours worked 

This new 300 is clear out of its price class! a per week has contributed even more 

Its Rit@ai-built motor has extra power But rising productivity evidently has 

and extra-long brush life . . . heavy- contributed more than either of these 

duty bump-proof switch . . . RitaiD factors to the gain in production 

Speed Chuck with guaranteed tight grip, 

forward, reverse, replaceable jaw inserts 

and all-metal hand wheel . . . 2 extra- , / Ne. 1206 

strong tool support bars .. . and a lot of | Stand for 

other features that make it far the most for Ribaltb 

the money. Stock and push this fast sell- 4 300 

ing 300 to your contractor and industrial ~  *Price $27.00 . ss 


> > > ¢ > 9 

customers. Profitable, fast turnover — iasnuwenena be sometime in 1960—or at least 20 

hae dons! months from the bottom of the re- 
order today 


cession—before manufacturing em- 
ployment returns to the 1956-57 high 


Employment Outlook 


Ihe outlook for manufacturing 
employment during 1959 is for a 
continued rise through the year, but 


1 
1 
i] 

{ 
! 
' 
i 
' 
i 
i 
i 
i 
j 


slow pace. It will probably 


rad level of about 17 million And it 
The Ridge Tool Company | { 


will take considerably longer for 
factory employment to regain the 


post-war high mark of 17.5 million 
THREADED PIPE... It’s Tight... It’s Best... Costs Less! reached in 1953 
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March, 


No. 12 in a series 


Right off the Mh) tre 


1. Anew teletypewriter can print 
3,000 words a minute and has a 
theoretical top speed of 500,000. 


2. Work has begun on a pilot 
model of a device for generating 
electricity from the controlled 
fusion of hydrogen at a tempera 
ture of about one hundred mil 
lion degrees. 

Oy 


3. A new industrial pump has a 
piston that only a frac- 
tion of an inch, but at the rate 
of sixty cycles per second. It has 


moves 


no outside openings and cannot 
leak 


>, 


VY 


“world’s first’ atomi 
heating installation is 
being built underground in a 


suburb of Stockholm. 


4. The 


house 


5. ““Hydrogasification’”’ is a 
that 
from oil 


one- 
step produces gas 
directly 
efficiency ol 
cent. 


process 
shale with an 


over ninety per 


6. A radar target made for small 
boats the risk of their 
being run down by large vessels 
and also makes it easier for them 
to be found when in distress. 


reduces 


i, 


Cs 
7. Heat radiation in amounts as 
small as one-twentieth of a bil 
lionth of a watt can be detected 
by a new instrument 


Y 


8. A traffic signal on wheels is 


battery operated and can be set 
up anywhere 


treads made of a 


rubber are said 


9. Tire new 
synthetic to be 
forty percent more durable than 
those made of natural rubber 


10. Power istransmitted totwoof 
the world’s largest coal-digging 
machines through 3 conductor, 
7500-volt, Simplex TIREX 


shovel cables. 
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11. One hundred and twenty-five 
skilled workers will be replaced 
by a automatic tester for 
transistors which will also make 
fewer errors 


new 


ba 
— 


12. A new metal-working plant 
will be air-tight and metals will 
be fabricated 
tures in an atmosphere of argon, 


at high tempera 


three-dimensional mobile 


the direction, dis- 


13. A 
radar 
tance and height of aircraft 


shows 


CS 
14. A battery 
board motors uses the generator 
of the towing car while the boat 
is on the trailer. 


charger for out 


Oj 
15. Earphones that cancel out 
side noises by creating neutraliz 
ing sound waves are being used 
experimentally by the Army 


Ww 
Further information on these 
news items and on Simplex 
cable is available from any 
Simplex office. Please be 
specific in your requests. 


Es 
— 


16. Homes may be lighted, 
heated and cooled electrically by 
means of a type of panel now 
being developed 

9 
17. A reading aid for the blind 


translates each printed 


into a different musical note 


18. An underground hospital is 
to be built 
beds. It 
1960 


which will have 650 
is to be completed in 


— 


19. Molten will be 
pumped up from a depth of 
2.000 feet under the floor of the 
Gulf of Mexico. The installation 


is being made seven miles off the 


sulphur 


Louisiana coast and the liquid 
will be 
refining, 


pumped to shore for 


letter 


20. New 
passenger 


railroad 
parlor 
cars are being used for medium- 


gallery-ty pe 


coaches and 


haul service. The bi-level stream- 
liners, designed for high capacity 


ind low weight per seat, use 


Simplex Car Wire throughout 


21. Growing under artificial sun- 


new strain of algae mul- 


light, a 
tiplies a thousandfold in a day. 


”) 


been the 
It has 


been found that some spores can 


Fungi may have 


first living space travelers 
equal to that 


exist ina 


in interplanetary 


vacuum 


space 


SIMPLEX 
( i Ise 


— 


WIRE 4&2 CABLE CO, 


lire 
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advanced Superior lighting design and 


recessed 
lighting 


ed we 3 2 
WITHOUT WELDING 
MARKS 


3. Fibre glass gaskets 
prevent light leakage. 


4. Frame attachments 
are invisible. Torsion 
spring frames keep 
ceiling line flush. 


Z 


Tite. 


“The Line With Light A 


construction plus low cost make 
Atlite the value line in 
recessed fixtures. 


7 Finishes—Chrome ... Copper. 


Brass ... White...Grey... 
Satin Aluminum Anodized... 
Satin Black Anodized. 


6 Glass Designs 


Plus 


Asbestos lining ... highest 
efficiency reflectors... 
spring tension lens clip that 
cushions glass while 

holding it firmly in position. 
Union-made, U.L. Approved. 


Installation is easy with 
Atlite Pre-Wired Box and 
Adjustable Bar Hangers: 
Just pull ‘R’, ‘T’, or ‘TW’ 

wire directly into J-Box. 

No asbestos or slow burning 
wire required. 

No additional pull boxes 
necessary. Pre-wired box 

is always accessible. Bar 
hangers eliminate framing-in. 
Housing is easily 

centered after 

nailing up hangers. 


Send for 
NEW ILLUSTRATED CATALOG 
of the complete ATLITE line. 


315 Ten Eyck Street, Brooklyn 6, New York 


CALENDAR OF EVENTS 





MARCH 


lith Biennial Electrical Industrial 
Exposition 

National Guard Armory 

Flizabeth, N. J 

March 10-12 


Electrical Maintenance Conference 
Los Angeles, Calit 
March 24-26 


APRIL 


Edison Electric Institute 
Annual Convention 
New Orleans, La 
April 5-9 


Progress in Electrical Equipment 
Kiel Auditorium 
St. Louis, Mo 
April 7-9 


American Institute of Electrical En- 
gineers—Southern District 

Atlanta, Ga 

April 8-10 


30th Annual Engineering Conference 
& Electronics Show 

President Hotel 

Kansas City, Mo 

April 15-17 


Southwestern LR.E. Conference & 
Electronics Show 
New Dallas Memorial Auditorium 
Dallas, Tex 
April 16-18 


MAY 


Electronic Parts Distributors Show 
Conrad Hilton Hotel 
Chicago, Ill 
May 18-20 


Pacific Coast Electrical Assn. Inc. 
Fairmount Hotel 
San Francisco, Calif 
May 20-22 


National Association of Electrical 
Distributors 
Sist Anniversary Convention 
Conrad Hilton Hotel 
Chicago, Ill 
May 24-27 


National Fire Protection Assn. 
Annual Meeting 
Atlantic City, N. J 
May 25-29 
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INDUSTRY-WIDE PROGRAMS 





Times Square Changed 
To Electric Square 


NEW YORK —On February 10, 
12:00 o'clock noon, commissioner 
Armand D’Angelo of the city’s de- 
partment of water supply, gas and 
electricity, rode the bucket of a Con- 
Edison “Sky-lift’, and changed the 
Times Square street sign at 44th St. 
& 7th Ave., to read “Electric Square.” 
This marked the beginning of the 
local celebration of New York Elec- 
trical Week. 

Mayor Robert | Wagner headed 
a representative group of Municipal 
officials at the electrical industry 
luncheon on the same day. The get 
together was sponsored by the Elec 
trical Associates, Inc., at the Astor 
Hotel. The thousand diners include 
leaders from all phases of the elec- 
trical field manufacturers, distribu 
tors, contractors, dealers and utility 


companies 


e Proclamation— Mayor Wagner pro 
claimed the week of Feb. 8 to the 
l4th as N. Y. Electrical Week, coin- 
ciding with the national observance 
and sharing the theme “Electricity 
Builds Jobs.” N. J. MacDonald, chair- 
man of the National Electrical Week 
Committee, and president of the 
Thomas and Betts Co., Elizabeth, N.J 
was the principal speaker at the lunch 


eon 


LBE Presenting 
Spring Gift Promotion 


NEW YORK The electrical in 
dustry’s first national promotion of 
electrical gifts for mother’s day, show 
ers, weddings and graduations has 
been organized by the Live Better 
Electrically project 

Under the general slogan, “Give 
Better Electrically”, the promotion 
will be spearheaded by magazine and 
newspaper ads. Electric Utilities are 
expected to take full advantage of this 
opportunity to build residential load 
[heir promotional efforts, in the 
Christmas GBE promotion, included 
extensive use of the program theme in 
all types of advertising, and increased 
promotion of all types ol electrical 
gifts, in cooperation with local dis 
tributors and retailers 

Manufacturers particpating in the 
magazine ad and related promotion 
are expected to make GBE an im- 
portant part of their individual sales 
efforts during May and June 

“Need for spring promotion of elec 
trical gifts is evidenced by sales curves 
of popular electric gift items during 
the vear, it was stated by R. I 
Boian, present manager of the LBI 


project 


With these TWO 
Meets 


switches 


Now Offers You 
the ONLY Complete Line of Quiet 
Tap Action Switches Anywhere! 


All three switches in this complete line — the compact and 
inexpensive new Junior, the versatile new Interchangeable 
produced ONLY by Arrow-Hart — and the built-for-a-lifetime 
Senior —tap on or off with the gentlest pressure of finger 
tip, hand or elbow anywhere on the button. All feature quiet 
mechanical action, operate on full voltage without relays, and 
provide safe control for incandescent or fluorescent lights . . . 
and for household appliances. Designed to effect important 
space savings that assure ease of wiring . . . and to provide 
electrical convenience at its finest .. . they are truly tomorrow’s 
switches available today! . 


FOR FULL INFORMATION .. . on the complete A-H line of 
Quiette Tap- Action Switches, write today for your free copy of 
Booklet No. A-242 


> Dept.ew THE ARROW-HART & HEGEMAN ELECTRIC CO. 
103 HAWTHORN ST., HARTFORD 6, CONN. 


AH 





Conclave .. . 
Continued from page 107 
nomic aspects which are believed to 
* be of vital significance in the econom 
of 


ics supplying electricity to this 
EW! device. 
ts rey gs No. ‘Cost-to-serve levels of resistance 
$ POLE type systems,” he stated, “fall far short 
WITH PILOT LIGHT of meeting competitive operating 


Quiet Switch: Rating Quiet Switch: costs. Of all systems considered, the 
stg ot gh ee Power Outlet: 154-125¥ heat pump with supplementary heat 
Pitot Light: : storage provides the lowest cost-to- 
serve level, and at an annual COP of 
almost 3 approaches the reference 
band of competitive operating costs 
Bary recommended that electric 
Service to all types of house heating 
systems, wi nel complementary 
cooling, be priced under some form 
of “demand nergy ra or its 
equivalent, “be \ of rate 
form can e made meet, over a 
wide range | ad Tactor the tunda 
mental hyper he cost 
to-serve vs. load factor re tionship 
e D-C Replace A-C?—It was also 
brought out at the conclave that stud 
les show dc overhead transmission 
will not be used economically “to any 
extent’ in the U.S. A minimum of 
approximately 350 miles is required to 
Quiet Switches: ———™, overcome the economic advantage of 
15A-120-277V AC only 2 the presently available ic SVStems 
‘ | geteaicec e New AC Motor—A new ty pe of al 
(Also Available With U-Ground Receptacle! | SPECIFICATION ; . ‘ 


ternating Current motor, using direct 


Leviton = ¢ ee to t t I d two phase 


alternating current voltage to the ar 


Quiet Switches 
ON SAME CIRCUIT 


mature, was discussec » fourth day 


° Fi HE 3 MOST V AT VAT N y t of the meeting. Only a small ex- 
ace AITIA > ts *hes . 

1s irst BEEN WAITIN oe: New Leviton Quiet witche perimental snedel than ' i toak ts 
are mechanical switches, precision-balanced 


Ss tound that the ne factor gives 


° h UIET with heavy special silver contacts, magnetic smoothly adjustable speed character 
Ww it arc-snuffing action. The movement is so quiet istics of a de moter and sower facies 
nchron 





you can hardly feel it! control char 


SWI I CHES AND YOU GET ALL THESE FEATURES 1 ou ; he motor, according to 


: j rl ) 
» POWER OUTLET has bronze double-wiping ro} au irlu, P.S.G. College 





contacts for longer life and pressure grip. Pechnology. Oi , S. India 


4 can also be used I nele pnase sys 
in the » PILOT LIGHT takes standard S-6 candelabra asi : : 

lamp that’s easily removable. Nickel-plated e Electrical Safety—Several million 
combination protective hood over lamp hot chassis dit t , r\ 


e Ri EN CON nN! Base molded of brown receivers with meta abinets now 





phenolic...covers of either brown phenolic in use in American homes can give 


duplex or ivory thermosetting plastic. And heavy rise to serious shock hazard condi- 
gauge rust-proofed underslung steel strap is tions, if there is a failure of insulation 
riveted through cover and body to form a or spacing in the receivers. 


7 1 1 
line rmanent assembly fo reduce hazard, three polarity 
pe ane asse , 


methods of grounding receivers were 
* FASY TO INSTALL! Large head No. 8 terminal introduced. The 
screws have deep milled slots for easy wiring. 1. Employ 3-conductor supply cord 
Accommodate up to No. 10 conductors. Wir- plus 3-blade att 


YIUS 


achment plug cap with 
lictor <¢ rad 


conduct cord and 


YOUR BEST JOBS ARE DONE WITH ing diagram furnished with unit. Wide plaster srounding 


ears on strap make wall alignment easier. grounding blade of n 


¢ cap connected to 
cabinet 


2. Make use of the polarity provision 


in the 120-v, 2-blade outlet receptacles 


ind connect the chassis of the receiver 


NOMY! Save installation costs—no extra 
box and wall plate necessary. Save wall 


space, too—single gang wall plate replaces 
EVITON 
double gang. 


Oo * conductor of the supply cord 
WRITE FOR FULL DETAILS TODAY! to the condu oF the . 


t 


FACTURIN MPAN N 
BROOKLYN 22, New York which connects to blade of 


Chicago © Los Angeles Listed by Underwriters Laboratories, Inc. espondin : 
viton (Canada) Limited, Montreal 


For your wire needs, contact our subsidiary AMERICAN INSULATED WIRE CORP, 


ra) 
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THESE EIGHT BINS HOLD I'm making 1,000,000 


EXTRA PROFITS FOR YOU! advertising appearances 
this year to help you 


SELL THE COMPLETE 
A SCOTCH ‘BRAND LINE! 




















“SCOTCHCAST” Splicing Kits 


HERE’S WHY bigger profits and faster turnover are ‘‘built in”’ 
the 3M line 





Only 3M gives you electrical splicing products that meet every 
customer’s need—fast-selling ‘“‘ScotcH’’ BRAND 33 Electrical 
Tape, new “Scotcucast’’ Resins and Splicing Kits, plus high 





profit ‘“‘extras”’ like ““ScoTCHLOK”’ Spring Connectors, “ScoTcH 
FIL’’ Insulating Putty and “ScoTcHKOTE”’ Coatings 


And only 3M puts a full-time technical representative right in 





your territory—to help you with any insulating or engineering 


ONLY 8 STANDARD BINS will hol 


problem—and write orders full time for you. Scotcn” BRAND Splic 


3M’s extra items and extra service mean extra profits for you! for any type 
SCOTCH EF! ical P 
. . N 
tlectrical Products 
BRAND 


SJ 
iienesora Jfinine ann J\fJanuracturinG company % Ny 
Y 
Y 
iy 


V 
- WHERE RESEARCH IS THE KEY TO TOMORROW SS f1. 
>> 


March, 1959—ELECTRICAL WHOLESALING 





Advertisement) 











D 


HONEYWELL TAP-LITE 
You get more features to sell, more profits each time with this silent 
Honeywell light switch Novel tap-on, tap-eff operation. Trans 
parent fashion plate keeps walls clean, permits use of decorative in- 
serts that match interiors. Snap-in wiring makes it easy to install 
For complete details, write Honeywell, Dept. EW-3-10, Minneapolis, 
Minnesota 





HONEYWELL DIM-A-LITE 
Dramatic brightness control for both home and commercial use, 
Dim-A-Lite adds a touch of luxury for less than the cost of compa- 
rable switches Incandescent model capacity, 175 watts fluorescent 
model handles eight 40-watt lamps. Fits double outlet switch box 
space. Transparent fashion plate snaps off. Made and backed by 


Honey well 


power supply circuit, i.e., wide blade 
of attachment plug cap. Two failures 
are required to produce a hazardous 
condition 
3. When a new standardized 3-blade, 
15-amp, 125-v receptacle comes into 
common use on appliance branch cir- 
cuits in homes—this 1 and 3 method 
may override the other two. At pres- 
ent it is in limited use 
e Fire-proofing — A new grease-like 
silicone compound on line insulators 
in an electrical system may be effec 
tive in preventing fires and _ flash- 
overs. Silicone is wiped on with cloth 
One application may last two to 
three vears. The use of silicone and 
graphite compounded, is said to stop 
dirt and corrosion of 300-v de crane 


rails and trolleys 





Making the Move .. . 
Continued from page= 62 


the firm’s customers 

“Usually the customers commented 
favorably on the folder as soon as 
the salesman poked his head in the 
ront door,” Moecker remarked. “But 
there are times when mail will go 
to the head of a department and 
eventually get lost in the channels 
That’s why our salesmen carried ex- 
tras. Besides, they made good con- 
versational pieces.” 
e Mailing Procedures—Twenty five 
classifications of customers were 
reached—from the smallest custom- 
er who might only buy flashlights 
and batteries, to department stores 
and large accounts Contractors 
industrials and institutions were in 
cluded in the broad classification. A 
mailing agency in Albany was used 
It maintained the lists for the direct 
mail activity, compiling them from 
the yellow pages of the telephone 
directory (covering all customers 
potential and actual), and addressing 
the envelopes Havens made up its 
list from ledger cards already on file 
then sent them to the agency, which 
compared its own with Havens’ and 
eliminated any duplications 

The folders were mailed on Mon 
day and Tuesday, just a few days 
before the firm started it trek across 
the city 
e In Business—“The whole thing 
was considered impossible,” exclaims 
Perlee, with a smile. “But we did it 
with a minimum of confusion, using 


architects plans and a few strategical 
ly placed men to handle both sides 
of the move. We waited until the 
traffic had subsided on Friday night 
and then began. It lasted till Sunday 
night. Monday morning we were here 


shining like a brand new copper 
penny, as though we had been here 
for years. Cooperation, savvy and 
sheer good fortune made everything 
work out just the way we wanted it.” 
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They 


both 
know 


the 
best 





buy 
in 


Ascuvare APES 


FRICTION .... RUBBER .... PLASTIC 


for our latest catalog describing details 


ACCURATE MANUFACTURING COMPANY 
Gartield, New Jersey 





No. 420 


CHAN wey LOCK 


Hundreds of thousands of tool users 


buy - a every year... 


NEE A ADS Ss Ne 
\ WAV > 
VV 


D0 THEY 
BUY IT FROM 


YOU ! 





Every year, hundreds of 
thousands of tool users... 
including your customers... 
lay their money on the line for 
the Channellock No. 420. They 
say no other plier does so many 
jobs so well. That’s why it will 
pay you to stock it. . . catalog 

. display it up front. You'll 
like the fast turnover and the 
extra profits of America’s 
fastest selling plier. Send for 
our new catalog. 


CHAMPION DeARMENT , 
TOOL COMPANY MEADVILLE, PENNSYLVANIA Y\ 


IT’S EASIER TO STOCK JUST ONE LINE OF PLIERS 


4 - : 
g , i, 4 


; g 4d 7 W 
fj Y / 7 7) 
‘a J AS Sie ded 


IT’S PROFIT-WISE TO STOCK THE GENUINE CHANNELLOCK LINE 


1984 .. 


Continued from page 21 

maps we use now so you will be able 
to find your way when driving your 
car by dial (manually steering 
wheels will have disappeared by this 
time ) 

e You will be a deskless executive. 
Though secretaries will still be flesh 
and blood, they won't have to type oO! 
take dictation. The days of pencil 
pushing will be gone, and all that the 
secretary will have to know is which 
button to push 

e Telephone dials will disappear. 
When you want a specific number, all 
you'll do is talk into a device called an 
Audrey.” The image of your corres 
pondent will appear before you on a 
television screen. Before long you 
might not even have to talk your 
numbers into a device. Thinking will 
be all that’s necessary 

e Grass will grow on main street 
and pedestrian parks will spring up 
in shopping areas (all traffic will have 
been shooed underground). There will 
be moving sidewalks, plastic enclosed 
shopping centers, and magnetic cash 
cards that eliminate carrying cash, 
signing checks. and balancing ac 
counts 

Perhaps — there 


Decade Nationa 


NAED Reports 


Continued from page 74 

ment plan. Only a very few of the 
reasons for having a retirement plan 
have been cited here 
e No Law—lThere is no law com 
pelling a company to establish an em 
ployee retirement plan. Retirement 
planning is among the longest range 
business problems. Any short term 
advantage gained by starting (or 
imending) a plan will disappear 
quickly if it has not been designed 
to fit both the capacity of the com 
pany as well as the needs of the 
employees 

Any kind of retirement plan may 
become less than ideal if the em- 
ployer’s situation changes sub- 
stantially. Experts in the retirement 
planning field continually voice edu- 
cated and calculated opinions as to 
what the future may bring. However, 
the nation on the whole has quite a 
few years to go before the total effect 
of the various kinds of built-in old- 
age security plans really begins to 
exert itself. What is known is that 
employee retirement plans are here to 
stay. The pros and cons of the var 
ious kinds of plans and what the fu 
ture holds always will be argued. But 
the reasons for establishing and oper 
ating the plans will always be the 
Same 
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WHR x. 


~ 


ener n, 
ee ea 


Youngstown 
“Buckeye” 
conduit 


will help give 
lifetime wiring 
protection 
in his day 


THE 


YOUNGSTOWN 


SHEET AND TUBE COMPANY 








OIL-TIGHT and DUST-TIGHT 


ELECTRICAL celebrates sor 
MICHIGAN Litscher’s Whole- 


NCLOSURES =) en deggie 
niversary this year. 


Founded at 43 Market Street, S.W., 
MADE TO JIC AND a aa ~ ie in 1909, by Christian J. Litscher, the 
NEMA STANDARDS welded — | firm has operated at its present loca- 
umes tion, 507 Monroe Ave., N.W. since 
ollie ' y 
PP pe 1945. When Mr. Litscher died in 
mproves appearance 1949, his son Daniel joined his 
Cover screw clamp, mother in partnership in the firm. 
easy to operate, The elder Litscher began traveling 
has no | t : E E 
iii ee the west Michigan area for a Chicago 
hinge. Door is concern in 1900 at the age of 20. 
Faves | After establishing the local firm, he 
emovable | became nationally known through the 
R becam t lly k tk gh tk 
panel mounted on ; lectrical Whole > ‘ yc ) 
shouldered studs. SQM E ectr cal Wholesalers Association. 
The elder Litscher also founded the 
and reversible Litscher Lite Co., which manufac- 
blue print pocket | | | tured a wet cell farm lighting plant 
between 1918 and 1922 
To call attention to their 50 years 
Neoprene gasket of service, the firm has had memo 


seals out oil, pads printed with their name and 
water, dust 








Removable 








anniversary statement on the cover 





Porter Acquires 
National Electric 


NEMA 12 PANEL NEW YORK—H. K. Porter Co., 
ENCLOSURES Inc., Pittsburgh, Pa. has acquired Na- 


tional Electric Products Corp., Am- 
bridge, Pa., and its subsidiary, Nepco 
of Canada, Ltd., Woodstock, Ontario. 
r. M. Evans, Porter Co. chairman 
made the announcement 
Evans said the acquisition was 
made through the issuance of $15 
million of Porter 5'2 cumulative 
sinking fund preference stock of Na 
tional Electric. The Porter preferred 
is a portion of the $25 million author- 
ized late in 1958, of which about $7 
million was used to complete the 
Stocked and sold by leading acquisition of the Thermoid Co 
electrical distributors National Electric will operate as a 
division of Porter and “will add to 


These handsome units are ideal for housing 
electrical controls, terminal strips and control 
instruments. Strong, rigid, welded 
construction, Neoprene gasket on door 
protects against dust, dirt, oil, water. No 
knockouts or screw holes. Units are frequently 
used in purged or pressurized systems for 
installation in flammable or dust-laden 
atmospheres. Standard stock sizes, one door 
and two door units. Fast delivery. Made of 10, 
12 and 14 gauge sheet steel. White baked 
enamel interior, gray prime coat exterior. 


OES ss See , 
4 our electrical equipment lines—some 


ee thing we want to build up,” Evans 
NEW STANDARD @ @ opus. S stated 
© © .9) Button Je 
CONTROL CONSOLES @ oe Sones awe >, , , 
Designed especially for industrial ee Ot aad dua- y Distributors to Get 


use, these cabinets offer the same tight. 14 gauge Welded seams, ‘i ™ 
oil-tight and dust tight advantages sheet steel. 38 sizes no knockouts or : Conduit Demonstrations 
that feature “Hoffman” enclosures n 4 types—Standard screw holes. 8 sizes. Ww 
Our standard 14 gauge steel units Extra Deep, Slim, and Pendent Gasketed cover. 14 gouge ea . 
and¢ gaug Be eS geese ey ep pee y hos cask: doar Ganannan CHICAGO Iwo mobile vans 
shipped from stoc k, save you design hbutt f any mok finish. P | tional | ’ y | ) | ) j 
expense and delivery time. Sloping Pee ee eae ee new fol ringing GOOor to-door demonstra 
control panel is removable so you . tions on handling aluminum conduit 


oles fo hbutt t 
can drill holes for pushbuttons, etc. ; : to distributors, electrical contractors 











panel as well as handy writing desk SECTIONAL Send for catalog with 


can be added if desired, All units | wmeway ceatiee innate: ee special meetings have been placed in 
have interior sub-panels. All doors |p, orects electrical wiring : : operation by the Kaiser Aluminum & 
STEP Rion ore sen tena foncuzemcer_Canaed | our line. We also build | Chemical Sales, Inc. The demonstra- 
to your specifications J: — ge with rt oe oe to cus tion trucks are equipped with all tools 

ea peciications. and supplies necessary for cutting, 


; bending and threading aluminum rigid 

Aoffman conduit in standard sizes ranging from 
'4-in. through 6-in 

ENGINEERING CORPORATION e Seventy-Five Percent “The 


Dept. EW-94, ANOKA, MINNESOTA, Phone HArrison 1-2240 Continued on page 134 


An additional upright instrument ( utilities, plant electrical groups and 
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_|\/\_ THE ORIGINAL 
INDENTER FITTINGS 


Over 25 Years of Proven Performance 





BRIEGE 


& Protruding rounded red plast 
lip of bushing prevents cutting 
rte 


of insulation—eliminates she 


€} Full thread screws into all con- 
duit fittings. Lip of RED THROAT 


bushing protects thread from damage 


Deep dished eight pronged lock 
nut is easier to drive on-—screws 
flush to shoulder and digs into metal 
of box for vibration proof positive 


ground. 


€3 Two Quick squeezes with The 
Briegel Indenter and BM All 
Steel Indenter Fittings are set forever. 


Metal is pressed into metal for perma 


nent installation and positive ground 


{EW POCKET SIZE INDENTERS 


Just 10 long, these new patented 
auilelal-lalMnlel4 4-1¢ ial ol tT aa) compound leverage indenters 
1g jres smooth burr only plier size. Lighter to 


easier to use—the leverage 
work. No. 607 for '2 
for %” fittings 


1 7 | METHOD TOOL COMPANY 


free 1 yceway for easy 


fishing. No extra work 


GALVA, ILLINOIS 


All B-M Indenter Fittings are U.L. Approved as 
concrete-tight and for general use (File Card E10863 
Also comply With Federal Specifications W-F-406 
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for all Service Masts— 


Fit iny 1'4 to 2 pipe 
ONE ITEM TO STOCK 
Copper-bail reinforced insulator 
l tronger, with extra arge 
Kceed IS K | 
holder pecification 
No l¢ ) » Pel ready 


1Ze pipe 


wire 
hole ce 


wire- 


to install 


] 


Ket 


lling, installation. 


d rigidly to brac 


from 1%" to 22" pipe size 


Slotted back bar permits instal 
lation without removing nuts 

All steel parts are heavy gauge, 
hot dip 


galvanized before as 
sembly. 

Neat; trim, and compact for 
attractive installation. 


Write for complete details 


Conduit . 
Continue 


vehicles are | ng operated by spe 


cialists who are qualified to give 
complete instructions on the best in 
procedures for aluminum 
stated Gillette N 


promotion and 


Stallations 
rigid conduit,’ 


Houck, 


technical 


manager ol 

ae velopment for the com 
pany s electrical conductor div The 
first two of these vans are serving in 
an area covering 12 eastern and mid 
western states. Commenting on the 
market, Houck declared that “we 
expect command as 
much as 75 of the conduit market 
hy 1965 


aluminum to 


Graybar Moving 
Offices to Raleigh 


DURHAM, N.«< Offices of the 
Graybar Electric Co. will be moved 
to Raleigh. North Carolina when the 
company’s new building there is com- 
pleted. The new structure, at last re 
finished M. (¢ 
er said that the com 


port was almost 
Shorey, mat 
pany has not yet made a decision on 
the clos ng I the Na ehouse facilities 
We might.” he stated 
places. Here and in 


ll move, how 
evel he lded nd the building in 
Raleigh will b vice the size of his 
inade 


pal king 


one het icilities here are 
quate ind We ecd more 
Space 
If the Durham branch 
will | ub-branch under the 


Raleigh office n land I Raleigh 


WalS bo 


s kept open 


Two Distributors 
Elected to NAED 


NEW YORK—The Turner Suppl 
Co Mobile \ id the Savasta 
Electric S Ip] I oO I San Carlos 
Calif.. h re elected to member! 
ship in tl hare) ssociation of! 
Electric tributors vasta Elec 
tric recent pen branch in San 
Jose, ¢ 


Standard on Quick 
Connects Developed 
NEW 


YORK—Quick connect te! 
minals m no lon hy 


imong the 
industry s problen nidren iccord 
ing to nt report om ti Na 
tional El 

ciation 

issued 

Control 

calls fo 
to hy 

manutactu 

such 

ing¢ oon conditioners and 


itinued on page 136 
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EFFICIENCY IS HIGH 
WHEN THE TOOLISA 


“The Tools You Swear By... Never At!” 


5\-B i], 


. RATCHET PIPE 
THREADER 


FEATURES 
<\'j> JAM PROOF 
<j» AUTOMATIC “kick-out” hand or power 
<j» MANUAL “kick-out” for short threads 


Easiest and fastest pipe threader on the market today. Get 


a demonstration and you will see why NYE is the best. 


Av FOUR POINT” BALL BEARING 
vy KNOCKOUT PUNCHES 


Cuts clean’ burr- 
less holes, fast 
Coarse thread on 
screw drive (12) 
against (24) less 
ens cutting opera 


tion by 50% 


HYDRAULIC a 


@ SEE YOUR JOBBER 
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COMBINATION 
VISE STANDS 


Base designed sO yoke Vise 
parts (14” to 2144”) can 
be replaced by chain vise 
parts ('4" to 4"), or vice 


versa. 


@ SEE YOUR JOBBER 


NEW HEAVY DUTY 
SELF LOCKING 


Long Jaw Vises . .. a NYE 
origination. All yoke type vises 
have a pipe rest and benders 


on base. Sizes ly to 414 
@ SEE YOUR JOBBER 


’ ini fr cr r 
RIPLEX SOLID | 


Excellent for hand or 
power threading. Sup- 
plied in two combina- 
tions: °, to %" and 
lf,’ ter. 


CONDUIT 
@ SEE YOUR JOBBER 


NYE TRIAD STO 


Can be furnished 
for Conduit or Pipe 
Threads Ve" to 

Va and Ve 

to 14 Exclu 

sive with NYE 

the SKIP TOOTH 
die 


4122 Fullerton Avenue, Chicago 39, Illinois 





INDIVIDUAL PROTECTION STATIONS 


SAFELETS 


now available with a wide variety of 
receptacles and circuit breaker ratings 


The Heinemann Safelet is a compact unit that neatly com- 
bines circuit-breaker safety with plug-in convenience. It has 
hundreds of applications, can be used for the individual pro- 
tection of power tools, fractional horsepower motors and 
almost all general appliances 


Now you can have the Safelet with any of a large number 
ol receptacles, single and duplex, in twist-lock, polarized, a 
lot and other styles. 

And now you can have a wide choice of circuit breaker 
ratings: from 6 to 50 amperes, at the most commonly used 
i-c and d-c voltage: 

The Safelet enclosure is made of 16-gauge steel with an 
attractive grey hammertone finish. Units are available for 
either flush or surface mounting 

Of course, the circuit breakers used are Heinemann 
breakers . . . long accepted by the electrical industry as the 
tandard of performance 


For full deta l , SE nd tor Bullet il 1000 








ELECTRIC COMPANY 


152 Plum Street Trenton 2, N. J 


Quick Connects... 
Continued from page 134 

other heating and cooling equipment 
in which automatic temperature con 
trols are used that such terminals will 
provide positive connection 

In the past, both UL laboratories 
and industry have questioned this type 
of terminal because its use often re 
sulted in poor connections and cus 
tomer dissatisfactions 

Standardization of the terminals is 
expected to make them more readily 
acceptable to UL and the industry 
Another advantage listed is elimina 
tion of confusion and undue expense 
experienced by suppliers and_ users 
of quick connect terminals—since 
they now can gear their production 
lines to incorporate a product manu- 
factured in accordance with NEMA 
standards 


Montreal Distributor 
Co. Changes Hands 
MONTREAI Dudley N. Men 


dels, president and owner of Ideal 
Electric Inc. Montreal, has announced 
the sale of the company to Lucien 
Grandmont for an undisclosed 


amount 


Institutional 
Building to Soar 
NI W YORK According to a 


recent report, institutional building 
will soar over recent levels within 
the next ten vears 

This, states the report, can be trans 
lated into an ever growing number 
of wiring sales for the electrical in- 
dustry during the coming decades. 

Here is the breakdown by cate 
gory, of expenditures, actual and po 
tential, in billions of dollars as pre 
sented by Architectural Forum maga 


Zine 


I ype of Strt 


Government 
Recreatio 
Schools 
Hospital 
Churches 
Miscellaneo 


NEMA Sponsors 
Housewares Party 

NEW YORK Nineteen |} lectric 
Housewares manufacturers displayed 
new and improved °59 wares at an 
annual Valentine’s Day press) party 
sponsored by the National Electrical 
Manufacturers Association, Electric 
housewares section 


The event was to serve as a re 


minder that housewares are the perfect 
gift on Valentine's Day, or on any 
other gift giving occasion. Also there: 


radio and TV groups 
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TWICE AS FAST 


to zoom your tool sales 


Here’s something new and power-loaded to talk 
about ... to boost your tool sales! It’s Black- 
hawk’s P-550 electric-hydraulic pump — the 
all-new standout profit leader. Whether you 
call on plant electricians or large and small con 
tractors, you can prove this new work horse 
delivers more usable power — faster to cut their 
bending time up to 50%! Tell them how new 
P-550 speeds ram plunger approach to load 
twice as fast — with twice the speed under load 
of any other portable electric-hydraulic pump. 
No need for operator to back off while bending 
because only the P-550 starts safely under full 
load! 

To clinch more orders for more big profits 
from the new construction rush, get aboard the 
Blackhawk Try-Before-You-Buy pump and 
bender demonstration program outlined below. 


NEW 
P-550 2-speed portable, 
electric-hydraulic pump. 


Here’s how to 
make the “TRY- 
BEFORE-YOU-BUY”’ 
Demonstration 
plan pay off! 


Get programmed right now! Call the Blackhawk man fo. 


— 
' a» 

facts, demonstration units, direct mail pieces and special sales a 
helps. Learn how you can let your customers actually see on < 
the job how much time they can save with the new P-550 pump e i 
IMPORTANT: HOW YOU WRAP UP THE DEAL! No big ? Ps 
investment required! Special new interest-free extended terms . 2) 
enable you to offer customers up to 6 months to pay for the SS 


bender out of the profits they make. Phone or wire for full 
programming details today. 


“World's Largest Manufacturer of Hydraulit 


<> BLACKHAWK: 


BLACKHAWK MFG. CO., Dept. H-4439 Milwaukee 46, Wis. 


Leo Ne 
EE iad Fo 
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New U.S. Forecast 


HE GOVERNMENT PLANS to 
introduce next year an important 
new program that would give business 
men a clearer picture on the short 


term trend of sales and inventories 
an ' Wholesaler Included 
. 
The new program would produce 
the broadest measure devised so far 
for gauging the short-term business 


outlook through a survey conducted 
semiannually among manufacturers 


on their sales-inventory anticipations 
exe Eventually (but probably not next 
| year) the idea is to include similar 


surveys among wholesalers and _ re- 


tailers as well. 

The manutacturer’s survey would 
be conducted every six months by the 
Commerce Dep irtment and would 
cover forecasts for th oming SIX 


months 

e National Economic F orecast— 
It would be comparable to anticipa 
tion surveys now made in four other 
areas consume! spending business 
men’s capital plant and equipment 
outlays; employer hiring plans and 


construction outlays 


WEBER 


' 
< r 


SHOWCASE AND FIXTURE CO., INC., 


inge anufacturer of retrgerated 


Desirability of adding an inventory 


j 
lisp 


lay « and market equipment 
he wes ( re an extremely 4 sales lookahead to the above list ts 


ti 
new aie Obvious. Each of the other present 
surveys cover Only one portion of the 
business sector nd trom these, pro 
jections are made on what the out 
look is for the entire economy 

But an inventory-sales poll among 
manufacturers, wholesalers and re 
tailers would embrace most of the 
business sector ind produce the 
closest thing yet to a periodic national 
economic forecast, one made by the 
people actually engaged in business 
pursuits. 

e Tests Going On—The Commerce 
Dept. already has conducted two test 
Surveys imong manufacturers and 
presently 1S engaged in a third. While 
the testing still is in the experimental 
rHIs Stage and further refinements may 
be necessary, preliminary results bear 
out the feasibility of such surveys 

In the second survey, which in- 
troduced some improvements over the 
first, manufacturers were off about 
one percent on their sales forecasts 
and two per cent on inventory antici 
pations. 

In general, the manufacturers tend 
ed to underestimate the drop in both 
their inventories and sales when the 
economy was going into a downturn 
and to overestimate slightly when the 
economy was headed upwards 

[he surveys currently are being 


conducted among 1,500 of the majo! 


TERN INSULATED WIRE CO. manufacturing firms, and 500 smaller 


companies. Hopes are to expand cov- 


Continued on page 140 
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FOR SAFETY'S SAKE, 
VACU-BREAK POWER 


Here are some 
BullDog Power 

Break 
performance 


basic facts why 
Panels with Vacu- 


units are tops in safety and 
Vacu-Break desi! 
minimizes destructive a1 


contacts are housed in 


chambers that extinguish 


immediately. Result: maxin 


Safety 


virtually no pittin 
burning of contacts ... min 


Vacu-Break 
“quick make, 


maintenance. 
units 

break” 
mechanism. Contacts are 
attached to operating handle. No 


are 
with an interlocking 


j P 
aIFeCi 


tricky toggles o1 springs You get 
And 
when the handle is in OFF position, 


positive, safe switching always 


you know the switch is off! 


Phe Clampmatic design provides 
clamped-pressure switching con 


ne 
¥ 





mee agi 


oS 


ee 


) Bea ibe 
i SL 











BUY 
PANELS 


tacts to prevent overheating at these 
points. Needless heat 
eas are eliminated because there 


are no hinged 


venerating 
Current Carrying 
and all conductors are 


BullDog 


thstand severe 


parts 


silvered switches also 

fault currents. In 

standard BullDog 
\mp-Traps 


LOO.OO0-ay 


recent tests 
switches with 
subjected to a 


circuit current. The 


damage d! 
| O! 
performance — sel 


Break Power P: 


and 


BullDog Vacu- 


Safety s sake 


BULLDOG ELECTRIC PRODUCTS DIVISION 
I-T-E CIRCUIT BREAKER COMPANY 
BOX 177 ¢ DETROIT 32, MICHIGAN 


U.S. Forecast . 


W h fj d | M a | Continued from page. 138 
atc ego its an Sa es GROW wit erage of the smaller firms eventually 
by several thousand to give a better 
picture. 
The program still has to be offi- 
cially approved, but as of now, it is 
tentatively scheduled to be made a 
MASONRY ANCHORING PRODUCTS regular part of Commerce operations 
some time after mid-1959 
It is not contended that the surveys 
will prove 100 per cent accurate 
[his is not what is intended. But such 
Actual sales figures for an average-size distributor pools would give a guide to what lies 
selected at random show how RAWL policies help him ahead as viewed bv businessmen 
sell more RAWL products year after year. And six other 
RAWL distributors in the same city are doing as well 
experience typical of the growth you can expect when 11 Electric Range 


you handle RAWL products 
Makers Set Up Center 


NEW YORK—From the National 
Electrical Manufacturers Association, 
comes the news that eleven electric 


themselves 


range manufacturers have announced 
foundation of a national communica- 


CONFWN SWS ANAK ONAWY 
OWOMSPPWUUORKNK NNR AND 
NOKVVIADONWANYUNKADN 


© 


tions center to educate the consumer 
on the superiority of electric cooking 
Ihe big theme of the initial program 
is, “The Big Change is to the Electric 
Range.’ 

@ Added Promotion—In addition to 


magazine, newspaper, radio-television 





outlets, the center will assist home 
economics teachers and other pro 
fessional home economists. Also on 
tap are statistical reports, brochures 
and display banners 
e NEMA Sponsor—The communica 
eae eeren tions center is sponsored by NEMA 
Ihe main objective of the program is 


to tell the story of electric cooking 


RAWL policies build distributor profits With | advantages. The program is directed 


chiefly at communications and educa 


PROMOTION tional leaders—and is concerned more 


with spreading industry-wide infor 


to pre-sell your customers mation about electric cooking rathet 


than representing ndividual com 


Distributors sell more masonry anchoring panies 


products...with less effort...for greater profit Canada Pushing 


when they sell RAWL, the world’s most ° 
highly regarded, most heavily promoted line LBE, Electric Heat 
ONTARIO Several promotional 


ADVERTISING reminds your customers that programs in aid of the electrical in 
there's a time-tested RAWL product for every dustry are in full swing. According to 
masonry anchoring job. PROMOTION pieces the Electric Service League of Ontario, 
with your imprint work hard to sell RAWL outstanding among these programs 1s 
products, make you the man to see for Live Better Electrically now being 

asonry anchoring information and supplies, carried on vigorously by Ontario Hy 
bring customers in ready to buy. PUBLICITY dro. The organization states that the 
backs up the selling story with news of RAWL's creation of a new organization whose 


hiec " , t > eased > yf 
continuing leadership in masonry anchoring objective is the increased sale < 


power to domestic users will undoubt 


Build profitable sales with the products that edly result in a greater demand for 
hard-hitting advertising, promotion, and pub- electrical equipment of all kinds 


ty keep your customers asking for...RAWL. e Electrical Heating—The promotion 
of electric space heating is creating a 





steadily growing interest among build 

ers with the result that meetings are 

, being held in various Ontario centers 
THE RAWLPLUG COMPANY, INC at which many advantages of electri 
cal heating are being discussed. Over 

202 Petersville Road, New Rochelle, N. Y. seas, a Similar series began in London 





ELECTRICAL WHOLESALING—March, 1959 

















Bes* a ee - 
—— es, 
——— =. 
= = 
x gee SURFACE SUSPENSION 
‘ 
Ver 
. LY J 
Ld me ti 
pus , 
a 





ROD HANGER SUSPENSION 
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HAT SECTION SUSPENSION WITH ROLLER HANGER 
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HAT SECTION SUSPENSION WITH FIXED HANGER 








OFFER A CHOICE... 
UNIVERSAL LIGHTING DUCT HAS 
5 METHODS OF SUSPENSION! 


nxture C 


y9oblem with Bull twist-out plug 


versal Lighting Duct. The pr repositioned at any point 
standardized duct is amaz available for direct fixtu 
to assemble and offers a or will take a standard 
ve different suspensior Ihe duct both feeds and 
either the 20-amp or 50 tures can be « 


Ip ratings. One or a combination of ghting needs change 


in? 


these methods will adapt to any struc 
t Your 


customers will 
ture ind meet an installation ' 
: 66 ii Lighting Duct is less c 


qd ement Quickly and economica 


continuous electrica t- , BULLDOG ELECTRIC PRODUCTS DIVISION 
) conductors running the entire , I-T-E CIRCUIT BREAKER COMPANY 


the duct. Duct sections tel 

, BOX 177 ¢ DETROIT 32, MICHIGAN 
ther mechanically and 

rupling. Light In C sda: 80 Clayson Ril, Tor 


} 
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NEW Tool and NEW Display... Increase Sales! 





i LYNN * 
Solderless Terminal 

- Display 
& 


With the NEW § 
1902 Bolt Cutter 
Everyone Wants! 


\C ©. 

e This new display makes it easy for 7 ie 
you to sell popular LYNN “C” PAKS | . 
(100 terminals to the pak). Special oN = , 
= 


Cuts bolts and machine screws, 





electrical assortment gives you all 





aa fast-selling numbers at a cuts and strips wire, 
rae é , w ; 
ct y real profit! crimps terminals! 
y » 2 & r 


- or 
<tc. @ FREE SAMPLE CARD —Terminal display card mailed promptly 
<i without charge if requested on your letterhead. 


VACO PRODUCTS CO., 317 E. Ontario St., Chicago 11, Ill. 


In Canada: Atlas Radio Corp., Toronto 19 


call Ps } 
oo THIN S 


new lighted 


<~ HG 


TOTALLY ENCLOSED % 


DISPLAY DEAL NO. 11 dramatically ® for 
introduces the new lighted ‘‘mite,”’ 


with FREE transformer ready to plug electric < “ae 
in and light up for demonstration. ringing 
includes stock tray and 10 pieces 


assorted backup stock. 
Total List Price $14.10 push bells 


button chimes 


The standard %” flush, midget push button engineered 

with a miniature electric bulb that stays lit for years. Re- 

places all push buttons of this type, with or without plates. 
NO SPECIAL WIRING REQUIRED 


No. 455 6-16 volt $1.25 
LIST PRICES io. 456 24 voit $1.60 
ae em (08 ee POLISHED BRASS OR CHROMIUM FINISH 


Write for Full Color Brocht 


Trine Manufacturing Corporation, ican Faris Pace, New York 6, W. . 











Four New 
Members for NEMA 


NEW YORK Four additional 
companies have been added to the 
membership rolls of the National 
Electrical Manufacturers Association 
They are 

Electrolux Corp., Old Greenwich, 
Conn., affiliated with the Motor and 
Generator section—Robert Weeks. Jr.. 
assistant chief engineer, voting rep- 
resentative 

Philadelphia Insulated Wire Co., 
Philadelphia, Pa., affiliated with the 
Wire and Cable section—J. J. Dowl- 
ing, president, voting representative 

Industrial Electronics Co., Inc., 
Monitor Controller div., Rockland, 
Mass., affiliated with Industrial Con- 
trol section—R. J. Quinn, Jr., vice 
president, voting representative 

Reynolds Metals Co., Richmond, 
Va., Arc Welding and Wire and Cable 
sections—Walter M. Franklin, direc- 
tor, Electrical Markets Sales, voting 


representative 


90 Deg Limit on 
Ballast Temp.: Why? 


United Laboratories Standards es- 
tablish a top limit of 90-deg C. meas- 
ured at the “hot spot” on the case and 
CBM specifications recommend that 
ballasts in service not exceed that 
value 

Why 90-deg? Is it a figure picked 
out of the air or has it some plausible 
basis? Ul was asked this question 
recently. Here’s the answer they gave 

After long and costly experience 
it has been found that objects in con- 


tact with or in close proximity to 


wood and similar substances cannot 
exceed 9O-deg (¢ without danger of 
combustion. This applies not only to 
ballasts, but to many other heat 
creating devices and 1s i standard 
which will always stay in effect 


Electric Heat Featured 
Throughout Gov. Project 

OREGON—The Kingsley Air Force 
Base Military Housing Project will be 
among the first of the large military 
projects of this sort to feature electric 
heating throughout 

Basic construction problems and 
costs, normally complicated by the 
heating system are said to have been 
held at a minimum through planning 


board heat from the 


for electric base 
start. Over three-thousand individual 
electric heaters will be utilized, there 
are 340 homes in the project, and the 
job is scheduled for completion early 
this spring 

Opinion is now that electric heat 


will be a fierce competitor for not 


only the individual homeowner's busi 
ness, but f the large private and 
rmovernment tract dev loy ment 
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BECAUSE EASY WIRING SAVES INSTALLATION TIME AND MONEY 
. . . }wo All-New RODALE Receptacles* With Back Wiring! 





Grounded Duplex Receptacle 


... with “break-off” feature 
FOR TWO SEPARATE CIRCUITS 


Convenient “break-off’” between line 
terminals permits two-circuit installation 
—allows for switch control of one out- 
let, if desired. Rated 15A-125V. 
* SPECIFICATION GRADE — meets Fed- 
eral Specifications — No. WR-00151b 
* Plaster ears with convenient break- 
off type washers 
* Takes 414, #12, #10 wire 
* Can be used with 2-wire regular or 
polarized caps 


FOR ALL 115V-125V EQUIPMENT 


lighting, etc. 


portable power toois 





Both Feature BACK WIRING 
for quick, simple installation 


G 


2 Green Hexagonal Grounding 
Screws—for wiring convenience 





Sold only through electrical wholesalers. 


For further information on #872, 


vNo 


ae A ee 


or the complete line, write Rodale direct. 
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Grounded Combination 
Receptacle 


ONE UNIT FOR TWO PIECES 
of Electrical Equipment Needing 
TWO DIFFERENT VOLTAGES 
One receptacle supplies power 
both for a piece of 125V equip- 
ment (such as a power drill) and 
for a piece of 250V equipment 
(an air conditioner, for example). 
Saves the need for a second box. 


* Takes 414, «12, «10 wire 


* Plaster ears with convenient 
break-off type washers 


© 125V receptacle can be used 
with 2-wire regular or polarized 


caps 


UL) ) | Whe 


*2 more reasons why you'll find . . . 
RODALE HAS A COMPLETE LINE OF WIRING DEVICES 


For Just About Any Job 


S 
G ~ manufacturing co.. inc. 
/ Rodale dept. W3. emmacs.’ pa. 
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MANUFACTURERS EXPANSIONS 





CHARLOTTE, N.C. The I-T-E 
Circuit Breaker Co., Philadelphia, has 
opened a new district office in Char- 
AS WITH REGU LAR / lotte, N.C. to consolidate sales in 
j North and South Carolina. The new 
FLEXIBLE CONDUIT 7 f office replaces the company’s S.C. 

y office in Columbia. It also takes over 
sales handled by E. H. Gilliam Co., 
manufacturers representative in Char- 
lotte. John W. Harwood is the district 
manager of the new office. 


AS RIGID = 
S abba : DETROIT—The Clark Controller Co. 
Cc Oo N DU IT << Ad has established a Detroit district office 


It will serve the Detroit territory in- 
C- —— [- cluding the lower peninsula of Michi- 
mow 
at 

SAN FRANCISCO The first 

EXTRUDED POLYVINYL JACKET MOLDED week in April, the I-T-E Circuit 


gan and the Toledo area of Ohio 
TO GALVANIZED FLEXIBLE CONDUIT Breaker Co., Philadelphia, Pa. will 


Manager of the new office is Joe L 
open a combination district sales 











Whitley 


Complete protection against any and all con- Type LT JIC Approved 
Type LA office and warehouse locations in San 


: Underwriters’ Approved Francisco to be housed under one 
corrosive atmospheres. Installed in minutes. No . 


tamination—impervious to water, oils, chemicals 


roof, and will provide more space 


more “downtime” due to wiring shorts or burn- Write for free 


sand for more stock and more lines 
outs, no more period wiring replacements liscounts 


ELECTRI-FLEX COMPANY 


x eo) P.O. BOX 128-A + ROSELLE, ILLINOIS : Tex. Albert B. Goodall is regional 
sales manager for the company. Don 
Nesbitt, regional “ServiCenter” su 


pervisor, will have charge of servicing 
Texas, New Mexico, Oklahoma, Ar 


SAFETY SWITCHES SERVICE EQUIPMENT kansas, and Louisiana 


DALLAS—tThe A. B. Chance Co., 


has opened a service center in Dallas 





ane 





Ne ad 








That Meet the New NEMA Standards A Fusible Device for Every Need BIRMINGHAM, ALA. The crea 
KNIFE BLADE INDUSTIAL DRYER — RANGE — WATER HEATER tion of a Special Products Div. at the 
FUSIBLE AND NOT FUSIBLE HEATING PANELS — AIR CONDITIONERS Anderson Electric Corp., Birmingham 

- escent Ala., has been announced. The di 

30 30 vision manager will be W. N. Davis 

TO TO son. The function of the new division 

1200 200 ‘ will be to pioneer the commercial de 


velopment of new and varied electrical 


B + products for use by industry, electrical 
L equipment manufacturers and govern 


AMPERES AMPERES 





ment agencies 





LOS ANGELES BullDog Electric 
Products has purchased a_ two-acre 
lot in the Los Angeles central manu- 
facturing district. Plans, still in the 
242" x 2%" AND ; discussion stage, are for a 48,000-sq 
a : re oe Ver: : ft plant to be started early this year 
8” x 8” 15 to 50 Amps. | , — 
IN aero PEOPLE IN THE NEWS 
GNETIC 
1 To & FooT Quick : ’ 
LENGTHS MAKE & BREAK : H. R. Hemmings is now purchasing 


Tt) > ” agent, General Electric Supply Co., 
WIRING TROUGHS E-Z-RED oe 


Bridgeport, Conn will report to 

With Knockouts and Without CIRCUIT BREAKERS C. K. Skinner, manager-materials 

A COMPLETE LINE OF FITTINGS INTERCHANGEABLE 
AND 


NON-INTERCHANGEABLE 



































Conrad Deutsch, formerly national 
sales manager for the Pyramid Instru- 
ment Corp., is the new president of 


We \"/ ADSWORTH Cbechtie the Neuburg Sales Service Inc. 


MFG CO. IN William F. Zarbaugh has been ap 
COVINGTON. KENTUCKY pointed vice president-sales for the 
Steel-Duct Co., Youngstown, Ohio 
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of the four major brands of lamps... 
CHAMPION stands out for 





Champion balances 
e LAMP EFFICIENCY 
e@ LAMP COST 
@ LAMP LIFE 
e LUMEN MAINTENANCE 


to give you the most value in 
e POWER COST 
e LABOR COST 
e LAMP COST 


which means 
e THE MOST LIGHT FOR 
YOUR MONEY 











It's the overa t of light that 
when your istomer idge 
lamp 

Champion entifically determine 
the balance of lam; t t hat 
pives the most light f t 
cost labor st nd mM 

Proved value mear isting itisfa 
tion for Champion lam 
an invaluable sale isset for Champ 


Distributors. 


[PION 


Mam ips 





CHAMPION LAMP WORKS Lynn, Massachusetts 
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LIFT Big Reels 
Easier, SAFER 


with the 
HYKON 
REELIFT 









One man 





easily lifts 
1,000 Ib. reel 


» heavy reel of 1 0 ft. 500,000 
CMC i ’ + ninutes—ready to pull cable fast 
2 eel ily m ed 
‘ , " Re $ 
than any K e 'u 
™ 
VEW FREE (¢ y ay 


MANUFACTURING (0. 
Mt. Union Station 
Alliance, Ohio 








STRINGER 
SAFETY EQUIP. 


We can handle your orders for 


1. White Rubber Gloves 


La 


Salisbury Linemen’s 
Rubber Protective Equip 


Kunz Leather Gloves 


Brooks & Miller 
Adjustable Climber: 


— 


5. Chippewa & Herma 
Linemen Boots 


6. Linemen Flare: 

1. Danger Signs 

8. Davis First Aid 
Equipment 

9. Carhartt Linemer 
Overalls 

10. Stringer Linemen 
Equipment 


Sold through the electrical 


wholesaler—attractive discounts 


wa 


UTILITIES SAFETY SUP. CO. INC. 
LEE’S SUMMIT, MO. 
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formerly vice 


B. H. 


BOATNER, 


dent & general manager 


presi 


has succeeded 


the retired John F. Myers as president 
of the Wes inghouse Flectric Supply Co 
Mir. Boatner, a veteran of 30 years with 
Westinghou joined the company as a 
graduate student trainee in July of 1928 
In August of 32 he transferred to Wesco 
In 1942 he took a leave of absence as 
branch manager 1 lampa, as a leuter 
int in th Army Signal Corps. In 1945 
I it ul nacti I erve ‘ i 

Vid 1 1 i igned to Wesco 
ippar i p ol est district 
Henry C. &gerton is general man 
ier of BullDog Electric Products, 


div., Detroit, of I-T-E Circuit Breaker 
Co., Philadelphia. He 


held by 


assumes the 
William H. 


us Operating 


vosition formerly 
Frank, 

xecutive, but who will 
erve director 


who has retired 


continue to 


You'll be happy 
selling 


KNOPP 


Voltage Testers 





Patented Prod- ines 


More user-value at Less Cost— 
means more turnover for you at good 
profit margins 
@ Five Safety Features— 
Knopp Voltage Testers sell themselves 
@ Rugged, Reliable— 
build goodwill and repeat sales for you 
Tell if circuit is open or closed; magnitude 
of voltage between 110 and 600 a-c or d-c, 
pure or rectified; 25 or 60 cycles. 
Two models. Free Sales Aids. 
Write today for full detalis. 


KNOPP INC. 


Founded in 1928 by Otto A. Knopp under the 
name of Electrical Facilities Inc. 


Dept. A-12 1307 66th St., Oakland 8, Calif 








for right—tight connections 


careful chamfering 
and rigid inspection combine to give 
users completely satisfactory installa- 
tions. Conduit Couplings are hot-dipped 
galvanized or black enameled . . . are 
available in all sizes from '»” to 6”. Sizes 
1,” to 2” are conveniently packaged at 
no extra cost. Shipped promptly from 
factory or from one of ten strategically 
located warehouses. 


CONDUIT PIPE PRODUCTS CO., 


Accurate tapping, 





COLUMBUS, OHIO 







SOLD ONLY THROUGH WHOLESALERS 








We stock 
every conceivable 


type and size of 
ELECTRICAL WIRE 
and CABLE 


IMMEDIATE DELIVERY 
WRITE + WIRE + PHONE 





EASTERN ELECTRIC 


Sales Company 
3000 W. Columbia Ave. 
Phila. 21, Pa. 
POplar 9-0400 
TELETYPE: PH 913 
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H. G. Mac Leod is manager, lamp 
sales at Queens Plaza in the New 
York district, for the Graybar Electric 
Co., Inc. G. H. Booth manager, 
lamp sales at Graybar headquarters 
ma hak. m2. 


Is 


Earl B. Mathews was appointed to 
the newly created post of Salt Lake 
district sales manager for General 
Electric Supply Co. J. M. Stucki is 
apparatus specialist for the Salt Lake 
sales district. Formerly he 
ern Idaho representative 


was south 


Vincent F. Johnson has been pro 
moted to advertising and sales pro 
motion manager of the affiliated com 
panies, Cadillac Electric Supply Co., 

! and Ferguson Electronic Supply Co.., 
Detroit, Mich. Johnson has been with 


Cadillac for nine years 


Maurice Gerald Wright has been 
appointed general manager of Mce- 
Intosh Electric Supply Co., Beaumont 
Tex. Formerly he 
general manager in charge 
duction for the past two 
McIntosh Marine Service ¢ 


Jack Brody has 
representative for the Murray 
Co., Brooklyn, N.Y He 
the Chicago area. Before 
appointment, he represented 
the company for 5 years in the New 
England area 


assistant 
ot 


years 


had been 
pro- 
with 


oO 


been appointed 
sales 


Mfg. 


cove! 


will 


his 
recent 


n 


IN STOCK > 
Y2" to 6” sizes » 45° and 90 


BLACK ENAMELED = 
HOT DIP GALVANIZED 


Also available in wrought iron or oluminum 


1455 SPRING GARDEN AVE. 





PITTSBURGH 12, PA. 
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Flangeless Screw-Cover Lay-in 
Wireways and Fittings 









Flanged 





Hinged-Cover Wireways and Fittings 





Flangeless Hinged-Cover Lay-in 
Wireways and Fittings 


It pays to figure on 


KEYSTONE 


wiring installation equipment 


/ 





You name Key ic Here 

complete e ( | ring Sta 

equipn \ 

shapes and vs of Ul 1 i 

wuxiliar cab x j 

closu t 

Wha iT re 

Keys ckly p Type SC and FC 

( { 1s! Screw-Cover 
Pull Boxes 

In ‘ n 

dD i c 


Type A Hinged-Cover &Y 


Surface Cutout Boxes 





Single and Double Door 


Current Transformer Cabinets 





Type PF and PS Telephone Cabinets 





TALOGS f . 
memes ats) alle 
¥ 
EYSTONE MANUFACTURING COMPANY 4 
23328 Sherw 41 R i « Wa en MA b Jan 
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<x PRECISION 
UL’) Engineered 
Nei? Fittings 





“< 


(8 == 


ne | 
Ss 


- 
< 


Cw) 


a 


- 





M. STEPHENS 


Mfg. Inc. Los Angeles 11 
814 E. 29th St. ADams 1-9147 











DAY KEEPS THE 
DOCTOR AWAY 


GETS - A - LITE GUARD and 
GUIDE Offers 
in New, 


Quick, Easy 


Profits Untouched 


Market 


Simply slip GETS-A-LITE GUARD 
AND GUIDE over the fixture, as illus- 
trated 


Made of indestructible spring steel 
wire Nothing to break, get out of 
order or replace. Will last indefinitely. 


Once installed, GETS-A-LITE GUARD 
AND GUIDE is NEVER removed 


Nothing to unlock, fuss with or lock, 
when changing lamps. 
GETS-A-LITE GUARD 
actually steers lamp into 
abling maintenance man _ to 
lamp in 10 seconds! 


Available for 40 
fluorescent lamps 


AND GUIDE 
socket, en- 
change 
and 100 


watt watt 


GETS-A-LITE Company, Dept. EW-39 
3865 N. Milwaukee Ave., Chicage 41, Ill. 
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| 


| Stevenson, Detroit Edison Co 





Herbert G. Blumberg = executive 
vice president, Cadillac Electric Sup- 
ply Co., was elected president of the 
Electrical Association of Detroit. Also 
elected to hold office were: vice presi- 
dent G. F. Buschagen, electrical 
manufacturers representative; secre- 
tary J. D. Young, Westinghouse 
Electric Corp.; treasurer — H. R. 
Blum- 
berg, in addition to his new post—is 
also president of the Michigan Chap- 
ter, National Electronic Distributors 
Association, a member of the Mayor's 
Industrial Redevelopment Committee 
and chairman of the Commercial De- 
velopment sub-committee 


Richard J. Stamberger, Youngstown 
Sheet and Tube Co., Ohio, formerly 
assistant district sales manager in 
New York, became manager of the 
new trade relations dept. Robert W. 
Walling went from assistant man 
ager to manager of high strength 
sales, Youngstown. Roy A, Curl went 
from manager of sales promotion to 


manager of sales promotion and ad- 
vertising, Youngstown. Robert B. 
Davidson has been changed from 


Cleveland district sales office to assist 
ant manager of sales, in Youngstown 
Dean N._ Frederickson from 
Chicago district sales office to assist- 
ant manager of conduit sales, Youngs- 


goes 


town; Herbert L. Furse, from St 
Louis District sales manager to as- 
sistant) manager of line pipe sales, 


Oscar H. Reuter, from 
resident Louisville, Ky 

to assistant manager of standard pipe 
sales Youngstown Robert _iK. 
Stephens, Youngstown, carbon bar, 
rod and wire sales, has been changed 
to assistant manager of that depart- 
ment, Youngstown. William H. Stokes, 
formerly tin plate sales, went to as- 
manager of that department, 
Youngstown. Frank A. Anderson, 
from Chicago district sales office, has 


Youngstown; 
salesman, at 


sistant 


been appointed district sales manager 


at St. Louis. John C. Clark, New 
York district sales office, has been 
promoted to assistant district sales 


manager, New York. William E. Fen- 
der, Indianapolis district sales office, 
has been named assistant district sales 
manager, Indianapolis 


Jackson T. Isbell has retired from 
the A. B. Chance Co., Centralia, Mo., 
after completing 31 years of service 
on Dec. 31, 1958. He assistant 
to the president 


Edward H. Michaelsen has 
elected vice president of 


Dodge Copper Products Corp. 


Was 


been 
Phelps 


Raymond T. Leary, Cornell-Dub- 
lier Electric Corp., has been elected 
a vice president of the corporation 
Formerly he was sales manager, Dis- 
tributor div 





William H. Loeber, eastern re- 
gional manager, Westinghouse Electric 
Corp.’s Portable Appliance div., has 
been named marketing manager, elec- 
tric home heating dept. He will 
headquarter in N.Y.C., N.Y. John 
Raffin has been appointed manager, 
advertising and sales promotion, for 
the company’s Sturtevant div. W. M. 
Byrne has been named eastern re- 
gional sales manager for the Portable 
Appliance div. He will headquarter 
in N.Y. Dr. Patrick Conely was 
named manager of the Air-Arm div., 
Baltimore Md. Charles J. Moll, is 
regional manager, southwestern re- 
gion of the company’s Sturtevant div 
He is headquartered in Boston. 





Robert L. Kempton 


William L. Pierce has been ap- 
pointed southern regional manager for 
the Edwards Co., Inec., Norwalk, 
Conn. He will make his headquarters 
in Atlanta, Ga. Robert L. Kempton 


is now director of marketing 


W. A. Moss has been appointed a 
commercial vice president of the A. 
B. Chance Co., southeastern region 
He will headquarter in the company’s 
Atlanta office. Henry F. Jeanes, Jr. 
has been named southeastern regional 
manager. He the newly 
established company “ServiCenter” in 
Birmingham, Ala. Jack Curtright is 
now assistant to the president, 
marketing, and G. Mayne Daly has 


will go to 


vice 


been appointed manager, product 
planning dept., Centralia, Mo 
Frederick Keller, president’ of 
t 


Thomas Industries, Inc., is now 
dent of the company’s newly acquired 
subsidiary, Benjamin Electric Mfg. 
Co., Des Plaines, Ill. John G. Beam is 
executive vice president, (he is also 
executive vice president of Thomas), 
George A. Hamm is vice president, 
Arthur E. Swedenborg is vice presi 
dent in charge of sales. Other officers 
are: Ray H. Mathison, secretary (he 
Thomas), Robert 


presi- 


is also secretary of 


K. DiVall, treasurer 


Marcus J. Pennington has joined 
the technical sales staff of the Edwards 
Co., Inc., Norwalk, Conn. He will 
serve as technical products specialist 
in Ga., SA 
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SOLD ONLY THROUGH WHOLESALERS 





MINERALLAC 


STEEL 


Hangers -Clips-Straps 


Outlast! 


Minerallac Cable, Conduit and Messenger Hang- 
ers ore STEEL. Easier, quicker to install; permit 
speedy, compact wiring; economical. Also in Ever- 
dur Porcelain Insulating Bushings available 


Outserve! 





Jiffy STEEL Clips (Pipe-clamp) require only one 
screw, nail or bolt; rib-strengthened; for hanging 
pipe, conduit, BX cable, mounting coils, etc 
Millions in use 





Steel Straps for Messenger-cable services on outlet 
boxes; may be used in conjunction with hangers 


ORDER FROM YOUR ELECTRICAL WHOLESALER 


Send for Literature 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria Street, Chicago 7, Illinois 


MINERALLAC 
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of the 
Chelsea 


chairman 
Lighting, 


Julian J. Smith, 


board, Smithcraft 


Mass., was named president of the 
Electric Institute, Inc., of Boston, at 
| the Institute’s 14th Annual Dinner 
Meeting on Jan. 22 

Walter L. Haspedis is now vice 
| president, sales, Columbia Electric 
and Mfg. Co., Spokane, Wash. 





Edward M. Caferro is vice president 
of manufacturing and William A. 
Ware is vice president and controller. 


In the wholesale div., Milton Tsch- 


| ache is vice president, treasurer; Ed 


Ralph is vice president, manager of 
supply materials and William Bigelow 
is vice president and manager of the 


electronics dept. The promotions were 


brought about by expanded opera- 
tions 
Robert C. Gand has been named 


district manager of the Lighting div., 
ot Thomas Industries Inc., in Chicago, 
Ill 


Robert W. Chapponi, has been 
named assistant credit manager of the 


Iriangle Cable & Conduit Co., Inc., 


New Brunswick, N. J. He will visit 
company accounts and offer credit 
and related services on a_ personal 
basis. Rudolph Gerks has also been 


promoted to the position of assistant 
credit manager. He will 


internal credit procedures and super 


coordinate 


vise dept. personne! 


has been named 


John H. Schuler 


vice president and general manager ot 


Anderson Electric Corp., Birming 
ham, Ala 
Charles T. Wallace has been ap 


pointed ( hicago regional salesman 
ager tor Curtis Lighting, Inc., Chi 
cago, Ill. He succeeds Frank J. Bernd 
who has become general sales man 
ive! 


Ralph W. Rohrbach, regional vice 
president of NAED and chairman ot 
the San Diego Section, IES, assumed 


the position of president of the San 
Diego Electric Club. Rohrbach ts 
president of Pacific Wholesale Elec 
tric Co., San Diego 

Thomas G. Lewis has been ap 
pointed Purchasing agent for the 
Youngstown Sheet and Tube Co. 


William B. Seeman has been advanced 


to the position of group leader, buyer 


Henry Sobell 
New England district marketing man 
ager tor the Paragon Electric Co., 
Rivers, Wisc. He will be re 


for automotive 


has been appointed 


Iwo 
time 
market 


sponsible con 
trol 


ing in the New England area 


and synchronous motor 


Jules P. Goldsmith, marketing man 
ager, Royal Electric Corp., Pawtucket, 
R | 5 otfic ot 


vice president-marketing 


was elected to the new 








| 
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ANNUNCIATORS 





PROTECT 
VALUABLE 
EQUIPMENT 





keep it working! 


Costly breakdown of ive 
equipment in industrial plants, utilities 
and refineries can often be prevented by 
detecting trouble before it 
Abnormal conditions such as overheated 
bearings, low fuel level, or varying pres 
sures are detected through automati 


expens vital 


happens 


contactors. Auth Supervisory Annuncia 
tors visually indicate the source of the 
trouble and sound audible alarms. This 
is the best insurance against breakdowr 


Sprinkler alarm annunicators 
also available 





AUTH 
ELECTRIC COMPANY, INC. 
Dept. W-3 34-20 45th St 
long Island City 1, N. Y 








Please send more deta AUTH per 
visory Ar inciators 
Name Title 


Company 


Address 














Bae Fas 


AMIELS 


“Mnivettal 
HUMp seca 








e Essential for Electrical Men 


Another FIRST FOR THIEL IN THE NEW HUMP DRIVE 
NAIL-IT STRAP. THE HUMP HAS A STURDY HEAD 
TO INSURE EASY - DRIVE WITHOUT BENDING OR 
PULLING OUT. MADE OF #8 HEAVY WIRE. ZINC 
PLATING PREVENTS RUST 


PRPER PLATE FOR FP MBER'S — — AVAILABLE 


SOLD ONLY THRU LEADING ELACTRICAL WHOLESALERS 


HIEL 


OOL & ENGINEERING CO.,INC. 


1417 N. MARKET ST. LOUIS 6. MO 





conduit of columbus 





have 
clear channels 


CONDUIT PIPE PRODUCTS CO., 





COLUMBUS, OHIO 





SOLD ONLY bial telticl Me leds 7 tad b 


150 











Nicholas A, been ap 
pointed executive vice president of the 
Marcus Transformer Rahway, 


NJ 


Cruger 


nas 





Co., 


Morton S. Muller, has been named | 
president, Electrical Expansion, | 
Norbute Corp., New York 

D. C. McKellar 
position of general ma lager, Canad 


ian Electrical Distributors Association 
July of °59 


vice 





Y-eER Eas 


Wire Pulling Lubricant 


will assume the 





Only Y-ER EAS has all these features 


Robert R. Prussia has been named | ° 


Creamy, non-corrosive lu- 


western district sales manager for Write for bricant. Never greasy or 
: — . y messy. 
Electrical Fittings Corp., N.Y. descriptive z 
booklet @ Prevents sticking or set- 


ting. Specially helpful on 
saddles and turns. 

Does not run back on 
cables 

Never harmful to hands 
or clothing. 
Permanently 
to cables or conduit 














ASSOCIATION NEWS 





CHICAGO The director of the 
Electrical Association, Chicago, have 
George M. Bard, Kelso-Bur- 
Electric Co., to succeed ( B 
Daybrite Lighting 
president of the association. Edward 
I Anixter, Electrical 
Supply Co., is vice president, and 
Richard Wessling, Allen Bradley Co., 
replaces Anixter as treasure! 


non-harmful 


elected 





nett 







| horsen, Inc., as 


Rubber, Braid or 


Lead, 
tic Covered Cables S 


Synthe 


Englewood 







' AT ALL LEADING ELECTRICAL SUPPLY HOUSES 
CHICAGO Lhe 


Electric Golf Club ot Chicago have 
Michael J. Korak of Korak- 


Crossey Co. as president for the 1959 


directors of the 






ELECTRO COMPOUND CO. 


} 4153 W. 150th Street © Cleveland 35 Ohio 







elected 


season. He succeeds Hans R. Kurtz 
ot Kurtz & Co. Other officers, elected 
at the annual meeting were: W 


Wire and Coble 


Hultgren, Jr., Hultgren Electric Corp.; 















Pp; < Sowersby, General Electric | WHEN YOU WANT IT 
Supply Co., and | H. Markstahler, Frem Chicago you can got immedicte delivery on 
Revere Electric Mtg. Co., vice presi- 

dents; ¢ M. Butler, Jefferson Electric = 
Co., treasurer, and J. W. Collins = — _ 


Type VCL Power Cable 


Which is one of the many constructions 
di carried in our Chicago Warehouse Stock. 
Also all types of Power, Control, Lighting 
and Communication Cable 
Let us supply your wire requirements. 


Electrical Contractors Association of 


( hicago secretary 
New 
rectors are R J 
eral Electric Co.; J. J 
& Betts Co.; J. M. Lynch, Westing 
house Electric Supply Co.; and J. I 
Dow, Kelso-Burnett Electric Co 
Co-chairmen of standing commit- 
1959 are: Garrett Walters, 
Edward Electric Co. and Frank 
Santschi, Englewood Electrical Supply 
Co., arrangements; W. L. Crossey, 
Korak-Crossey Co. and M. Yohana, 
Pyle National Co., entertainment; Leo 


members of the board otf 

Dietenthaler, Gen- 

Klein, Thomas 

UNIVERSAL WIRE & CABLE CO. 

2915 N. Paulina Street 
Chicago 13, IIlinois 


Stocks carried in Houston 
and Los Angeles 


wecccceccocccooccoceco 


tees for 





FACTORY SALES 
REPRESENTATIVE 


Mayer, Hyland Electrical Supply Co 

and M. J. Kennedy, Jr., Chicago DISTRIBUTOR GC). 

Electric Supply Co., greens; J. J a 

Glenn, Kurtz & Co., and W. J. Hor- THERMOWS JET | 


vath, Federal Pacific Electric Co., jar é 
Exclusive patented electric Gb 

handicap; L. Mangione, Electric Sup- instant hot water unit 

ply ( orp.., and W laradash, Hyland which delivers ntinuous flow One 

Electrical Supply Co., prizes; E. year factory warranty. A quick-turnover 
item for electrical or plumbing di bi 

Rowland and Henry H. Bean, Chicago ee ee ee ee, 
tor. For complete details 


Electrical News, publicity; J D 
Keenan, Jr... Edward Electric Co., 
and G. H. Bills. Johns-Manville Dutch 
Brand division, starter 


THERMO JET 


1840 Purdy Ave.. Miami Beach, Fla 
Brooklyn 32, New York 


Executive Office 
Factory: 770—5Sth Avenue 
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NEW LITERATURE | SELLING OPPORTUNITIES 
MANUFACTURERS REPRESENTATIVE 





Highway Lighting—According to the AVAILABLE AGO: | ; vw 
NEW YORK & METROPOLITAN AREA 


manufacturer, the new highway light 


ing guide is a complete engineering POSITION VACANT 


guide on Ww here and how l S high- Desires obtaining lines electrical supplies, wire 
i as lighting fixtures for wholesale trade Excellent Electrical Man to direct dept. and process 
ways should be lighted Based on ontacts with independent wholesaler Ware : ‘ . ‘ 1 


housing facilities available if necessary | . ant Ww 


standards developed by IES for ASA 
Sate Highway Lighting Committee of 
Street and Highway Safety Lighting 


Your inquiries solicited 


MURRAY (MIKE) SWEDLIN 


SELLING OPPORTUNITIES OFFERED 


















































Bureau, Cleveland, Ohio 200 Fifth Avenue New York City, N. Y a a gut Semnsenes, 
OR 5-7750 nvited. RW-94 Electrical WI 
it: : = : ' Former owner of Ostrander Electric Supply 
Hospital Lighting New catalog Co. of New York & Premier Electrical Supply A P With following in the 
designated HL, has pictures, cross-sec- Co. of Hempstead, New York Manufacturer's Agents: fe 
tions, specifications etc., on 18 hos et 
. the f wing ‘ ‘ I Calif 
pital fixtures and systems. Alko Mtg Lake City, Utah, Pitt h, | Rick \ 
a ieaies OPPORTUNITY eton, ruber engl and polyethylene lets 
é le é f 
Light Levels The new footcandle RW 1, Elect Wh 
levels which have been based on the Sales Representatives Sales representatives wanted by manufacturer 
studies by the Dr. Blackwell reports W I for t f 
are available in a 9-in x 334-in book Leading quality lighting mfr has openings prea iteconge 
let from Paramount Industries, Inc., in Mid-south & Southwest in established v mM 
in Flint, Mict protected territories. These lead to sut ! t Vt 
sp — stantial 5 figure incomes. Moderate to 
‘ 7 heavy Travel required Write complete POSITION WANTED 
Roller Gravity—New booklet explains details including Age, Job, Income back Supply Sal th Leading EI 
at . . € _ eadin ec 
in photo and illustration, applications ground Box 618-B, 300 W. 43 St, N.Y Pepe Se "7 
of gravity conveyors and more com N.Y N-4) t 
mon accessories. Lamson Corp., Syra- 
cuse, N. Y SELLING OPPORTUNITIES WANTED 
>}. . » ; > aa?? WANTED w tablished Manufacturer Agency, cover 
Planned Profit Power \ new 16 MANUFACTURERS REPRESENTATIVES TO SELL ee ene ae 
page booklet has been developed to ELECTRICAL FITTINGS IN FOLLOWING TERRI ‘ . exrvaadb pees ae oS get 
& TORIES: OHIO. KENTUCKY, WEST VIRGINIA 3 Breellent ¢ tins . f ma 
help distributors, et, al., obtain share TENNESSEE, WISCONSIN, MINNESOTA, SAN ng independ Desire lit 
in modernization market Has 7? FRANCISCO, KANSAS AND MISSOURI ‘ mm he de oa % ‘ < eque 
; RW—9928 ELECTRICAL WHOLESALING RA-8345, Electrical Wholesa 
photos of updated electrical facilities Class. Adv. Div., P.O. Box 12 36, N.Y ;' 
National Wiring Bureau, New York Ag@ressive Sales Organization wonts additional 
N. ¥ ine ering Met t Ne Y ork en 
i fhe ‘ te ‘ { 4 are? 
SALESMAN WANTED , n 
Floodlighting—New catalog number Wonderful opportunity. Nationally known manu 
>> m facturer of electric wiring devices has opening , . Age > 
-U0 1s designed to help you select for experienced salesman in Chicago territory to wen a mg et tg she aoe ane 
proper fl yOdligh for bh. Ne t osc call on wholesalers. Send complete resume t tia ~ niet cave five ota Large Warehous 
: i C th Hi sidlgproe SW-1017 Electrical Wholesaling | I } wire Plectrica 
and price rousse-Hir Ci vra ‘ 
a Y ee lds .. SY Class. Adv. Div., P.O. Box 12, N.Y. 36, N.Y wh 
cuse 
. P REPS WAN TED——"—"—— Sales agent aggressively covering New England 
Desk Calendar 1959 monthly ap MANUFACTURER OF ALL STEEL PIPE HANG 
t ER LINE HAS OPENING FOR SALES REPRI 
pointment calendar is good reference SENTATIVES IN MANY GOOD AREAS. LINE 
guide and event calendar Designed SOME 7 1 Let ; To “CONTRACTORS Well established manufacturers representative 
t \ND INDUSTRIALS REQUIRED. WRITE D 2 
tor distributors and others. Size: 834 ILS: COVERAGE: Nt MBER Ol ‘MED c AND 
ay RESENT LINES 
x 7-in. Hatfield Wire and Cable Div RAMCO MANUFACTURING CO 
Hillside, N. J 539 WESTFIELD AVENUE W., ROSELLE PARK, N.J 
Manufacturers’ Agent, Denver covering Colorado 
Motors New four-page bulletin : | 
oe page bull MANUFACTURERS 
#2150, has, according to the manu , 
o : LOCAL REPRESENTATION HERE IN 
facture! ull engineering data and WISCONSIN 
cut-away drawings on company drip WILL INCREASE YOUR SALE‘ New York City Area—well established, aggressiv« 
proof Pankake Motor Louis Allis ene we Manul 
on Mil ue Oe BARDON ELECTRIC SALES 
‘ HWaUReE IS 4826 W. Fond Du Lac Ave., Milwaukee 16, Wi 
Lighting Catalog New company 
brochure has 72 pages in color and js meee rn — TWO GOODWILL WINNERS 
designed for distributors, et al. Copies ALIFOR ia ae “mera — “ cnet 
: % s by an aggressive and experienced sales repre ss eT ee ee 
mav be obtained from the EJS | ight sentative located in Los Angeles. Warehouse 
ing ¢ orporation Los Angeles, Califor facilities Senso co. 
oe RA-9630 Electrical Wholesaling ein satan 
a Class. Adv. Div., P.O. Box 12, N. Y. 36, N.Y a ee 
Raceways New Underfloor Race 
ways Catalog is illustrated with photos MICHIGAN MANUFACTURER'S MANUFACTURERS! —— 
and drawings Has 52 pages Is said REPRESENTATIVE . 
rig vem eee tiie DESIROUS OF OBTAINING LINES 
to give complete information about ELECTRICAL SUPPLIES AND FIXTURES You will receive better results from your 
every type underfloor distribution sys EXCEL EN | CONTAETS Aue UarEReNce’ Representative Wanted advertising if you 
LEN rite er 
tem. Write: National Electric Prod RA-9735 ELECTRICAL WHOLESALING will state in your copy what territory ort 
ante. >.. Pittsburgh. P 20 i MICHIGAN AVE., CHICAGO 11, III ritories are available 
ICTS OTT Wren i 
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Missing 
Outlet 
|) 


SOLVED by — 


iRROW 


PLASTER GUARD 
COVER sie. 


CONDUTT'S 


Plaster Guard prevents plaster from 
entering box 


Raised section easy to locate after 
plastering. 


leaner outlet boxes, free from 
Raised Plaster Guard 
ection is easy to pry out. Available on all 
and 4-11/16” Sq. covers 


Work with 
usual plaster fill-in 


Arrow 4 Sa 


Write for detailed information 


Skill & Experience 
active ingredients 


n all Arrow product 


ARROW CONDUIT 
& FITTINGS CORP. 


129 30th Street, Brooklyn 32, N. Y. 


ol AU 2a le) is mer lem lebas a) 
COVERS » BOX SUPPORTS 





ADVERTISERS’ INDEX 


Accurate Mfg. Co. 129 
Adam Electrie Co., Frank 118 
Allen-Bradley Co. 95 
All-Steel Equipment, Ine. 102 
American Steel & Wire Div. of 
U.S. Steel Corp. 78, 79 
Amplex Corp. 34 
Amprobe, A Div. of Pyramid 
Instrument Corp. 39 
Appleton Electric Co. 
Arro Expansion Bolt Co. 
Arrow Conduit & Fittings Corp. 
Arrow Hart & Hegeman Electric 
Co., The 
Atlas Electric Products Co. 
Auth Electric Co., Ine. 


Second Cover 


Blackburn Corp., Jasper 

Blackhawk Industries 

Blackhawk Mfg. Co. 

Briegel Method Tool Co. 

Bryant Electrie Co., The 84, 

BullDog Electric Products Co. 
139, 

Burndy Corp. 


Bussmann Mfg. Co. Fourth ¢ 


Cable Co... Div. of the 
Crescent Ine. 

hampion DeArment Tool Co. 
hampion Lamp Works 
hase-Shawmut Co., The 

ircle Wire & Cable a subsidiary 
of Cerro de Paseo Corp. 
olorado Fuel & lron Corp. 
olumbia Cable & Electrie Corp. 
onduit Nipple Mfg. Co., Div. of 
Pittsburgh Nipple Works, Ine. 
onduit Pipe Products Co., 


146, 


arol 
Co., 


149, 
ornish Wire Co.. Ine. 

rescent Insulated Wire & Cable 
Co. 


Hinds Co. 


agle Electric Mfg. Co.. Ine. 
Electric Sales Co, 
Economy Fuse & Mfg. Co. 
Edwards Co. 

Electric Tube Products 
Electri-Flex Co. 

Electro Compound Co. 


Sastern 


Federal Pacifie Electric 
Mig. Co. 


I ullman 


General Electrie Co. 
Lamp Division Zo, 27.2 
Gets-A-Lite Co. 
Creenlee Tool { o> 
Guth Co., The Edwin F. 


Hatfield Wire & Cable Div. of 
Continental Copper & Steel 
Industries, Ine. 10), 11 

Heinemann Electric Co. 136 

Henderson-Hazel Corp. 

Hoffman Engineering Corp. 

Holub Industries, Ine. 

Hubbell Ine., Harvey 

Hunter Div., Robbins & 

Ine. 


livkon Mig. Co. 


Jefferson Electric Co., 35. : 
Jenkins Brothers 


Aluminum & Chemical 
Ine. 9%, 99 


Kaise r 


Sales, 


Mfg. Co. 
Electric Mfg. Co. 
Ine. 


Keystone 
Killark 
Knopp 


Leviton Mfg. Co., Ine. 


Major Industries, Inc. 72, 

Minerallae Electric Co. 

Minneapolis-Honeywell 
Co, 

Minnesota Mining & Mfg. Co. 

Multi Electric Mfg. Ine. 


Regulator 


National Price Service 
National 
Div. 
Nutone Ine. 9, 

Nve Tool Co. 


Supply Co.—Tubular 


Okonite Co., The 


Pass & Sevmour, Ine. yA 
Phelps Dodge Products 
Corp. 90. 
Pittsburgh Cireuit Co. 
Plymouth Inc.. 


Copper 


Standard 
Rubber Co., 
Porcelain Products, Ine. 
Progress Mfg. Co., Ine 
Pyle National Co., The 


Rawlplug Co., Ine., The 
Ridge Tool Co., The 
Rodale Mfg. Co., Ine. 
Roebling’s Sons Corp.. 
Rome ( able ( orp. 
Roval Electric Corp. 


John A. 


Sierra Electric Corp. 100, 
Simplex Wire & Cable Co. 

Sola Electric Co. 80, 
Sorgel Electric Co 

Square D Co. 

Stephens Mfg., Inc., M. 
Sylvania Electric Products. 


Phermo-Jet 

Thiel Tool & Eng. Co., Ine. 
Thomas & Betts Co.. The 
Thomas Industries, Ine. 
Tork Time Controls, Ine. 
Trade-Wind Motorfans, Ine. 


Mfg. ¢ orp. 


Union Insulating Co. 
Universal Wire & Cable Co 
Utilities Safety Supply Co.. 


Vaco Products Co. 
Ventrola Mfg. Co. 


Wadsworth Electric Mig 
Inc., The 

Weaver Co... J. A. 

Western Insulated Wire Co. 

Whitney Blake Co. 

Dube 


Youngstown Sheet & 


The 


EMPLOY MEN 
EQUIPMENT 
Used 


For Sale 
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WHY SLIPKNOT TAPES 
ARE SOLD ONLY 
THRU RECOGNIZED 
DISTRIBUTORS 


M..... goods costs money. Your full-func- 


tioning distributor keeps your costs down. With- 

out him, here’s what would happen: 

e To visit every contractor, dealer and industrial 
plant, we’d need at least 300 more salesmen. 
We'd also need ten times more office help, 
packers and shippers. 

Moreover, you’d never get the wonderful serv- 
ice you get now. Your distributor stocks plenty 
of Slipknot Tape, and gets it to you fast. 

To keep abreast of new products and market 
changes, you’d have to see hundreds of sales- 
men every month. 

Your repeat business is vitally important to 
your distributor — and that’s why he stocks 


— 


only the highest quality lines. ”* Sapam 
You’d be charged for freight, too — but if 
you’re in a metropolitan free delivery zone, 


your distributor delivers to you without charge. 
Slipknot Electrical Tapes — Friction, Plastic, 
Rubber — are the best you can buy... and you 
buy best from your distributor. Neither of us 
could get along without him. 


'2 ROLLS 


* Wipe x 20 ff 


al lectrical ur, 
FRICTION TAPE ELECTRICAL TapE, Pare 


TAPE) 


NO. 8 BLACK 60 FI. % IN. hy |) ¢ | 1 Rupp ER vaurttt 
PLYMOUTH RUBBER COMPANY, INC. 


QUALITY SINCE 896 CANTON, MASSACHUSETTS 





for the protection of solenoids 
or small motors or control apparatus 
on multi-circuit equipment 


he BUSS Add-on fuse block makes it easy to 
protect equipment of any kind where a number of 
solenoids or motors are used 


Blocks are made up of single pole fuse blocks 
that interlock into a unit fuse block of any num 
ber of poles 


Poles may be added or re moved . to either 
end of assembled fuse block. This makes it simple 
to have a fuse block of just the number of poles 
needed and to fit the block to ivailable space 


Each fuse can be used as a 
circuit disconnect. 


‘ " £ 
Specially designed fuse clips permit one end 


of fuse to be removed from clip and fuse raised to 

right angle to block where it is held firmly in 

position see picture \ tr 
ite for BUSS Bulletin BL-1. : 


When working on machine this makes it quick 
to identify circuit that is oper ind it assures Us i FUSETI 
that proper fuse will be it back in right circuit f f 


BUSSMANN MFG. DIVISION 


HERE’S A NEW TYPE FUSE BLOCK THAT MAY INTEREST 
ORIGINAL EQUIPMENT MANUFACTURERS IN YOUR TERRITORY 


Manufacturers of equipment that uses individual circuit. 
solenoids or small motors for operation or And each individual fuse may be used as a 
controls may find the new BUSS Add-On fuse disconnect if the machine or circuit is being 


blocks just what they have been looking for. worked on. 


Single pole fuse blocks and separate end If you do not already have BUSS Bulletin 
barriers may be carried in their stock room BL-1 in your binder, ask your Sales Manager 
and assembled on each machine in any re- to get you a copy. It gives full selling informa- 


quired number of poles. tion on BUSS Add-On fuse blocks 


A marking strip, that slips into a slot on the BUSS Add-On fuse block business will be 


base of the block makes it easy to mark each profitable to both you and your house 


BUSSMANN MFG. DIVISION 
McGraw-Edison Co 


THER 
wesuaens ST. LOUIS 7, MO. 


DEVELOPMENT 
BY THE MAKERS OF 


BUSS FUSES 


INSTALLATION PROVEN OUT THE ENTIRE ELECTRICAL SYSTEM 





